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’ NORTHWESTERN AUTOMOBILE CO. 
SORVAN CARS 


_- 


MINNEAPOLIS 


Mr. Edwerd S. Jordan, Pres. 
Jordan Motor Car Company, Inc., 
Sleveland, Ohio. 


Dear lir. Jordan: 


%@ received our first sacvlse of the Little Custom Jordan several 
aays ago. I have been waiting a few days before writing you as I wanted to get 
vay reuction rrom our own Organization and also find out how the car was poinge to 
take with the general buying public. 


I want to say now that I consider this to be the most wonderful 
automobile that I have ever ridden in in my twenty-seven years in the business, 
and when I say this I am only expressing the opinicn of ouy whole organization. 

In performance it is 100. better than anythins that was represent- 
ed to us, It is truly a wonder car ani I am thoroughly convinced that the entire 
Jordan organization; factory, distributors and deslers, are just about to enter an 
era of prusperity such as thoy have not enjoyed for a good many years. 


This is an automobile we can show 4& man and immediately interest 
him. ‘ve can take him out for a deucnstration and immediately convincs him that 
we have something way beyond the ordinary. We can bring him back to the store 
and close him right then and there. This we have done repeatedly since receiving 
the new lodel. 


It has created & big sensation up and down the line, and we have 
& line of people coming in all the timo. I truly believe it will be 4 stampede 
to the Jordan Line and | want to congratulate you most heartily, and uree the 
factory organization to speed up production to the hichest possible point, because 
you are going to be able to sell every car you aro going to be able to get out 
for months to come. 


Very sincerely yours, 


S. & Trease 
NORTHVESTORN AUTOMOBILE Co. 
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HUPMOBILE 





DEALERS MAKE MONEY 








Hupmobile Reliability a Factor 
In Oklahoma Dealer’s Success 
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“IT have been offered nearly 
every line of automobiles 
built, but have seen nothing 
that compares with the fair- 
ness of the Hupmobile terms 
to dealers.”’ 


GEORGE W. HARVILLE, 
Ponca City, Okla. 


Dealers or other business men 

interested in reports from 

Hupmobile dealers in their 

own vicinity may secure this 

information by writing the 
factory. 
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“The fact that Hupmobile has always built quality mer- 
chandise instead of building to a price, is largely responsible 
for our profitable showing in the past four years,” says 
George W. Harville, of the Harville Motor Company, Ponca 
City, Oklahoma. 


“In our first twelve months as a Hupmobile dealer, we 
marketed $65,000 worth of cars. Last year our gross busi- 
ness totaled $296,185, Our records show that we rarely lose 
a customer, once we have sold him a Hupmobile. Repeat 
sales run well over 90%.” 


Hupmobile selling policies plus a product of known worth 
and dependability are building substantial business for deal- 
ers in every section of the United States and Canada. It 
will pay you to investigate the Hupmobile opportunity in 
your own locality. Contract details upon request. 


HUPP MOTOR CAR CORPORATION 
DETROIT, MICHIGAN 


HUPMOBILE 


EIGHTS @ SIXES 
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Built, Styled, Priced to Make Easy 
Sales and Satisfied Customers 




















The New Royal Roadster 


A $1,195 product unbeatable in its class 


Build the right kind of product. Style it and equip it in 
the fashion of the day —in fact, a little ahead of the trend. 
Individualize it. Then price it right. Make it easy to sell. 
Advertise it intelligently. 


Give a dealer a real 50-50 franchise. One that permits him 
to do business profitably for us and himself and, at the 
same time, maintain complete control of his own busi- 
ness and finances. 


That in tabloid is the Moon product and the Moon contract. 
It will pay you to know more about them and about the 
way Moon and Diana business has gone ahead this spring. 


MOON”. 


A finance plan that lubricates the wheels of business. Write us about it. 


MOON MOTOR CAR COMPANY, St. Louis, U. S. A. 


Manufacturers of Moon 6-60 and Diana Straight ‘‘8’’ Models Covering 
Complete Price Range from $995 to $1,995 
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Get Big Wrecking Profits with a 








AUTOMOBILE 








OLMES 110 





HOLMES TOWING EQUIPMENT 


1 


Holmes “V” Tow Bars 


For towing wrecked cars syspended, 
the Improved Holmes “V” Bar is 
the latest development in towing 
equipment. It absolutely holds 
towed car in perfect alignment, and 
fives service car complete control 
over towed car. Furnished in two 
lengths, 36-inches to 48-inches: and 
4&-inches to 60-inches. 


Price $20.00 to $22.00 


a 


Holmes Steering Gear 
Clamp 


Holds steering gear rigid to front 
axle while towing car with rear end 
suspended from service car. Con- 
sists of duplicate clamping mem- 
bers with V shaped teeth arranged 
to grip parallel rod and a circular 
portion for clamping the axle, mak- 
ing it fit all car and truck axles. 
Saves use of one man. 


Price $3.00 


IT TAKES A 





Towing Season is on and garages that are 
going after road service are reaping big profits. Are 
you getting your share? 


Go get them with a Holmes Wrecker No. 
110. It mounts quickly on any touring car or 
light truck chassis and through effective advertis- 
ing it creates big profits in tow fees and repair jobs. 


The Holmes No. 110 is the most powerful, 
practical and efficient crane type wrecker ever de- 
veloped. Its tremendous leverage and four ton 
Capacity permit it to handle the heaviest cars 
speedily and efficiently. Ihe patented swivel head 
permits a pull from any angle and eliminates 
blocking traffic. It is operated entirely from the 
ground and by one man. The cost is small and 
the profits big. Get yours now. 


Price, $95.00 


Order from your Jobber or write for full information. 


ERNEST HOLMES COMPANY 
CHATTANOOGA TENNE SSEE 





HOLMES CANTILEVER JACK 


“The One Jack for All Jobs.” Lifting range from 
6 to 17 inches with full 8 inch lift, handling all cars 
whether balloon equipped or otherwise. A new 
mechanical feature makes the reversing just as 
simple as the raising. No levers or pawls to oper- 
ate. No load on handle when lowering, therefore all 
tendency of handle to fly back is eliminated. The 
maximum load is easily lowered with one hand. 
Simply pump handle up and down to raise and pump 
it up and down to lower. Stroke of handle is not 
limited—a whole stroke or any 
part may be taken regardless of 
position of handle. 

It swings under wheels of 
raised car, has a frame clear- 
ance of 1% inches and its sturdy 
construction enables it to stand 
the roughest punishment. 


PRICE, $38.00 
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Our Best Summer Customer! 


Pay special attention to the tourist. He is your 
best summer customer. He is in the “vacation”’ 
mood. He will buy NOW what he wouldn't: buy 
at any other time. Just suggest the importance 
of a good tire pump—and you'll make many an 
extra sale. 


—— 








Sell him a ROSE —the tire pump with the 
famous easy valve action! Pumps FASTER and 
EASIER. (Guaranteed for 5 years of service. 
Gives you the greatest tire pump stock, and gives 














Get Rose Pa A 


your customer the very best pump. From Your Jobber 
Here is the easy, profitable way to 
ORDER FROM YOUR JOBBER handle auto side awnings. Only 5 


sizes fit all closed cars. No installa- 
tion trouble—not a hole to bore. Slip 
on or off instantly. Substantially 


Eas made in attractive colors. Steel rod 
frame holds rigidly in place. Order 


Valve Action |) °° (2327 fm ver other 


TIRE PUMPS 


FRANK ROSE MFG. CO.--HASTINGS. NEBR. 





AMutomobile Side 


AWNINGS 
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Mr. Sargent’s present building, in contrast with his first “showroom” below, 
illustrates his growth with the Studebaker franchise 


Proving that Rockland, Mass. 
is decidedly a Studebaker city 


EVENTEEN years ago, Walter A. began to realize that Studebaker cars 
Sargent became the Studebaker rep- were good cars to own, for every car 
resentative in Rockland, Massachusetts, sold made a booster and Walter Sargent 
starting business in the frame structure was a tireless enthusiast. 
shown below. Soon Rockland folks The clean-cut, modern structure 


which Mr. Sargent now occupies is a 
distinct tribute to his own energy and 
the sales opportunity in Studebaker and 
Erskine cars. This is but one of hundreds 
of ‘‘success stories’ that may be told 
about Studebaker dealers. 


If Studebaker is inadequately repre- 
sented in your locality, or not represen- 
ted at all, write us at once regarding the 
sales rights for your territory. Your in- 
quiry will be held strictly confidential. 
Address Dept. 51, The Studebaker 


Corporation of America, South Bend, 


Mr. Sargent started to sell Studebaker cars 
herein 1910 Indiana. 


STUDEBAKER 


ERSKINE SIX @ 


Two franchises in one—offering cars from $945 to $2495 
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HE thousands of America’s automotive men using 
Gill Products are more than satisfied . . . They 
are enthusiastic! Mr. Mellblom’s letter is typical of 
hundreds of similar expressions of approval. And now 
merchandising helps that get the business for you are 


part of Gill service. Your Gill jobber will gladly 
furnish complete details. 


GILL MANUFACTURING CO. 
8300 S. Chicago Ave. 





The Gillometer 
Gives the flat 


popular engine repair jobs covering 


Chicago, Ill. 


rate charge on six 


76 makes and models of cars. Tells 


piston ring size required. Wipes out 


estimating losses. Sent free—regard- 


less of what rings you use. Write 
for yours today. 
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Products 


Gill Interlocking Joint Rings 
Servus Step-Cut Rings 
Economy Oil Rings 
Piston Pins 
Pistons 
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Science is international. That is why Timken Bearings 
are international. Europe, with its uniformly high 
engineering standards, has adopted Timken Bearings on 
a large scale. The Austrian Fross-Bussing and other 
European trucks are Timken-equipped because only 
Timken tapered construction, POSITIVELY ALIGNED 
ROLLS, and electric steel completely protect against 
thrust, shock, speed, weight and torque. It is this mechan- 
ical excellence which underlies Timken prestige and 
the almost unanimous adoption of Timken Bearings 
by American commercial vehicle manufacturers. 
THE TIMKEN ROLLER BEARING CO., CANTON, OHIO 


TIMKEN 


Tapered 
ROLLER BEARINGS 
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Better Dealer Profit 


You make a better profit selling WEED Bumpers 
because it takes less time to make the sale. 
People know that WEED stands for quality. 
After the sale WEEDS stay sold by giving long 
and satisfactory service. You’re not 

asked to replace broken parts after the 

first little bump. 


Sell WEEDS for your own profit and your 
customers’ lasting satisfaction. 


WEED BUMPERS 


sensible protection - fore and aft 
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Factories Hang Up 
New Marks in May 


Oakland Tops April High by 
20%-—Hudson Exceeds May 
of 1926 by 50% 


OVERLAND HITS 27,569 

PHILADELPHIA, June 8—Produc- 
tion records were established by many 
companies in May according to figures 
now available for publication. 

Oakland Motor Car Co. with an out- 
put of 24,006 ran 20 per cent above the 
previous high total set up in April. 
During the month a production sched- 
ule of more than 1000 cars daily was 
maintained, a goal which the company 
has been aiming for since the first of 
the year. 

Output of the Studebaker Corp. of 
America, in May, was between 13,000 
and 14,000 cars, A. R. Erskine, presi- 
dent, reports. Studebaker sales in the 
quarter will approximate 36,000 cars, 
he said, as agaimgt 29,000 in the second 
quarter last year. Operations are not 
at capacity but are holding up well, 
Mr. Erskine said. 

Hudson Motor Car Co. reports a 
May output of 34,500 cars, more than 


(Turn to page 13, please) 





Fight Required for Tax 
Relief, A.A.A. Head Says 


WASHINGTON, June 7—Demands 
of American motorists for repeal of 
the automotive war excise taxes will 
be carried to the floor of the Senate 
and House and to the constituencies of 
Senators and Representatives by the 
American Automobile Club, through its 
880 affiliated motor clubs, it was an* 
nounced by Thomas P. Henry, presi- 
dent of the A. A. A. 

“Motorists might just as well under- 
stand now that they will secure no tax 
relief from this administration without 
fighting hard for it,’ Mr. Henry said. 


Elear Adds 38 Dealers 


ELKHART, IND., June 6—What is 
thought to be a record was achived 
recently by the Elcar Motor Co. In 
45 days following the first of April, 38 
new Elear dealers were established. 
This record of almost a dealer a day is 
largely due, according to R. A. Raw- 
son, sales manager, to the Shock-less 
Chassis, an Elear feature that has 
aroused nation-wide interest. 








Philadelphia, Pa., June 9, 1927 











_ New Ford to List 
| About Same as “T” 


NEW YORK, June 9—Latest 
advices on the new Ford mod- 
el, which will make its appear- 
ance later in the year, gener- 
ally confirm previously pub- 
lished statements in Moror 
| Ace. It is understood the car 
will have new engine head, 
giving high compression; three 
speeds forward gear shift; 
slightly lengthened wheelbase, 
and new body lines. Price will 
| be approximately the same as | 
Model T. | 
| | 
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135-in. Models Augment 
Willys Great Six Line 

PHILADELPHIA, June 9—Three 
new seven-passenger models have been 
added to the Willys-Knight “Great-Six”’ 
line by Willys-Overland, Inc. The new 
models are mounted on a special 135 in. 
wheelbase chassis and are priced as fol- 
lows: Limousine, 2,950; sedan, $2,850, 
and touring car, $2,495. 

The open model is intended primar- 
ily for the overseas market. The aux- 
iliary folding seats are arranged closer 
together with wider seats and backs, 
giving a seating capacity for eight per- 
sons with maximum comfort. With the 
exception of the glass partition, the 
closed models follow the general de- 
sign of the closed models on the 126 
in. chassis. 


Falcon Models Priced 
DETROIT, June 7—Prices on three 
previously announced Falcon-Knight 
models have been announced by the 
Falcon Motors Corp. as follows: Road- 
ster, $1,045; coupe, $995, and landau, 
$1,145. 








Make It Easy to 
Buy, A.E.A. Slogan 
CHICAGO, June 9—“‘Make 
it easy to buy,” is the new 
slogan of the Greater Market 
Development Department of 
the Automotive . Equipment 
Association. These five words, 
according to Harry G. Moock, 
managing director, constitute 
the yardstick by which the ac- 


tivities of the department will 
be measured. 
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Dealers Unite in 


Junking Used Cars 


Members of Kansas City Asso- 
ciation Move to Take 
Wrecks Off Market 


22 IN $50,000 CONCERN 

KANSAS CITY, MO., June 4—Worn- 
out used cars are soon to disappear 
from the streets of Kansas City and 
vicinity and the greatest problem which 
has been facing the motor car dealers 
for the last several years, it appears, 
has been solved by the startling move- 
ment instigated here by the Kansas 
City Motor Car Dealers Association 
within the last few days. Twenty-two 
member dealers of the association have 
combined forces to organize a $50,000 
corporation for the purpose of junking 
the worn-out motor cars now on the 
streets and assuring that such cars will 
not again be seen in use. 

The corporation, the capital of which 
is entirely paid up by the 22 dealers, 
recently filed articles with the secretary 
of state of Missouri, under the name 
of the United Auto Wrecking Co. The 

(Turn to page 13, please) 





Service Managers Will 
Overhaul Their Problems 


CLEVELAND, June 9—‘Satisfac- 
tory service to car owners has its be- 
ginning in a well-organized, properly 
functioning service department at the 
factory. Right policies and practices 
there are fundamental,’ says Harry 
M. Jewett, chairman of the Service 
Committee of the National Automobile 
Chamber of Commerce, announcing 
the Factory Service Managers Forum 
to be held in Cleveland, at the Hotel 
Statler, June 14 and 15. 

Among the live problems that will 
be discussed are: Handling Replace- 
ments Parts Shipments; Group Bonus 
Payment of Mechanics; How Shop 
Equipment Should be Distributed; 
Training the Service Personnel; How 
the Factory Can Help the Dealer on 
Service; Results of Increasing Adop- 
tion of Flat Rates. 


New Diana Body Models 


ST. LOUIS, June 7—A new five-pas- 
senger cabriolet roadster with collap- 
sible top has been added on the Diana 
straight-eight chassis by Moon Motor 
Car Co. The new model is priced at 
$2,295. 
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Moskovics Lauds 
Stock Car Racing 


Stutz President Believes it 
Will Do Away With Loose 
Speed Claims 


ee ee 


INDIANAPOLIS, June 8—F. E. 
Moskovies, president of the Stutz Motor 
Car Co. of America, Inc., has taken the 
cudgels in hand in behalf of the revival 
of stock car racing in no uncertain 
terms. “A manufacturer making claims 
for speed and endurance of his car in 
public print should be held responsible 
for proving such claims,” according to 
Mr. Moskovics. 

“The past year has shown us many 
loose claims of superiority in speed,” 
continued the same authority. “Some of 
our most conservative companies have 
made claims they were not prepared 
to prove. Stock car racing and speed- 
way tests properly supervised will rec- 
tify all this. 

“The place to make speed and en- 
durance claims is on the speedway, not 
in public prints. The manufacturer 
who makes these claims and then will 
not risk the very claims he makes in 
public tests does not deserve much from 
a fair minded American public. 

“There is much to be learned from 
stock car racing. Any car that will 
average over 68 m.p.h. for 24 hours on 
Indianapolis Speedway will give the 
owner a performance infinitely superior 
to that of cars that can’t do it. I 
merely use that figure as a yardstick. 

“As to what is a stock car, that ques- 
tion will never be answered by sitting 
around and talking about it. It will 
only be definitely fixed when a few 
firms, who venture to race, find out the 
difficulties, give and take experiences, 
and finally agree on a set of rules. It 
can be done and will be. Our own car 
was exactly as delivered to customers 
in every respect.” 


AC Expands Works 

DETROIT, June 4—The AC Spark 
Plug Co. will start work immediately 
on a new addition to its Industrial 
Ave. plant in Flint. The new unit will 
provide employment for about 1000 
more men, according to an announce- 
ment. 








Rose Back with Willys 

TOLEDO, June 7—John A. Rose has 
rejoined Willys-Overland, Inc., his du- 
ties for the present being confined to 
special sales work in the domestic field. 
Mr. Rose was long identified with the 
company in an export capacity and he 
is widely known to export executives. 





Martin is Spencer Aide 
NEW YORK, June 9—The appoint- 
ment of P. B. Martin as assistant 
branch manager is announced by F. A. 
Spencer, manager of the Oldsmobile 
New York branch. 
Mr. Martin has been with the Olds- 





M. D. DOUGLAS 





Motor Age 





D. E. RALSTON 


Mr. Douglas recently was named assistant general sales manager in charge of 
eastern sales of Chevrolet Motor Co., and Mr. Ralston assistant general sales 
manager in charge of western sales 





mobile organization for more than 
three years, having started’in May, 
1924, as special factory service repre- 
sentative. He is a graduate of the 
University of Michigan and served in 
the U. S. Army as chief inspector of 
air service and motor vehicles before 
affiliating with Oldsmobile. 





MacLean Gets Promotion 

BUFFALO, June 8—A. A. MacLean, 
who has been connected with U. S. 
Light & Heat Corp. for six years as di- 
rector of purchases and later as assist- 
ant to D. H. Kelly, vice-president, has 
been elected a vice-president of USL 
Battery Corp. 





Pierce Chief Engineer Named 

BUFFALO, June 9—John C. Talcott 
has been appointed chief engineer of 
Pierce-Arrow Motor Car Co., succeed- 
ing the late Charles Sheppy. He has 
been associated with the Pierce-Arrow 
company since his graduation from 
Cornell University in 1909. 








| Erskine Wins Medal 
| in Reliability Run 
NEW YORK, June 8—An 
Erskine stock sedan has been 
awarded the gold medal in the 
classic London to Land’s End 
reliability run recently held in 
England, according to a cable 
received in this country by the 
Studebaker Corp. of America. 
The run was over a distance of 
317% miles, including a wide 
variety of road conditions and 
four difficult hills. 




















Foster and Ralls Go on Trip 


NEW YORK, June 4—Claude H. Fos- 
ter, chairman of the board of directors, 
and George H. Ralls, president of Ga- 
briel Snubber Mfg. Co., sailed last week 
on an extended business trip through 
Europe. They plan to be gone about 
six weeks during which time they will 
visit Turin, Italy, whgre Fiat has tak- 
en delivery of 10,000 sets of snubbers 
during 1927 and have just placed an 
additional order for a like amount. 





Claude Douthit Heads Indian 


SPRINGFIELD, MASS., June 4— 
Claude Douthit has been elected pres- 
ident of Indian Motorcycle Co. and Louis 
E. Bauer is named chairman of the 
executive committee and director in 
active charge of management. Mr. 
Douthit, who succeeds Frank J. Wesch- 
ler, has been a director of the company 
for several years and is one of the 
largest individual holders of stock. 





. Lincoln Chooses Wade 


CLEVELAND, June 6—The Lincoln 
Electric Co. of Cleveland announces 
the appointment of the Wade Engineer- 
ing Co., 1855 Industrial St., Los An- 
geles, as distributor of Lincoln prod- 
ucts in California. This company 
maintains a branch at 69 Webster St., 
Oakland, Cal. 





Krueger, Inventor, Dies 

MILWAUKEE, June 4—Ha-ry F. 
Krueger, said to have originated the 
idea of putting steering gears on the 
left side of automobiles, died here this 
week. Mr. Krueger built a car called 
the Eclipse in 1903 which had left-hand 
drive and is believed to have been the 
first so equipped. 
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No Tax Rebate for 


Loss on Trade-in 


Bureau of Internal Revenue 
Ruling Recognizes No 
Allowance 





WASHINGTON, June 7—No loss for 
purposes of taxation is recognized from 
the trading in of trucks and passen- 
ger cars used for business purposes on 
new trucks and passenger cars to be 
used for like purposes, according to a 
ruling just issued by the Bureau of In- 
ternal Revenue. The text of the rul- 
ing, numbered I. T. 2356, follows: 

“Advice is requested relative to the 
allowance of a loss in respect of auto- 
mobiles traded in on new automobiles 
in the case of the M Company. 

“The taxpayer during the year 1922 
traded in three trucks and three pas- 
senger cars, all used for business pur- 
peses, for new trucks and passenger 
cars to be used for like purposes. The 
trade-in value was 7x dollars less than 
the depreciated cost as at the date of 
the exchange. In 1923 two cars were 
traded in at a trade-in value of x dol- 
lars less than the depreciated cost. 
The taxpayer deducted these amounts 
as a loss in computing net income for 
1922 and 1928. 

“The automobiles in respect of which 
the taxpayer claimed a deductible loss 
were used for business purposes, and, 
therefore, were held for ‘productive 
use in trade or business’ within the 
meaning of section 202 (c) of the Rev- 
enue Act of 1921. They were ‘ex- 
changed for property of a like kind or 
use’ within the purview of such statute. 
Consequently, no loss is recognized 
from the exchange.” 








Merseles is Manville Head 


NEW YORK, June 9—Theodore F. 
Merseles, president of Montgomery 
Ward & Co., has been named presi- 
dent of the Johns-Manville Corp. and 
will take office July 1. H. E. Manville, 
now president, will become chairman of 
the board at that time. 

Mr. Merseles, George Whitney and 
Francis D. Bartow, the latter members 
of the firm of J. P. Morgan Co., have 
been elected directors. 








Dealers Hear Lubeck 


LOS ANGELES, June 4—E. M. Lu- 
beck, western sales manager of the 
Oakland Motor Car Co., was the princi- 
pal speaker at a meeting of Oakland- 
Pontiac dealers from all over southern 
California held at the Biltmore Hotel 
recently. Mr. Lubeck described the de- 
velopment plans for Oakland and 
Pontiac sales. 





Reeves Sails for Europe 
NEW YORK, June 8—Alfred Reeves, 
general manager of the National Au- 
tomobile Chamber of Commerce, sailed 











Franklin Observes 


Its Silver Jubilee 
SYRACUSE, June 4—The 


ee 
| 


Franklin Automobile Co. this 
week celebrated its _ silver 
jubilee. Twenty-five years 


ago, on June 2, 1902, the first 
Franklin automobile was sold. 
The buyer was S. G. Averell of 
New York City. This first 
production of the air-cooled 
Franklin was also the start of 
four-cylinder construction, all 
other cars up to that time 
being of the one or two-cylin- 
der type. 














for Europe today. Roy D. Chapin, 
president of the Chamber, and Windsor 
T. White, chairman of the Motor Truck 
Committee, will sail June 10, while 
John N. Willys, secretary of the For- 
eign Trade Committee, will follow later. 
All are going to attend the meeting of 


the Bureau Permanent des Construc- 
teurs d’Automobiles, Paris, June 27- 
July 2. 





Ayres on N.A.F.C. Staff 


CHICAGO, June 4—Milan V. Ayres, 
economist and analyst, has been added 
to the staff of the National Association 
of Finance Companies of which C. C. 
Hanch is general manager. 

Mr. Ayres was on the program of 
the 1926 convention of the association, 
having presented a paper on “Instal- 
ment Selling and Its Financing,” and 
since that time has done some work 
for the association in connection with 
analysis of pending legislation. 


Lincoln Sales Top Quota 


CHICAGO, June 4—Shock absorber 
sales by the Lincoln Products Co. of 
Chicago for the first four months of 
this year are substantially ahead of the 
previously established quota, according 
to E. C. Guthard, president. 





N. A.C. C., Silent 


on Windsor Plan 


Conducts Discussion But With- 
holds Opinion—AIl Off f- 
cers Reelected 





NEW YORK, June 3—The Windsor 
used plan was discussed for several 
hours at the members’ meeting of the 
National Automobile Chamber of Com- 
merce here yesterday, but as no vote or 
other action was taken on the subject 
the manufacturers, as a group, are 
committed neither for nor against it. 

The directors whose terms expired 
were reelected and at a later meeting of 
the board all officers, headed by Roy D. 
Chapin as president, were also reelected. 
The directors who were again returned 
by the membership were A. J. Bros- 
seau, Mack Trucks, Inc.; A. R. Erskine, 
Studebaker Corp. of America; Alvan 
Macauley, Packard Motor Car Co.; Wil- 
liam E. Metzger, Federal Motor Truck 
Co. and R. E. Olds, Reo Motor Car Co. 

The members voted to join with the 
Seciety of Automotive Engineers and 
the Bureau of Standards in a program 
of research intended to develop the best 
type of headlight for motor vehicles. 

Some opposition to the Windsor plan 
developed during the discussion. A 
large number of members expressed 
their views pro and con after Floyd 
Allen, General Motors Corp. and others 
had made favorable presentations. C. 
A. Vane, general manager, National 
Automobile Dealers Association, said 
he did not feel that one in his position 
should express approval or disapproval 
of the plan at this time, but he did say, 
stressing a point frequently brought 
out in the discussion, “that no one plan 
could be considered a panacea for the 
used car problem.” Other important 
points, he said, were overproduction of 
cars, especially of certain models, and 
frequent model changes. 





This picture furnishes two interesting contrasts. 

built by Ford and his recent fifteen millionth Model T. The second is that of Henry 

Ford who invented and popularized this same Model T, and his son, Edsel Ford, who 

succeeded his father as president and whose task it will be to make the coming new 
Ford a success 


The first is that of the pioneer car 
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Seattle Trade Has 
Eyes 6n Used Cars 


Sales Campaigns and Organi- 
zations Are Moves to Cope 
With Problem 








SEATTLE, June 6—Spring has 
prompted distributors and dealers to 
give more attention to used-car mer- 
chandising than in past years, with 
emphasis on scientific used-car sales 
campaigns. One dealer has opened an 
annex where he carries good used cars 
priced from $50 to $250, all in good 
running condition. Each buyer is given 
a certificate entitling him to eight hours 
of job work free within 80 days. 

Jack Thornton has been elected presi- 
dent of the Seattle Used-Car Managers 
Association. He is used-car depart- 
ment manager for Oldsmobile Co. of 
Washington, and has been in the Seattle 
trade 16 years, active most of the time 
in used-car selling. 

Bonded Used-Car Dealers Associa- 
tion is a new organization formed in 
Seattle, already including 11 companies 
which sell used cars exclusively. Earl 
H. Gallagher is president and V. P. 
Fleschman secretary-treasurer. They 
are bonded through a reputable bond 
ing house, and to each used-car buyer 
they gave a certificate guaranteeing 
the car as in good operating condition. 





Stearns-Knight Prices 
Increased $100 to $400 


CLEVELAND, June 9—Increases 
ranging from $100 to $400 have been 
made by the F. B. Stearns Co. in the 
Stearns-Knight models as follows: 


New Old 

F6-85 Price Price Change 
Cabriolet (4-p.) .. $3,550 $3,450 $100 
Coupe (4-p.) ...... 3,450 3,350 100 
Std. Sedan (5-p) 3,450 3,000 100 
Std. Sedan Lim. 

POD. cere cecae Eeeee 3,900 150 
Sedan (7-p.) ...... 3,750 3,550 200 
Sedan Lim. (7-p.) 3,950 3,750 200 

G8 -85 
Roadster (4-p.) ... 3,950 3,850 100 
Touring (4-p.) ...3,990 3,850 100 
Cabriolet (4-p.) ... 4,550 4,250 300 
Coupe (4-p.) ...... 4,550 4,250 300 
Sedan (5-p.) . .. 4,650 4,350 300 
Sedan Lim. (5-p.). 4,950 4,550 400 
Sedan (7-p.) ..... 4,750 4,450 300 
Sedan Lim. (7-p.). 4,950 4,650 300 


New body models added to the F6-85 
are five-passenger custom sedan at 
$3,350 and five-passenger custom sedan 
limousine at $3,700. 





Nash Orders Jump 20% 


KENOSHA, WIS., June 7—Nash 
Motors Co. orders on the books the 
first of June were 20 per cent greater 
than a year ago, according to E. H. Mc- 
Carty, general sales manager. The 


demand is especially heavy for the new 
Advanced Six coupe and the Special Six 
cabriolet, Mr. McCarty said. 








Salesology | 








Delieve i m what you sell, 
tell, 
Yer sto em must ng true. 


be sold by your product, 
Then Ren i catit be sold 


by you ~ 


” ” 




















Faeh Aids Vane 


Becomes Acsietont General 
Manager of N. A. D. A. 


COLUMBUS, OHIO, June 6—A. C. 
Faeh, who has been manager of the 
Ohio Council of the National Auto- 
mobile Dealers Association for almost 
two years and who has built up a 
strong organization in the Buckeye 
State, has taken up his new duties as 
assistant general manager of the Na- 
tional Automobile Dealers Association, 
with headquarters in Chicago. He is 
assistant to C. A. Vane. 

G. H. Ford, a speaker for the na- 
tional association, who has been in Ohio 
for several months and has familiar- 
ized himself with conditions, has been 
made temporary Ohio Council manager. 

The Ohio council is busy booking 
a number of dealers’ meetings for the 
month of June. There will be from 
12 to 15 such meetings in various parts 
of the state with Mr. Ford and Frank 
X. Schaut as speakers. 











| May Car Shipments 
| Hold to High Rate 
| NEW YORK, June 4—Con- 
|  tinuation of a remarkably high 
| production rate by National 
_ Automobile Chamber of Com- 
| merce members is indicated by 
| the preliminary estimate of 
May shipments, which gives a 
total for the month of 342,082, 
against 342,819 in April. May, 
1926, shipments were 289,571 
so there was an 18 per cent 
gain last month over the cor- 
| responding period a year ago. 
For five months of 1927 the 
members shipped 1,454,673 ve- 
hicles, a gain of 138,780 units 
or 10.5 per cent over the cor- 
responding period of 1926. | 




















Motor Age 


Milwaukee Group 
to Try Wrecking 


Dealer Association Starts Con- 
structive Expansion—Ruddle 
Executive Counsel 





MILWAUKEE, June 6—Bart J. Rud- 
dle, for the past 17 years executive 
secretary of the Milwaukee Automo- 
tive Dealers Association and manager 
of all automobile shows held under the 
dealers’ sanction, became _ executive 
counsel to the association on June 1, 
and Frank A. Cannon, for 10 years 
with the Good Roads Association of 
Wisconsin and an outstanding leader 
in highway affairs in the United States, 
stepped into the office of executive sec- 
retary. 

Mr. Ruddle will be recalled as the 
organizer of the National Automobile 
Dealers Association in 1917, and served 
as secretary during the regime of 
George W. Browne, and part of the term 
of F. W. A. Vesper. He was succeeded 
in this work by Harry G. Moock. 

It is planned, among the activities 
of the dealers organization, to bring 
about the consolidation under one roof 
of all automotive agencies in the city, 
including the Auto Trade Salvage 
Corp., the auto show headquarters and 
the office of the Windsor plan Used-Car 
Market Report and Buyer’s Guide. 

The Auto Trade Salvage Corp., in 
which every automobile dealer in Mil- 
waukee is expected to be a stockholder 
and patron will eradicate one of the 
abuses of the industry. At present, 
obsolete cars are disposed of to junk 
dealers for a very small compensation 
by dealers. These cars, if in any sort 
of running order, are resold to the 
public at three, four and five times the 
price paid for them as junk. It is to 
discontinue this practice that the Auto 
Trade Salvage Corp. has been organ- 
ized by members and non-members of 
this association, and, after it is put 
into operation, obsolete and worn-out 
and orphaned cars for which there are 
no parts will be sent to the scrap heap. 





New Olds Retail Store 

NEW YORK, June 9—In line with 
its progressive expansion policy, Olds 
Motor Works has opened in New York 
City a new Oldsmobile retail store and 
showroom in the General Motors Bldg., 
1773 Broadway at Columbus Circle. 
Earl L. Coons has been appointed met- 
ropolitan district manager. 





McFarlan Boosts Prices 


CONNERSVILLE, IND., June 9— 
The following price increases have 
been made by the McFarlan Motor 
Corp. in its straight-eight line: 

New Old 

Model Price Price Change 
Touring (5-p.) . .$3,180 $2,650 $530 
Sedan (7-p.) . 3,680 3,280 400 
Sub. Sedan (7-p.). 3,780 2.480 300 
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Dealers Unite in 


Junking Used Cars 


bers Aim to Rid Selves of 
Trade-in Evil 
(Continued from page 9) 
articles have been approved by the 
state and permission has been granted 
to issue 250 shares of no-par value 
common stock and 250 shares, pre- 
ferred, of $100 par value per share. 
The corporation already has cash in 
hand amounting to $50,000. It was ap- 


proved by the secretary of state on 
May 24. 
The new organization has taken a 


lease on a tract of ground formerly 
occupied by a lumber yard, at Nine- 
teenth and Troost Ave., at an annual 
rental of $5,000. Included in the tract 
are switching facilities and a number 
of buildings. 

According to Mr. Bond, only the most 
modern wrecking equipment obtainable 
will be installed. When the plant has 
been fully equipped, it is expected a 
motor car may be totally junked within 
the space of a few minutes. 


Tom Shugrue Manager 


Tom H. Shugrue has been appointed 
manager of the concern, which is ex- 
pected to be open for business during 
the present week. It is estimated by 
Mr. Bond that an average of 5000 mo- 
tor cars will be junked annually. 

Although announcement of the deal- 
ers’ junking corporation came as a com- 
plete surprise locally, its organization 
was accomplished only after a long and 
careful survey had been carried out by 
the dealer association here and in the 
immediate vicinity. It was found that 
the 41 wrecking companies here have 
been obtaining 85 per cent of all their 
purchases from the motor dealers of 
this city, and that 40 per cent of these 
eventually came back to the dealer in 
trade. Some of the wrecks are said 
to have returned to the dealer several 
times, and one such car on which the 
association had held a check was found 
to return to the same dealer in seven 
distinct deals on trade. It had origi- 
nally been sold to the wrecking com- 
pany as junk, yet it had been patched 
up and put back on the streets and 
was traded in seven times. 


See New Car Market Broadened 


Beside the fact that the United 
Auto Wrecking Corp. should in it- 
self be profitable, the dealers’ associa- 
tion estimates that its existence will 
necessarily increase the sales volume of 
new cars in this territory by approxi- 
mately 5000 annually. . 

Mr. Bond said this week that every- 
thing in connection with the beginning 
of operation of the new company is 
consummated and its members have 


only to call a directors’ meeting and 
elect officers before operation is to be- 
gin in earnest. 








Chevrolet Projects 
Plant Improvement 


DETROIT, June 7—The | 
Chevrolet Motor Co. will make 
improvements to its main plant 
in Flint costing approximately 

| $2,000,000. A new main office 
will be built at Chevrolet Ave. 
and Bluff St. It will be of 
brick and concrete, three stor- 
ies high and 260 x 60 ft. A 


parts building, three stories 
high and 530 x 122 ft. will also 
be built. 


When these two new units 
are completed the present of- 
fice and parts buildings will be 
dismantled to make way for a 
new manufacturing unit. <Ac- 
cording to Charles F. Barth, 


vice-president in charge of 
manufacture, who made the 
announcements, Chevrolet’s 


production continues to run at | 
4500 cars a day. | 











Car Makers Set 
New May Marks 


(Continued from page 9) 
50 per cent in excess of the May, 1926, 
figure of 22,000. 

With Willys-Overland production 
reaching 27,569 cars in May, the To- 
ledo manufacturer established the high- 
est May production mark in the his- 
tory of the organization, a gain of 
64.8 per cent over the same month of 
last year. For the first five months of 
the year, Willys-Overland’s production 
of 108,788 cars set a record over all 
other years for the same period. Com- 
pared to the production of 84,760 cars 
in the same months of 1926, the cur- 
rent year to date shows an increase of 
28 per cent. 

Paige-Detroit Motor Car Co. reports 
May shipments of 1507 as against 2819 
in April. Shipments in May last year 
were 3201 Paige cars and 1708 Jewett. 
The June schedule is for 3000 cars. 

Pierce-Arrow Motor Car Co. reports 
May shipments 12 per cent larger than 
for April and 15 per cent larger than 
in May last year. 


White Co. Appoints Six 


New Branch Managers 
CLEVELAND, June 8—New mana- 
gers for six district and branch offices 
have been appointed by the White Co. 
R. W. Moore, branch manager at Oak- 
land, Cal., is promoted to district mana- 
ger at Portland, Ore., succeeding C. B. 
Lynn, resigned. R. M. Miller, sales- 
man at Oakland, is new branch mana- 
ger there. Sidney S. Warner has been 
named district manager at Toledo, and 
W. J. Miller is named manager at Har- 
risburg, Pa., B. H. Crowder, formerly 
of Seattle, is now sales manager at the 
Pittsburgh office. 








Used-Car Stocks 
Drop During May 


New-Car Inventories Fail to 
Share Decline—Output 
Being Curtailed 





NEW YORK, June 8—Sales and pro- 
duction conditions in the automobile 
industry are so spotty that it is diffi- 
cult to arrive at an average for the 
whole business. While the general 
level is undoubtedly around 10 per cent 
under that of a year ago, and while the 
trend is seasonally downward, these 
factors have not prevented a few of the 
outstanding companies from maintain- 
ing output at or near record high 
levels. 


With Ford out of production, except 
of parts, for this month at least, the 
production total for the industry will 
show a sharp drop. Several of the 
producers who customarily introduce 
model changes in the summer have al- 
ready started preparations, which will 
also influence the total. The changes 
are being made rather earlier than has 
been the custom. 

Sales have held up very well in the 
eastern and far western states, the 
Middle West and South contributing 
most of the losses. Used-car stocks 
have been lowered, with considerable 
benefit to the retail end of the business, 
but new car stocks have not shown the 
curtailment expected at this time and 
in some important lines the need for a 
cleaning up process is becoming recog- 
nized. 


Sport Phaeton is 
LaSalle Addition 


DETROIT, June 9—The addition of 
a four-passenger sport phaeton to the 
LaSalle line has just been announced 
by the Cadillac Motor Car Co. 


While retaining the characteristic 
lines of other LaSalle models, this new 
body type introduces a number of dis- 
tinctive features. Among these is a 
special coach-built cowl extending over 
the tonneau. This, in combination with 
a folding rear windshield, gives the 
occupants of the rear seat the utmost 
protection from the weather. This 
rear windshield, like the front one, may 
be folded forward into the horizontal 
position. 


Both front and rear seats are fitted 
with deeply upholstered folding arm 
rests. The upholstering is in leather 
of a tone to blend well with the color 
scheme selected. 


Working in well with the distinctive 
design are such features as sweeping 
front fenders with deep extra wheel 
wells and also spot light on a nickel 
plated standard secured to the right 
running board. 








14 


Peerless Sets New 
Sales, Mark in May 


CLEVELAND, June 6—Peerless 
Motor Car Corp. set a new record in 
May when 1700 cars were sold. The 
factory reports daily production is now 
well above 100 cars, with sales orders 
far in advance of production. “Never 
has the future of Peerless been so 
bright as it is at present,” said Ed- 
ward Ver Linden, president. Our pro- 
duction schedule for the balance of the 
year is by far the greatest in the 
company’s history. The public recep- 
tion of the new Six-60 models has been 
truly remarkable. 

“Last year was a record for Peer- 
less, but 1927 bids fair to surpass our 
fondest expectations for increase. 

“That the company is in a strong 
financial position is shown by the fact 
that May ended with more than $3,000,- 
C00 on hand in cash, sight drafts and 
government bonds.” 





Tyree Consolidates Its 
Activity in Bloomington 
BLOOMINGTON, ILL., June 6—D. 
W. Lake, recently manager of the Chi- 
eago branch of the Tyree Auto Radia- 
tor Co., has been transferred to the 
main factory here as manager, the 
Chicago branch being closed and col- 
sclidated with the Bloomington con- 
cern. Company officials believe this 
move will mark turn in the affairs of 
the Tyree company through reduction 
of the factory’s overhead and concen- 
-tration of supervisory forces. W. W. 
Witmer has been acting manager of 
the local plant since the resignation of 
Mr. Tyree, head of the firm. 
Machinery and stock will be trans- 
ferred here immediately from the Chi- 
cago plant and many of the Chicago 
radiator experts, who have been with 
the Tyree company in that city, will 
come here to join the local force. This 
policy, those in touch with the com- 








Establishes Rare 
Trade-in Record 


DETROIT, June 8—An un- 
usual record has been set by 
the Simpson-Reid Motor Co., 
of Grand Junction, Col., Chrys- 
ler distributor. 


Durmg the three years this | 
company has been in business | 
it has sold 415. Chrysler cars | 
and only one of its purchasers 
has ever traded a Chrysler in 
on any other make of car. 


| The one exception, they 
claim, wanted a second Chrys- 
ler but his mind was set, on 
having a certain body type and 
when he found he could not 
get it in a Chrysler as soon 
as he needed it he reluctantly 
decided to buy another make 
of car. 














pany’s affairs believe, will solve its 
problems and open the field to a de- 
velopment and establishment of the 
concern in the automotive parts field. 





Auburn Touches High 


Daily Figure of 112 

AUBURN, IND., June 9—Produc- 
tion of 112 cars on May 25 marked the 
high day in Auburn operations. The 
average daily production for several 
months has been about 100 cars, but the 
introduction of more efficient factory 
methods is permitting this to be 
stepped up and the demand increases. 





Acme Auto Has New Name 


CINCINNATI, June 7—Owing to 
cramped quarters and increasing bus- 
iness, the Acme Auto Radiator Works, 
formerly of 1418 E. Eighth St., has 
moved to 1229 Walnut St. The name 


of the company has been changed to the 
Meyer Wolf Repair Co. 





Ty Cobb, of the Athletics, is registering a smile that ordinarily is reserved for 


home runs. 


But the reason for it is ample. Said reason is the LaSalle car against 


whick he is draped. It was given to him by the admirers he won during his many 
years with the Detroit Tigers 





Motor Age 


Jordan Hangs Up 
Shipment Record 


CLEVELAND, June 9—The Jordan 
Motor Car Co. set a new May record 
for the 11 years the company has been 
in business. Shipments were nearly 
double May, 1926, and three times those 
of May, 1925. 

Only three months in the last 11 
years have exceeded May, this year, 
and only by the narrowest margin, ac- 
cording to Edward S. Jordan. 

He also stated that the sale of the 
eights at the new low prices is ex- 
tremely gratifying. With orders for 
the standard eight-cylinder line assure 
capacity production for some time to 
come. 


Continental Makes 54% 


Gain in June Schedules 


DETROIT, June 8—Continental Mo- 
tors Corp. has schedules for 29,965 
motors in June, against 19,413 for June, 
last year, a gain of 54 per cent. The 
June schedule is the greatest in Con- 
tinental’s history and follows a gain of 
37.2 per cent enjoyed in May and 34 
per cent in April, compared with corre- 
sponding periods last year. 

With the corporation reaching the 
highest rate of output in its entire his- 
tory and just beginning to realize on 
some of the long-time contracts which 
were signed with four major producers 
recently, the outlook indicates a most 
satisfactory last half. 








AC Branch for Southeast 


ATLANTA, June 7—The automotive 
trades in the Southeast have been ad- 
vised of the opening of a new south- 
ern sales branch at 228 Hurt Bldg., At- 
lanta, by the AC Spark Plug Co., for 
distribution in the group of southeast- 
ern states of the AC line of spark plugs, 
speedometers, etc. <A. S. Holmer is 
named district manager in charge of 
the branch. 


Norwalk Tire Shows Less 


NEW YORK, June 4—Norwalk Tire 
& Rubber Co. reports for quarter ended 
March 31, 1927, net loss of $46,953 af- 
ter expenses, depreciation, discounts, 
etc., comparing with net loss of $63,- 
895 in preceding quarter. Net loss for 
six months ended March 31 totaled 
$110,848 after the above charges. 





Drennon & Zahn Named 


ATLANTA, June 9—Drennon & 
Zahn, 449 Marietta St., Atlanta, dis- 
tributor of motor truck parts and 
equipment, has advised the Georgia 
trade that the company was recently 
appointed distributor in Georgia by the 
Detroit Steel Products Co., of Detroit, 
manufacturer of automobile springs. 





Reo Designates Peake 


PENSACOLA, FLA., June 7—E. W. 
Peake has been appointed a distributor 
by the Reo Motor Car Co. 
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By Sam U. L. Sparks 


DON’T want to take none of “Lucky” Lindbergh’s glory away from him, 

but whilst others are claiming it was them which made it possible for him to 
express those memorable words, “So this is Paris,” I have got to admit that the 
reason he got there is because he has got the same motto which brought yours 
truly years ago into the limelight of successful bus salesmanship, namely, 
“Nothing comes to him which waits.” 

And that reminds me of the time I sold a bus to Hezekiah Hardwick, 
while none of my contemporaries even reckonized him as a prospect. “The 
best salesman in the world couldn’t sell that cuckoo a bus,” says one of the 
boys, and I decide to show him that he could. 

Hardwick lived a coupla miles out in the country, and I found him setting on 
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IS PAR'S 
the porch reading the paper and resting off a hearty dinner. I pulled up along- 
side the porch and for a coupla minutes we chewed the rag about this and that. 
Finally, I invite him to take a ride. 

“Ain’t thinkin’ o’ buyin’ a automobile,” says he, and when I tell him I just 
want to give him a little ride while he’s resting, he saws he ain’t got time 
gotta get back to work. 

“You can give me ten minutes of your time, can’t you, Mr. Hardwick?” says 
I, and he allowed if I put it that way, he could. 

Well, when we got to the big hill down near Weston he told me I better get a 
good start or I couldn’t make it. So, in the stead of making a run for it, when 
I got to the start of the hill I stop and light a cigarette, and from a standing 
start the Halfpast Six went over the top at 45 miles. 

Ever hear of this here “physiology of salesmanship?’’ Some day I'll explain it 
to you, but anyhow, I used a little of it on old man Hardwick when we got back 
to his farm. ) 

“Likely looking lad you got there,” says I when I seen his son, “Must be a 
big help to you.” 

I knowed he wasn’t, but I let Hardwick tell me that the lad’s hankering to 
get a job in the city. 

“Must be just about the age of Dan Matthews’ boy,” says I. 

‘‘Ain’t seen Dan’s boy for quite a spell,” says he, “but he must be about as 
old as my John.” 

“Yes,” says I, “I see him once or twice a week when he drives to town to see 
the movies or go sparking around as boys will do. Last time I see Dan he tells 
me the lad is doing most all the work on the farm and he’s thinking of turning 
it over to him. Dan’s got the right idea about letting the boy go to town a 
coupla times a week.” 

“He drive one of them Halfpast Sixes?” Hardwick wants to know. 

“Yes,” says I. “If you had a car, where would you keep it?” 
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“T reckon I’d take the old spring wagon outa that there shed and keep it 
there,” says he. 


Well, I tell the boy to pull the wagon out and I drive the Halfpast Six in. 
“She fits fine,” says I, and a queer look comes over Hardwick’s face. 
“Looks like I had bought a car,” says he. 

“Looks that way,” says I, and half a hour later when one of the boys 
drove out and picked me up I had a coupla hundred in cash in my pocket, 
and a note for the balance. 

“Lucky guy!” says he. And that’s what they said about Lindbergh, but it 
wasn’t no rabbit’s foot that took him to Paris. It was guts! 





N.S. P.A. Summer 
Meeting June 20 


DETROIT, June 7—The National 
Standard Parts Association will hold 
its mid-summer meeting of its mem- 
bership committee and merchandising 
committee at the Hollenback hotel, 
Cleveland, Monday, June 20, followed 
by an all-day meeting of the board of 
directors on June 21. 

The Cleveland meeting is to give the 
executives an opportunity to make a 
survey of the show facilities prepar- 
atory to making final arrangements for 
the N.S.P.A. show which will be held in 
the Cleveland auditorium the week of 
Nov. 14. 

The N.S.P.A has 20 new applications 
for membership to be considered at the 
Cleveland meeting. It now has a mem- 
bership of 120 jobbers and 111 manu- 
facturers. 





Pan-American Delegates 


Are Tendered Farewell 
NEW YORK, June 6—A farewell 
luncheon to the Pan-American Com- 
mercial Congress delegates was given 
last week by the National Automobile 
Chamber of Commerce. John N. Wil- 
lys, chairman of the association’s for- 
eign trade committee, addressed the 
delegates and short talks were given 
by Stephen James, of the Highway Ed- 
ucation Board, and by Frederico Adol- 
phus Pezet, former Peruvian ambassa- 
dor to the United States. 


Overland Names Duffield 


DES MOINES, IOWA, June 4— 
George Duffield, president of the Duf- 
field Motor Co., has announced appoint- 
ment of his company as distributor for 
the Willys-Knight and Whippet car in 
Polk and surrounding counties. A. J. 
Knapp, for many years secretary and 
manager of the lowa Automotive Deal- 
ers Association, will join the Duffield 
firm as wholesale manager. V. W. 
Hinton, sales manager and_ general 
manager for many years, will continue 
in that capacity. 








Three More Take on Falcon 


SEATTLE, June 7—Three new deal- 
ers in western Washington, all of 
whom are handling the Falcon-Knight 
from T. A. Davis & Son, distributor, 
are Nichols Motor Co., Bellingham, 
Wash., headed by E. H. Nichols, 
brother of the president of the Falcon 
Motors Corp.; Diffley Motor Co., 
Everett, Wash., and the Sauve Motor 
Co., Aberdeen, Wash. 





Hall Motor Makes Change 


DENVER, June 6—The Hall Motor 
Co., formerly of 2725 W. Twenty-ninth 
Ave., has moved into new quarters at 
Federal Boulevard and W. Forty- 
fourth. This firm sells Oakland- 
Pontiac cars, and the new quarters will 
afford ample facilities for sales, repair 
and maintenance service. 








16 


Paige Dealers Get 
Graham Intentions 


Purchase Not Mere Move on 


Merger Checkerboard, Fac- 
tory Officials Declare 





CINCINNATI, June 7—Plans out- 
lined at the factory for a vigorous sales 
campaign to follow immediately upon 
the assumption by the Graham brothers 
of active control of the Paige Detroit 
Motor Car Co. were revealed to Paige- 
Jewett dealers, operating under the 
H & T Auto Co., distributor for this 
territory, at a dealer convention here. 
The H & T company covers southern 
Ohio, southeastern Indiana, northwest- 
ern West Virginia and northern Ken- 
tucky. Forty-five dealers participated 
in the convention. 

Following luncheon at the Cincinnati 
Club, Friday, C. B. Gaunt, factory sales 
manager, delivered the message from 
Vice-President Krohn and other factory 
executives, in which the dealers were 
told the new owners selected the Paige- 
Jewett organization as outstanding in 
the possibilities for development into 
leadership in the motor car field. Mr. 
Gaunt declared the Grahams were actu- 
ated solely by their love of the auto- 
mobile business and were determined 
to enter wholeheartedly into the effort 
to place Paige products in the fore- 
front. 

It was made clear that the purchase 
of Paige control was in no sense a 
move on the consolidation or merger 
checkerboard. 

Phil J. Trounstine followed with an 
optimistic review of Paige-Jewett bus- 
iness locally and predicted even greater 
strides under the new management. 


21 American Makes Are 


Entered in Paris Salon 
WASHINGTON, June 7—Twenty- 
one makes of American automobiles 
have been entered in the annual inter- 
national salon of Paris, Oct. 6 to 16, 
the U. S. Department of Commerce 
has been informed. For the inter- 
national truck show, however, only two 
American makes have been entered. 


Trindl Corp. Expands 


CHICAGO, June 7—Announcement 
has been made by the Trindl Co. of Chi- 
cago, manufacturer of piston pins, 
valves, piston pin lock screws, spring 
and tie rod bolts, that the name of the 
firm has recently been changed to the 
Trind! Corp. The corporation now has 
capital stock amounting to $1,250,000. 











Uses Plant for Storage 


NEW YORK, June 8—The Long Is- 
land City plant acquired by Ford Motor 
Co. from Durant Motors, Inc., will be 
used as a warehouse for new Ford 
cars, it was learned here today. Only 
one floor will be required for storage 





Look again. 
is Mrs. Mary C. Alexander. 
much of her time to her other interest in life—her children. 

and daughter, 11, and enjoys herself most at home 
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The lady is a successful Studebaker dealer at Lynchburg, Va. 
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Despite her arduous work, Mrs. Alexander devotes 


She has a son, 13, 





purposes, however, and plans for utili- 
zation of the remainder of the plant 
are unknown. 
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Splitdorf Elects Ross 
NEW YORK, June 7—Donald Ross 


has been elected vice-president in 
charge of finances of the Splitdorf- 
Bethlehem Electrical Co. Mr. Ross is 


widely known among financial men, 
serving as one of the assistants to the 
late H. P. Davison in the conduct of 
the Red Cross during the war. 





Cleveland May Sales Fall 

CLEVELAND, June 6—Final figures 
in the automotive field for May show 
new car sales under sales for last May, 
actual numbers being 4549 sales this 
May against 5338 in 1926. Used cars 
total 13,047 for this May against 
14,427 of May, 1926. 





New Automotive 
Literature 





Motor Car and Coach Painting 

The subject of motor car finishing 
and refinishing is most thoroughly 
dealt with in a new volume entitled 
“Motor Car and Coach Painting for 
Private, Commercial and Mass Out- 
put,” by Charles E. Oliver. 

This is the second edition of this book 
and contains a special chapter on paint- 
ing with nitro-cellulose products. An 
idea of the completeness of this vol- 
ume can be had when it is realized that 
this book goes all the way from the 
preparation of the surface to the actual 
lay-out of plants that turn out as high 
as 150 finished cars a week. Color 
cards and sample sheets of different 
grades of abrasive papers are included. 
Anyone concerned with the finishing 
of new cars, or the refinishing of old 
cars, would do well to give this vol- 
ume close study. 


Manville Nets Profit 
of $4,272,227 in 1926 


NEW YORK, June 6—Consolidated 
net earnings of Johns-Manville, Inc., in 
1926 were $4,272,227 before Federal 
taxes, according to a statement issued 
following the sale of stock to J. P. 
Morgan & Co. This is the first state- 
ment that the company has issued. 

The balance sheet shows current 
assets of $15,708,589 and current lia- 
bilities, $3,271,400. Total assets 
amount to $35,270,616. The property 
account is carried at $16,680,530. 





Ajax Electric Formed 


KALAMAZOO, MICH., June 7—The 
Ajax Electric Co. of Kalamazoo is a 
new concern organized by G. H. Allen 
and H. H. Levene. This company will 
manufacture a line of high-grade elec- 
trical test equipment, including grow]l- 
ers, test stands, coil testers, etc. 

All Ajax equipment has been de- 
signed by G. H. Allen personally, who 
has had a very wide experience in the 
field and was formerly president of the 
Allen Electric Manufacturing Co. of 
Detroit. He is, likewise, president of 
this new company. 

The Ajax Electric Co. will market its 
products exclusively through electrical 
distributors and automotive jobbers. 


Take Over Lambert Tire 


AKRON, June 4—An Ohio corpora- 
tion, headed by George Seiberling, J. 
P. Seiberling and J. W. Coyle, has 
taken over the Lambert Tire & Rubber 
Co., formerly an Arizona corporation. 








Rockvam is Retail Chief 


SIOUX FALLS, S. D., June 6— 


Arnold Rockvam has been appointed 
manager of retail sales for the Sioux 
Falls Motor Co., retailer of Oldsmobile 
". A. Crowley is president. 


cars. 
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A. E. A. Puts Spurs 


to Summer Sales 


Poster in Eight Colors Brings 
Motoring Needs to Notice 


of Public 


CHICAGO, June 9—A large poster in 
eight colors has been prepared by the 
Greater Market Development Depart- 
ment of the Automotive Equipment As- 
sociation for use in promoting sum- 
mer sales of automotive accessories, 
supplies and service. 

Depicting a happy party of motor 
tourists approaching a bathing beach, 
the poster calls attention to the equip- 
ment used on the car to add to its 
utility and increase the enjoyment of 
the passengers. <A legend across the 
top of the picture says: “Drive your 
car on every trip,” and another at the 
bottom reads: “Let us provide the 
things you need.” Across the bottom 
of the poster is this advice: “Before 
you start we'll test your motor and 
brakes and make sure that all equip- 
ment is properly adjusted.” 

On either side of the picture is listed 
the equipment that the motorist should 
have before starting on a _ vacation 


trip. This equipment is listed under 
headings: For Greater Safety; For 
Greater Comfort; For Greater Con- 


venience, and For Emergencies. 

A four-page folder for distribution to 
dealers also has been prepared, giving 
pointers on how the dealer may utilize 
this campaign to increase his sales 
through the vacation season. 

This poster campaign is the first 
definite contribution of the Greater 
Market Development Department to 
the merchandising activities of the 
A. E. A. 
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12,543 Miles of Highway 


Now Under Construction 


WASHINGTON, June 8—Road pro- 
jects totaling 12,543.3 miles, at an es- 
timated cost of $318,806,492.63, of 
which the Federal-aid allottment is 
$134,453,457.85, were under construc- 
tion in the United States on May 1, ac- 
cording to a report issued by the U. S. 
Bureau of Public Roads. 

In addition 2531.7 miles have been 
approved for construction at an esti- 
mated cost of $64,117,127.86, of which 
the share of the Federal Government 
will be $25,443,883.76. This will leave 
a balance of Federal-aid funds availa- 
ble for new projects of $82,882,714.44. 

Nebraska took the lead in the amount 
of road under construction in this re- 
port, with 1167.8 miles. 


Vote on Sunday Closing 

CHICAGO, June 4—A referendum on 
Sunday closing for automobile dealers 
is being conducted by the Chicago Au- 
The deal- 


tomobile Trade Association. 








Count 10 points to a question. 


99> 


the American Family’’’ 
ica? 


winner? 


Legion of Honor? 


pressure important? 


Sharpen the Pencil and 
Scratch the Bald Spot 


Many of our readers found last week’s quiz interesting, but easy. 
The following 10 questions are just as interesting, but easier still— 


for those who know all the answers. 
of your organization, your fellow salesmen, your fellow mechanics. 
Answers next week. 


1. What automobile for many years used the slogan, “The Car of 
2. When and where was the first automobile contest held in Amer- 


How many entries were there and how many cars finished? 
4. Who was the winner and what was the distance and time of the 


5. What automobile manufacturer wanted to attend the first race 
held in America, but could not find anyone to lend him the car- 
fare from Detroit to the scene of the race? 

6. What prominent truck manufacturer is a Chevalier of the French 


7. How can a balloon tire, with 35 lb. air pressure, support the same 
weight as a high pressure tire, with 70 lb. pressure? 

8. Why is the use of oil that is heavier than that recommended by 
the engine or car manufacturer dangerous? 

9. How many diameter sizes of automobile spark plugs are there 
in the United States and what are they? 

10. What is the unit of electrical pressure and why is electrical 





Try them out on the members 





Ransom E. Olds. 


and 80. 
5. General 
and Purpose.’’ 
6. To Charles F. Kettering, 


7. Buick, Chevrolet, Oldsmobile, 


companies manufacturing them. 


thought to be reliable. 





Answers to June 2 Questions* 

1. Oldsmobile and Reo are two automobiles named after the same man, 

The name of the Reo is composed of his initials. 

2. (a)—John S. Gray, at that time president of the German-American Sav- 
ings Bank, Detroit, was the first president of the Ford Motor Company. 
(b)—Edsel Ford is the present president of the company. 

3. John Boyd Dunlop (1840-1921), a Scotch veterinary surgeon, is credited 
with being the inventor of the pneumatic tire. 

4. The Chrysler has model numbers indicating 


Motors Corporation uses the slogan, 


now president of 
Corporation, is credited the invention of the | 
ticable electric starter for automobiles (1911). 
Packard and Stearns are five makes of 
automobiles bearing the names of men no 


8. The standard tread of automobiles is 56 inches, although there are de- 
partures from this norm or standard. 

9. Detroit is said to have become established as headquarters of the auto- 
mobile business in 1906, when production of the curved-dash Oldsmobile 
—then made in Detroit—reached the staggering figure of 6500 cars. 

10. ‘*Motocycle’’ was the word which won a prize of $500 in 1895, in a con- 
test to decide what Americans should call the new horseless vehicle, in 
lieu of the too foreign-sounding ‘‘automobile.’’ 


* These answers are not guaranteed, but are secured from sources | 


miles-per-hour, 50, 60, 70 
‘““A Car for Every Purse 
General Motors Research 


first successful and prac- 


longer connected with the 








ers also are being asked to vote on 
closing week day nights. Many deal- 
ers in various parts of Cook County 
have expressed the desire to close their 
salesrooms on Sunday and certain 
nights of the week. 


Scranton Auburn Agency Formed 


SCRANTON, PA., June 7—The Au- 
burn Motor Co. has ben organized here 
to take over sale and service of the 
Auburn car. W. H. Frisbie, promi- 
nent silk manufacturer, is one of the 
financial backers. Charles Lee has 
been selected as sales manager. 





C. 1. T. Handles Hudson 


NEW YORK, June 4—An agreement 
was signed this week between Hudson 
Motor Car Co. and Commercial Invest- 
ment Trust Corp, for the handling of 
retail time-payment sales. 


Mulvaney in New Quarters 

BILLINGS, MONT., June 7—The 
Overland Mulvaney Co. has taken pos- 
session of its new building on N. First 
Ave. and Twenty-sixth St. The struc- 
ture has a total area of 42,000 sq. ft. 
W. J. Mulvaney is president of the 
concern. 
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Goodyear Frames 
New Capital Plan 


Simplified Structure Will be 
Passed Upon by Stock- 
holders, July 11 


NEW YORK, June 6—New plans for 
simplifying the capital structure of the 
Goodyear Tire & Rubber Co. will be 
offered to stockholders at the annual 
meeting called for July 11 by the board 
of directors. The stockholders will be 
asked to consider and approve the fol- 
lowing: 

The issue of $60,000,000 first mort- 
gage 5 per cent collateral bonds. 

The retirement of the existing three 
8 per cent securities—first mortgage 
bonds, debentures and prior preference 
stock. 

Issuance by the Goodyear company 
of a new class of preferred stock with- 
out par value, authorized amount of 
1,000,000 shares, bearing dividends at 
the rate of $7 annually, redeemable at 
$110, entitled to $110 on the voluntary 
liquidation or dissolution and $100 on 
involuntary liquidation or dissolution, 
and to have a sinking fund of 10 per 
cent of the consolidated net earnings 
after deducting all charges and income 
taxes and purchase fund requirements 
on the $60,000,000 of new bonds and 
dividends on all preferred stock. This 
new preferred will rank ahead of the 
existing preferred and will have one 
vote per share in the event of default. 

The existing preferred stock is to be 
exchanged for the next preferred on the 
basis of one share of the existing pre- 
ferred for 1% shares of new preferred. 
Such opportunity to exchange is con- 
ditional upon the acceptance thereof 
of such percentage of the existing pre- 
ferred stockholders as the board of di- 
rectors shall determine. 








April Retail Business 


Showed Rapid Increase 


WASHINGTON, June 9—The volume 
of retail trade, indicative of general 
business conditions, showed a rapid in- 
crease in April and was_ generally 
higher than in the same month of any 
previous year, according to a report of 
the Federal Reserve Board. 

While the retail business increased, 
department store stocks showed no in- 
crease, the increased business repre- 
senting a larger turnover. Wholesale 
trade as charted from six leading lines, 
continued in volume below March and 
below April, 1926. 





Automobile School Moved 

NEW YORK, June 7—The West 
Side Y. M. C. A. Automobile School, 
which has enrolled more than 30,000 
students since 1903 and which has an 
automobile mechanics’ training school, 
has moved to new and larger quarters 
at 109 W. Sixty-fourth St. from its 








| Plays Santa Claus 
| in Used-Car Sale 


SEATTLE, June 4—Santa 
Claus visited Seattle in May 
through the unique used-car 
sale sponsored by C. H. Wells, 
Inc., Chevrolet dealer, Seattle. 

During this sale, every per- 
son buying a used car valued 
at $125 or over, was given a 
free prize from his choice of 
10 valuable presents ranging 
from a 42-piece dinner set to a 
_ resident state hunting and fish- 
| ing license. A new tire and 
| tube was also given free to 
each purchaser of a used car, | 
regardless of price. | 





























former home at 318 W. Fifty-seventh 
Street. 





Optometrists to Discuss 


Problems of Motor Vision 
WASHINGTON, June 9—One eve- 
ning of the thirtieth annual congress of 
the American Optometric Association, 
which meets here June 20-24, will be 
devoted to problems of motor vision, it 
was announced by Dr. Paul Kimball, 
secretary. 

Appointment of a motor vision direc- 
tor in every state is one of the objects 
of the National Motor Vision Commis- 
sion of the association, according to 
Dr. Edwin W. Silver, of this city, chair- 
man. This director should have power 
to impose an eyesight test on autome- 
bile drivers where such a test is con- 
sidered necessary, Dr. Silver said. 
Such regulations are now in effect in 
New York, New Jersey, Maryland and 
Connecticut. 


Two More Counties in 


lowa Win Their Letters 

DES MOINES, June 4—Two more 
Iowa counties move into the five nu- 
meral class with the 1928 license reg- 
istration and will have letter instead 
of numeral identifications. Jasper has 
been assigned “P” and Lee “R” by W. 
M. Colladay, superintendent of the 
state motor vehicle department. 

The 1928 plates will be white with 
black numerals and the department 
has ordered 660,000 pairs of auto plates 
and 70,000 truck plates, based on reg- 
istration last year of 651,475 autos and 
52,290 trucks. License fees in 1926 
totaled $10,208,674. 


India Tire Nets $141,200 


AKRON, June 9—Tire sales of In- 
dia Tire & Rubber Co. totaled 132,107 
in the first four months of 1927 as com- 
pared with 50,327 in the same period 
in 1926. Tube sales were 131,971 
against 45,098. The sales volume in 
the 1927 period totaled $2,227,352, as 
against $1,340,135 in the same period 
last year. Net profit for the first four 





months was $141,240. 
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Jewels Are Source 
of Marmon Colors 


Bazaars in 300 Cities Will 
Reveal How Precious 
Stones Inspired 


INDIANAPOLIS, June 9—Colors of 
striking beauty are being copied from 
jewels for the finishes of the Series 75 
Marmon automobiles. The natural 
colors of numerous precious stones and 
their rock formations, have been taken 
as the foundation for the new tone 
which will be shown for the first 
time at Marmon Jewel Color Bazaars 
arranged at more than 300 principal 
points throughout the country. These 
new color schemes have been worked 
out by Marmon in collaboration with 
Valentine & Co. Proportions of color 
used on the automobiles closely follow 
those in the jewels and even the strip- 
ings in the stones serve as the basis 
for stfipings on the cars. 

In developing the new series of jewel 
colors, Marmon has laid stress not only 
on the exterior finishes of the cars, but 
on the interiors as well. As an ex- 
ample, in one particular car where Cey- 
lon Blue Spinel is used as a color 
source, the seats are of blue and the 
walls of harmonizing brown as a con- 
trast. Hardware fittings are covered 
with bronze and needlepoint laces. Silk 
window appointments and vanity cases 
covered with tapir-calf complete the 
interior effect. 

Another example of the new jewel 
color harmony to be used on the large 
Marmon cars, is shown in a sedan 
where color sources are certain orna- 
mental stones found in the American 
desert—the crystalite, chessylite and 
malachite. The body tone is malachite 
green, while the fender, upper works 
and running board sides are crystalite 
blue. A waving striping of the blue 
repeats the latter note, while the wheels 
are of the malachite green. Brown 
textiles on the interior offer the neces- 
sary contrast. 


Detroit Group to Handle 


Car Shipments by Water 
DETROIT, June 4—Of great in- 
terest to the automotive industry is the 
announcement made today that A. 
Miller McDougall, well-known Duluth 
shipping magnate, and Mason P. Rum- 
ney, president of the Detroit Railway 
& Harbor Terminal, and their associ- 
ates, will spend $20,000,000 to make 
Detroit a port of all-water traffic. 

The Terminals & Transportation 
Corp. of America is the name of the 
new organization, which will control 
many subsidiaries in other cities along 
the Great Lakes besides putting into 
operation the first all-water route from 
New York to Detroit. The corporation 
plans to handle many automobile ship- 
ments on outbound trips, according to 
the announcement. 
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San Antonio Chevrolet 
Dealers Discuss Service 


SAN ANTONIO, June 4—An enthu- 
siastic series of meetings or service 
conferences was held recently in San 
Antonio when the two San Antonio 
Chevrolet dealers and Chevrolet deal- 
ers from many points in the San An- 
tonio district came together for a five- 
day meeting. 

In conducting the sessions, J. M. 
Marks, parts and service manager 
for Chevrolet, with headquarters in 
Houston, was assisted by C. W. Ford- 
ham, service promotion representative, 
who specialized in modern shop layouts 
for dealers’ service departments; K. K. 
Kepler, service representative to assist 
dealers’ service men in their problems, 
as these meetings fit in with sales pro- 
motion work; L. P. Randall, assistant 
sales manager, and W. E. Cabeen, city 
sales manager for San Antonio and 
Houston. 





Protests License Bill 

CHICAGO, June 4—The Chicago 
Automobile Trade Association is urg- 
ing dealers throughout the state to pro- 
test to the State Senate against the 
passage of a drivers’ license bill, which 
has been reported for passage by the 
Senate Committee on Highway Trans- 
portation. Attention is called to the 
fact that in a recent referendum con- 
ducted by the Illinois Automotive Trade 
Association the dealers of the state 
voted nearly 10 to one against a driv- 
ers’ license law. 


———_—______ 


Segregates Whippet Sales 
MINNEAPOLIS, June 6— Minne- 
apolis Willys-Knight Co., 1201 Harmon 
Pl., Minneapolis, general offices and 


parent store, has taken quarters at 
1124 Hennepin Ave., to be known as 
Minneapolis Whippet Sales Division, 
where Whippet cars will be merchan- 
dised exclusively. S. A. Maze, former- 
ly president of Speed Motor Co., will 
manage Whippet sales. Willys-Knight 
cars will be sold from the main sales 
department as before. 





Excise Taxes for Ten 


Months Drop 44 Millions 


WASHINGTON, June 4—Collection of 
internal revenue taxes on automobiles 
and motorcycles during the month of 
April totaled $6,440,345.27 as com- 
pared with $10,094,915.92 for April, 
1926, the reduction being due to the 
reduction of the tax from 5 to 3 per 
cent, the Internal Revenue Bureau an- 
nounced here this week. 

Total taxes on automobiles and mo- 
torcycles for the first 10 months of the 
present fiscal year totaled $53,361,567, 
as compared with $98,199,079 for the 
same period of the previous fiscal year, 
or a decrease of $44,837,511.83. . 





Form Oakley Chevrolet Co. 
CINCINNATI, June 1—The Oakley 
Chevrolet Co., of Cincinnati, has been 
chartered to handle the Chevrolet line 


of cars in the Oakley addition of the 
city. 


Incorporators are Thomas G. 
Johnstone, Paul K. Moorman, John 
Meyer, M. Krampe and Herman W. 
Santon. 





Mike Opens New Shop 
PORTLAND, ORE., June 4—Mike 
M. DeCicco, Kelly tire dealer of Port- 
land, recently opened his new ‘“Mike’s 
Automotive Shop,” 615 Hood St., Port- 
land. 
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Car Exemption Denied 


in Bankruptcy Ruling 

MILWAUKEE, June 7—An inter- 
esting ruling by Federal Judge F. A. 
Geiger at Milwaukee has been handed 
down in the case of A. P. Hess, of 
Kenosha, Wis., a journeyman plasterer, 
who went into bankruptcy and claimed 
as an exemption his automobile. The 
exemption was denied. 

Hess sought to take advantage of 
the section of the bankruptcy law 
which provides that a bankrupt may 
retain a team of horses or mules, or a 
motor car worth not more than $400, 
if necessary to his business. He 
claimed that his car was necessary for 
taking him from job to job as a plas- 
terer, but the referee thought otherwise 
and his stand is sustained by the Fed- 
eral Court. 


Ohio Boosts Gas Tax 


COLUMBUS, O., June 3—The new 
Sullivan gasoline tax law, passed by the 
Ohio General Assembly, went into effect 
May 25, with but little preliminary no- 
tice to motor car owners. The new law 
increases the tax on all gasoline used 
in motor cars from 2 to 3 cents per gal- 
lon. The tax will be collected from 
wholesalers, and is expected to raise an 
additional $7,000,000 per year for new 
highways. The proceeds from the orig- 
inal 2 cents per gallon tax will be used 
for road maintenance as in the past. 








Two Get Gardner Franchise 
KANSAS CITY, MO., June 4— 
Gardner Motor Sales Co., Gardner 
branch here, announces the O. K. Auto 
Co. has been given the Gardner dealer- 
ship in St. Joseph, and the Carlock 
Motor Co. in Wichita. 
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Says— 


q Ambition, Distraction, Mortification and Derision. | 


These were the four elementary parts of arithmetic as the 
Mock Turtle learned them at school, he told Alice in 


On the evidence of your bookkeeping system today, would 
| the Mock Turtle greet you as one who was taught in the 
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Dealer to Presidency 

AUSTIN, TEX., June 4—J. T. Sim- 
mons, president of the Robinson Motor 
Co., Chrysler distributor, was elected 
president of the Austin Automotive 
Dealers Association at the annual 
meeting. Gene Shropshier was named 
vice-president, and Monroe Bergstrom 
was elected secretary-treasurer. Sev- 
eral new members were elected to the 
association. 

The Austin organization is making 
an effort to standardize used-car prices 
and develop better service to owners. 

Dealers reports made at the meeting 
were that sales for May had shown an 
improvement and the outlook for the 
remainder of the year is bright. 


Open Moon Agency in Portland 

SEATTLE, June 6—The McIntyre & 
Kelty Co. has established a new Moon- 
Diana agency at Portland, Ore. Mr. 
McIntyre is a newcomer to Portland, 
but Mr. Kelty has resided in that city 
for a number of years and is well- 
known in business circles. A full line 
of Moon and Diana cars is carried and 
a complete service shop, with a full 
stock of parts, has been installed. 


Hess on W. A. D. A. Board 


LONGVIEW, WASH., June 4—Fred 
Hess of this city has been named to the 
board of directors of the Washington 
State Automobile Dealers Association. 
He is a Ford dealer and also president 
of the Cowlitz County Automobile 
Dealers Association. 


Grant Tire in New Quarters 


SPRINGFIELD, ILL., June 7—The 
Grant Tire Co., owned by Frank H. 
Grant, has taken a 20-year lease on 
the building at 322-324 S. Fourth St., 
and formally occupied its new quar- 
ters. The Grant company is Goodyear 
distributor in seven adjacent counties. 


Brown Service Organized 
COLUMBUS, OHIO, June 8—The 
Brown Service Tire Co., chartered with 
a capital of $30,000, has been organ- 
ized to occupy a new garage and serw- 


Fourth St., near the business center of 
Columbus. Drive-in service for both 
tires and batteries will be afforded in 
the rear. Another feature of the es- 
tablishment will be an auto laundry 
with the latest equipment. The struc- 
ture will be completed about July 15 
when the newly organized company will 
take charge. 


lowa Star Dealers Meet 


FORT DODGE, IOWA, June 4— 
Dealers, salesmen and employees of the 
Star car in northwestern Iowa to the 
number of 100 gathered at the Fort 
Dodge warehouse of the Durant com- 
pany last week for a sale and service 
conference. The guests were enter- 
tained at a dinner. George Underhill, 
Lansing, head of the division of ser- 
vice; Zach D. Dunlap, Elizabeth, N. J. 
office of Durant Motors, and T. E. Jar- 
rard, Lansing, regional manager, were 
speakers at the meeting, which was 
under direction of the Dunlap-Arnold 
Co., distributor for the Star in this 
territory. 


———— 


Dunn Names Service Men 


SEATTLE, June 6—Dunn Motors, 
Inc., Chandler distributor, announces 
the appointment of three experts in the 
service and maintenance departments. 
They are Ray Davis, service manager; 
Harry Barnum, shop foreman, and 
Hudson Tarte, parts manager. 








Cod for Bay State; 


Green for Michigan 

DETROIT, June 4—While | 
Massachusetts plans to me- | 
morialize the codfish by plac- 
ing a replica of it on auto- 
mobile license plates in 1928, 
the State of Michigan also 
plans a unique honor whereby 
the state will make green the | 
predominating color on next | 
year’s license plates, in honor | 
of Governor Fred W. Green. 














Building for Storage 


LOUISVILLE, KY., June 4—Busi- 
ness property valued at approximately 
$150,000 was represented in a pur- 
chase by the Louisville Automobile 
Dealers Association, it was announced 
by Prince Wells, president of the or- 
ganization. 

The organization plans to use the 
building for the storage of automobiles, 
tires and other automobile merchandise 
and after extensive remodeling, instal- 
lation of larger elevators and other im- 
provements, Mr. Wells’ said. The 
building has an estimated capacity of 
700 automobiles, which, it is believed, 
would adequately take care of the stor- 
age of local dealers during the winter. 





McCall Buys Out Lyman 

SEATTLE, June 8—J. W. McCall, a 
veteran in Pacific Coast tire business 
with General, has purchased the Gen- 
eral tire distributorship of Lyman & 
Co., Seattle. The firm will hence- 
forth be known as the General Tire Co. 
Mr. McCall has been in the tire busi- 
ness in Los Angeles and San Francis- 
co for the past 10 years. 


Walker Directs Darnall Service 


ATLANTA, June 8—L. A. Walker, 
one of the pioneer service managers in 
Atlanta’s automobile row, having been 
identified with the business for nearly 
20 years, has been appointed service 
manager for the Darnall Motor Co., 
Atlanta, Oakland and Pontiac dealers. 


Opened Second Branch 


SPOKANE, June 7—The Marsh- 
Strickle Motor Co., Inland Empire dis- 
tributor of Star cars and Federal 
trucks, has opened a second branch 
here on East Sprague Ave. at Grant 
Street. 





Taylor and McGuire Partners 
PORTLAND, ORE., June 8—D. A. 
McGuire and H. R. Taylor have formed 
the Taylor & McGuire Co., metropolitan 
dealer for Oakland-Pontiae in the pen- 
insula district here. 
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Harry G. Moock 


Because he is doing things not 
only for the wholesalers who 
compose the Automotive Equip- 
ment Association, of which he 
is managing director, but for all 
classes of retailers as well—car 
dealers, service stations, garages, 
accessory stores, filling stations 
selling supplies, and so on 


(GEORGE PETHARD 


Because he has just 
started on the _ longest 
driveaway in history—a 
trip of 5,400 miles from 
the Oldsmobile factory, 
in Lansing, to Bendigo, 
Victoria, Australia, where 
he is the Oldsmobile 
dealer. The trip will 
take four months 
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H. J. KLINGLER 


Because he brilliantly earned his 
new appointment as _ general 
sales manager of Chevrolet dur- 
ing years of association with R. 
H. Grant, vice-president of the 
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F. W. WispoM 


Because he has started out in 
such record-breaking fashion as 
northwestern sales manager for 
Elcar that R. A. Rawson, sales 
manager, has been forced to in- 
crease his estimate of factory 
output for the year, and because 
he apparently made a thorough 
canvass of the territory before 
going on the job 





22 











Motor Age 


















oY 

You cannot be a merchandiser 
unless you use sales promotion. 
To promote means to move for- 
ward something in its course. 
Sales promotion, then, means 
any effort you use in moving 
forward your sales. Merchan- 
dising consists in putting forth 
efforts to move forward your 
sales. Therefore, you cannot be 
a merchandiser unless you use 
sales promotion. 
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everybody knows about—like editing a news- 

paper or running the Government. And, just as 

the professional gentlemen who make their 
livelihood out of those two delicate jobs are more likely 
than their lay brethren to admit their ignorance at 
times, so the veteran practitioner of advertising is less 
cocky than the amateur in asserting what is good and 
what is bad in advertising, what will and what will not 
bring results, how much money should be spent for a 
given purpose in a given time, and so on. 

It is true of advertising, as of philosophy, that the 
more you know about it, the more you know there is 
to know about it. 

What concerns you as a dealer is how you can make 
use of advertising to help you promote the profitable 
sales of your merchandise. In other words, you want 
to know how advertising fits into your sales promo- 
tion plan and what part it plays in that plan. 

First of all, what is advertising? 

There are almost as many definitions as there are 
advertising men. If you would subscribe to some of 
these definitions, you would have to agree that adver- 
tising is the whole thing in manufacturing, wholesaling 
and retailing. Those who make the broadest claim for 
advertising seem to give little or no credit to the manu- 
facturer for building a good product and organizing a 
wide-flung distributing organization, and even less 
than no credit to the distributors and dealers and their 
salesmen for their go-getting activities. It is not de- 
tracting one iota from the well-known tremendous 
power of advertising to state that no matter how well 
or how extensively a product is advertised, it must be 
sold. Our definition, then, should not take in too 
much territory. 

Out of the multitude of definitions, bristling with 
“power” and “force” and “mental processes” and “prac- 
tical applied psychology,” it might not be amiss to pick 
the simple declarative statement of Elbert Hubbard as 
expressing the meaning and function of advertising in 
words that everyone can understand: 

“Advertising is telling who you are, where you are 
and what you have to offer in theeway of commodity 


DVERTISING is another one of those things that 
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or service. The only man who should not advertise is 
the man who has nothing to offer.” 

That definition can be construed to cover the principles 
of the two warring schools of advertising thought, as 
well as the more modern school which combines the 
two, “retaining the best features of each.” 

For there are different philosophies of advertising— 
and the disciples of each are zealous in maintaining 
that their’s is the only true advertising. 

According to one of these schools, advertising is 
printed salesmanship, nothing more and nothing less. It 
is the teaching of this school that each advertisement 
should stand on its own feet as an argument why the 
reader should buy the goods advertised. If it does not, 
of itself, achieve this purpose, it is not a good advertise- 
ment, regardless of its attractiveness, its suggestion or 
its part in a big campaign to influence the public mind. 
The believers in advertising as “salesmanship in print”’ 
scoff at what they term the pretensions of the opposite 
school. 


A Method of Suggestion 


This other group is composed of men who teach that 
advertising is not printed salesmanship, but something 
far beyond that. In their conception, advertising is a 
method of suggestion, whereby the public can be so im- 
pressed with the desirability of a product that it will 
be predisposed in favor of that product, to the exclusion 
of all other products in the same line. Instead of at- 
tempting to make sales, this type of advertising is 
planned to create reputation, or prestige or good-will. 
The primary principle of this school of advertising 
thought may be summed up as follows: What one man 
thinks is an opinion. That opinion multiplied becomes 
public opinion or reputation. There is always a demand 
for the product of good reputaton. So, give your prod- 
uct a good reputation, through your advertising, and 
there will always be a demand for it. 

Now comes the intermediate school, combining the 
teachings of both the others by building reputation 
and making sales at the same time. Much of the au- 
tomotive advertising appearing today may be de- 
scribed as this sort of combination. 

If you will look into the claims of all three kinds of 
advertising, you will see that they are covered by the 
Hubbard dictum: 

“Advertising is telling who you are, where you are 
and what you have to offer in the way of commodity or 
service.” 

For you, as an automobile dealer, regarding advertis- 
ing as the first step in the promotion of your sales, the 
job is started by the factory. The national advertising 
in the general magazines broadcasts to the circulation 
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cast to all and sundry the 
product you handle— 
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points of those magazines the thoughts that the manu- 
facturer wants the public to think about his car. You 
profit from that broadcasting to the extent of the num- 
ber of your prospects who may be included in the cir- 
culation of the magazines in your territory, and who 
may “listen in” to the message of your factory. 

To a greater extent you profit from the national 
broadcasting of the factory when that is done through 
the newspapers circulating in your community. 

The purpose of all this broadcasting may be said 
to tell the public the third of the three things mentioned 
by Elbert Hubbard in his definition of advertising: 
“__What you have to offer in the way of commodity or 
service.” 

In the co-operative plans offered by the automotive 
factories generally nowdays, the purely local newspaper 
campaigns give you an opportunity to tell your public 
the other two facts that should be emphasized in your 
advertising: “—-who you are and where you are.” 


Many dealers find it profitable to supplement the 
factory’s national advertising and the co-operative local 
advertising with personal advertising of their own. 
Without neglecting your share of the co-operative ad- 
vertising, you should give serious thought to the value 
of your own personal advertising in your local news- 
paper. 

Here’s the reason: 

Every buyer knows that there is more involved in the 
purchase of an automobile than the mere writing of a 
check and the delivery of the car. There are really four 
elements: the manufacturer, his integrity and per- 
manence; the car itself; the dealer and his reputation; 
the service. 


Now the manufacturer can take care of the first two 
factors, himself and his product, in the factory-prepared 
advertising. But he can only partly, or not at all, dilate 
on you and your service in his advertising. That is 
part of your job. 


An old-time newspaperman, who had covered Auto- 
mobile Row in his city for years got the name of know- 
ing much more about the various makes of cars than 
he deserved, or professed to deserve. He was often 
asked to recommend a car in a certain price class. His 
reply was invariable. “I don’t know a darn thing about 
machinery,” he would say, “but if you go up and buy a 
car from Tom Brown,’—mentioning a dealer in the 
price class desired—“you won’t go wrong. I don’t know 
cars, but I do know people. I know Tom Brown, and 
if the car he is selling isn’t a good car, Tom wouldn’t be 
selling it. And, what’s more, I’ll bet you get good serv- 
ice from him after you buy it.” 
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In “The A B C of Dealer | 


Sales Promotion” in last week’s 
Motor AGkE, we outlined the 
primary elements of this vitally 
important factor in modern mer- 
chandising. We showed how 
dealers can use it to advantage 
before, during and after the sale. 
Advertising, one of the com- 
ponent parts of sales promotion, 
in its broader sense, is discussed 
in this article. 
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Of course, you can’t buy that kind of advertising, but 
the story serves to bring out the value to you of a good 
reputation for square dealing and efficient service. 

If you do any of this local personal advertising, do 
not claim too much either for yourself or your service. 
Be restrained. Promise a little less than you know you 
can perform. The buyer who has been promised 15 
miles to the gallon and gets 20 is a whole lot better 
booster for your car than the man who is promised the 
top performance of 20 and happens to scale under that 
mileage. The owner who gets his car out of your serv- 
ice station a few hours ahead of time is much more 
pleased than the one who has to wait 15 minutes be- 
yond the promised time. To use a word that is popular 
among the advertising men, you know the “psychology” 
of that. Get a little of it into your advertising. (Psy- 
chology, by the way, is only high-hat for “a knowledge 
of human nature,” which, again, is another way of say- 
ing “common-sense.”’ ) 


Influences Prospects 


All the advertising of your car appearing in your 
territory is in the form of broadcasting to all the people 
in your territory—all those who may not buy your car 
as well as those who may. The advertising must take its 
chance with all the other attractions on the air—news, 
editorials and other advertising. It is too much to ex- 
pect that all your prospects will turn their knobs off 
the sports or stocks or fashions stations to give their 
undivided attention to your advertising message. 

But, rightly timed and rightly worded, this broad- 
casting of your advertising message will prove a great 
aid to you in influencing the minds of your possible 
buyers—many of them unknown to you—so that you 
or your salesmen will find them receptive when you 
finally make contact with them, provided that you talk 
about the same things that the advertising has talked 
about. 

That is the final touch in getting the value of your 
advertising as a sales promotion adjunct. Read the 
advertising of your own car. Study it. And talk to 
your prospects about the things that are discussed in 
the advertising. 
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The —Most Important 


all It Will Draw Money Out of Overdue Accounts, 






W. M. Cunningham, 
Comptroller 





ONES, who owned an authorized service station in 
a town of about 25,000 population, had been on a 
C.0.D. basis for some time. Robinson, auditor 
of the national institution that was the source of 

supply for Jones, did not know Jones, but he did know 

the town where Jones was located. He wondered at the 
condition of the Jones account and thought he would like 
to know the real cause of that condition. 

It happens that Robinson is one of those auditors who 
realize how important it is to keep in close touch with 
the local, individual problems of his company’s service 
stations and distributors. So, ever so often, he makes 
a trip into the field, visits two or three of these con- 
cerns and gets acquainted with the owners and all 
phases of their business. 

The other day he dropped in to see Jones. 
little intimate chat, he switched to business. 

“Mr. Jones, what machinery and tools have you in 
your shop?” asked Robinson. 

The service station owner enumerated at some length 
the various pieces of machinery and tools with which the 
shop was equipped. 

Then the auditor went on, “Now, Mr. Jones, I see you 
know exactly what tools you have in your shop, but have 
you ever stopped to think that perhaps the most im- 
portant tools you have in your business is right in these 
offices? At least, I hope you have it here. What I mean 
is a good bookkeeping system. If you have such a tool, 
I wonder whether you have used it as much and as well 
as you might?” 

Jones promptly assure the auditor that he had a 
bookkeeping system, kept by an old bookkeeper and that 
as he, Jones, did not like figures, he left that end of the 
business pretty largely to the bookkeeper. 

“Well, even though you don’t like figures very much, 
don’t you think it would perhaps be a good idea if we 
went out together and had a talk with the bookkeeper? 
For the satisfaction of both of us, let’s at least glance 
over the books ourselves.” 

Jones agreed that it would be a mighty good idea, so 
they started going over the books with the bookkeeper. 
The auditor found that this service station had a good 
average bookkeeping system—perhagps a little old-fash- 
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Turn Over Inventory, Properly Distribute 
Overhead and Hold Operation Costs and 
Salaries to Figures That Are Com- 


mensurate With Your Business 


By W. M. Cunningham 


ioned, but at least accurate as far as it went. But the 
bookkeeper was considerably behind in many of his post- 
ings and no profit and loss statement had been made for 
along time. As they went along, however, it was very 
evident that here was a concern that had a fairly accur- 
ate record of its business. 

But they did not know what to do with the figures 
after they got them. Apparently, it was just a case 
of there being a bookkeeping system maintained because 
it was “the thing to do.” Neither the owner nor the 
bookkeeper seemed to have made any attempt to analyze 
the figures at hand. 

So this gave Robinson just the opportunity he wanted 
to point out certain fundamental facts about reading 
this accounting picture. 

The records indicated that this concern had been do- 
ing a fairly good volume of business, though the net 
profit for the preceding year was exceedingly small. The 
owner called attention to this large volume with con- 
siderable pride. The auditor agreed that it was a very 
good volume but pointed out that it was not so much the 
volume of business done as the amount of profit made 
that counted. He stressed the point that the all-import- 
ant thing in any business is to determine how much 
profit is being made on the amount of money invested 
in the business. In order to drive home this point in 
such a way that not only the bookkeeper but also the 
owner would be impressed, the auditor cited the follow- 
ing example to illustrate what he meant by turn-over of 
investment. 

“Now the figures I am going to show you” said Rob- 


inson, “are not 
assumptions but 
actual results 


taken from the 
records of three 
different concerns 
which we will call 
i ne eo 
He then set down 
for each of these 
concerns the 
amount invested 
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keeping System — 
TOOL m Your Business 


in the business, sales, ratio of sales to investment (in- 
vestment turnover), per cent net profit on sales and 
the per cent return on investment. 


Per Cent 


Amount Ratio of Per Cent 
Invested Sales to Net Profit Return on 
in Business Sales Investment on Sales Investment 
(A) $30,000 $114,000 3.8 5% 19% 
(B) 40,000 100,000 2.5 6% 15% 
(C) 45,000 56,250 1.25 8% 10% 


Both the owner and the bookkeeper said that these 
figures certainly brought out clearly and forcibly the 
auditor’s point as to return on investment being the 
true measure of the financial success of a business, as 
compared with using net profit on sales as the basis of 
measurement. 

They then proceeded to analyze this particular service 
station’s business to see how much profit had been made 
for the current year to date. The figures when tabu- 
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HE author of this highly instructive article, 

HW”. M. Cunningham, is comptroller of United 
Motors Service and as such is an authority in the 
treatment of accounting as applied to the automo- 
tive business. It is a frank but constructive criticism 
of a well-known business shortcoming. 
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lated by the auditor showed the return on the amount 
invested to be about 8 per cent. 

“Mr. Jones,” said the auditor, “it seems to me that on 
the business you have here, it ought to be possible to 
make at least 15 per cent on your investment, instead of 
only 8 per cent which your records now show. Now 
suppose we look over your records of Accounts Receiva- 
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ble.’ An examination of these accounts showed the 
following: 
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“Right here, Mr. Jones, is where some of your trouble 
lies,” said the auditor. “Your records show that 35 per 
cent of your accounts with your customers are past due. 
This means that you are acting as the banker for your 
customers to the extent of about $3,000 at the present 
time.” 

“Well,” said Mr. Jones, “some of my customers are 
a little slow in paying their bills, but I know most of 
them personally and I feel sure these accounts are all 
good.” 


Costly Friendship 


“Granted that they are all good, Mr. Jones, that is 
not the point,” said the auditor. “No business, either 
large or small, can afford to carry the percentage of 
past due accounts that your records show. If you had 
on hand right now, the larger part of this $3,000 past 
due accounts it would not be necessary for you to be on 
a C.O.D. basis with us.” 

“What is the minimum percentage of past due ac- 
counts that I can safely carry on my books?” asked Mr. 
Jones. 

“Not over 5 per cent,” replied the auditor. 

The next item taken up was an examination of the 
inventory accounts. The auditor pointed out to Jones 
that his inventory turnover was only about one and a 
half.times per year. 

“In certain kinds of business this result might be 
considered good,” he said, “but not for the business you 
are engaged in, Mr. Jones.” 

“What should my inventory turn-over be?” asked 
Jones. 

“Well,” replied the auditor, “I know of many service 
stations whose inventory turn-over is from three to 
four times per year, and on practically the same lines 
and volume of business as yours. It would take a great 
deal to convince me, Mr. Jones, that your problem in 
handling your inventory is any different than that of 
the other concerns I have just mentioned.” 


Distribution of Expenses 


In going into the records further, it was very evident 
that there were many weaknesses in the bookkeeping 
methods of the concern. In trying to analyze the shop 
and garage end of the business, neither the owner nor 
the bookkeeper could say definitely whether or not that 
particular part of the business was on a profitable basis. 
The records did show for the business as a whole the 
total amount of sales and costs, and such items of ex- 
pense as salaries, rent, light, heat, taxes, depreciation, 
etc. However, the distribution of expense to the vari- 
ous departments of the business was very vague in the 
minds of both the bookkeeper and the owner. No at- 
tempt had been made to provide for such a distribution 
on the books. 

Robinson then and there set about to help the book- 
keeper make a distribution of expense by departments. 
When this was done, even though some of the items 
had to be distributed on an estimated basis due to lack 
of sufficient detailed information, it was possible to pre- 
pare a fairly intelligent analysis of the shop and garage 
operations and of the other departments as well. 

The analysis showed that this concern was losing 
money in its shop. The principal reason for the loss 
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was that while the owner was paying his mechanics a 
fixed wage per week and charging his customers a fixed 
labor rate per hour, there was only enough work to keep 
the men busy about 80 per cent of the time. This left 
20 per cent of the time for which the owner was paying 
his mechanics but receiving no return from his cus- 
tomers. 

Even with this abnormal amount of “idle time’ bur- 
den which the shop was compelled to absorb, there still 
remained a small margin of gross profit. Because of 
this fact, the owner had led himself to believe that while 
his shop was not doing as well as it might, it was not 
showing a loss. The matter of such expense items, as 
rent, light, heat, supplies, etc., including also a part of 
the salary of the owner and the bookkeeper, applying to 
the shop and being a definite factor to be considered 
in determining net profit, had just not occurred to the 
owner nor to the bookkeeper. They had never figured 
it that way. 

The auditor then made several suggestions to the 
owner as to what could be done to put his shop on a net 
profit basis. 

“Of course,” he said, “I don’t pretend to be able to 
give the answers to all your business problems. But I 
think you’ll agree that once you are able to put- your 
finger on the trouble by means of an analysis such as 
we have been making here, you will be better able to 
work out a solution for your various problems than if 
you didn’t know they existed nor where they existed.” 

The owner agreed promptly, and asked the auditor to 
continue his analysis. 


Proper Expense Ratio to Sales 


The total expense for the entire business was found 
to be 28 per cent of total sales. 

“Well,” said Robinson, “I can tell you right now that 
this is from 3 to 6 per cent too high. Your total ex- 
pense should not be over 25 per cent of sales, and I know 
of many concerns doing about the same volume of busi- 
ness aS yours with an overhead as low as 20 per cent. 
The amount you are paying for rent for instance, is too 
high by at least $100 per month, based upon the average 
rent paid by others on a similar volume of business. 

“Here is another item, Mr. Jones, which I dislike in 
a way to refer to, but I take it for granted that you 
want all the facts in the situation. One of the large 
items of expense in a business of this kind is salaries. 
If the total of this item is out of proportion to what it 
reasonably should be, then the business is compelled to 
carry an undue burden. This is reflected in the per- 
centage of expense to sales that we have just been talk- 
ing about. I mention this because your personal sal- 
ary, as shown here, is just about $100 per month above 
the amount which your business can logically carry. 

“What I mean is this: If you owned this business 
purely as an investment and employed a manager to 
run it for you, you could not afford to pay your manager 
the amount of salary you are now paying to yourself. 
The reason you couldn’t, Mr. Jones, is that the business 
could not carry it. In other words, each item of busi- 
ness expense must be regulated and controlled accord- 
ing to the same simple rules that one must follow in 
regulating each item of his personal expense, if his total 
personal expense is to be kept in proper relation to his 
income. 

“For example, your personal income might warrant an 
outlay of $75 for a suit of clothes, and then again it 
might not be large enough to allow you to spend more 
than $40 for this item. You might be in a position to 
pay a rental of $100 per month for the house you live in 

(Turn to page 37, please) 
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Making Tre Used Car Brokerage 





Hartford headquarters of Shechtman Motor Car Co. 


SK any motor car dealer today what is his 
A greatest problem and he will say “used cars.” 
That trade-in cars constitute the major prob- 
lem with the new car marchandisers is no 
secret. Every dealer visualizes the time when all 
sales will be clean sales, when there will be no used 
cars to take in trade and carry for months against 
a slow market, tying up profit which sooner or later 
will be sacrificed to move the stuff. 


There is known danger in heavy used car inven- 
tories. Conversion of the inventory into ready cash 
is the big problem. The clean slate is desirable. To 
do this, cooperative clearing houses and selling are 
being tried. 


Another remedy is the used car broker who will 
take cars, good and bad, from the dealer, give him a 
fair price and thus eliminate the used car inventory 
with its attendant worries and evils. The dealer who 
cooperates with the reliable used-car broker will come 
out ahead of the game. 
given car it will be a much smaller loss than he would 
Sustain if he held the car. It is not the simplest 
thing to sell a car “as is” to a prospect. What he 
wants on his investment is transportation of the un- 
interrupted variety. Therefore, in order to assure 
this transportation in a trade-in car the dealer must 
recondition, which means a mechanical overhaul, per- 
haps a new fender or two, a new top, paint, seat 
cushions and what not. 

The reconditioning means the dealer must invest 
more capital to move the cars he has taken in. It is 
obvious that the reconditioned car is going to sell 


If he does take a loss on a 


Bread & Butter 
Proposition 


and Furnishing ‘Dealer 


I. Outlet for Any Number of (ars 
2. Fair -Allowance 
3. Quick Turnover 


4. ‘Ready (Cash 


By William T. Johnson 
better than the one that has received no attention. 
On the other hand if he turns his used cars as he gets 
them in trade over to the used-car broker he is spared 
the cost of reconditioning and his entire transaction 
is to all intents a cash one, or nearly so. Now then as 
to proof of the broker system. 


The Shechtman Motor Car Co., Hartford, Conn., 
is a clearing house for various dealers throughout 
the state and relieves them of the so-called used-car 
problem. 


This firm was founded 15 years ago by the late 
Louis S. Shechtman, to handle new trucks, but after 
two years decided to specialize in used cars. The 
founder had vision. 


When it was decided to embark in the used-car 
field it was reasoned that there would be plenty of 
cars available from dealers throughout the terri- 
tory, which proved to be the case. From year to 
year the prestige of the firm increased and today it is 
well known all over the state as a dealer in the best 
traded-in cars. 


The Shechtman plan does the following for the 
new car dealer: 


Makes a fair allowance on cars. 
Provides for quick turnover for dealer and ready 
cash. 
Eliminates used-car reconditioning and sales ex- 
pense. 
Reduces used-car inventory to a minimum. 
Provides dealer with an outlet at all times for 
any number of cars. 
Affords dealer an unbiased appraisal of used 
cars before sale of new cars. 
Reduces losses to a minimum. 
The dealer can depend upon a fair allowance and 
a square deal; the firm has that reputation and is 
guarding it zealously. He has outlet for any number 


(Turn to page 32, please) 
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Proper equipment enables the mechanic 
above to do a brake relining job the right 
way. The wrong way is shown in the 
oval 


USINESS of today is so competitive that all an- 
gles of shop operation must be closely watched if 
profit is to be made—and kept. Probably one 
of the most vital matters is a price for repair 

labor that is fair to customer and mechanic. 

Too high a price will drive trade away, while too low 
a price will not leave a fair wage for the mechanic and 
profit for his employer. 

By breaking away from the old idea of selling “so 
many hours at so much an hour” a long step is taken 
in the right direction. Sell results and charge for what 
is accomplished. 

We can not ignore competition. In fact we do not 
want to, for it is competition that makes us progress. 

If other shops in town are selling repair work by the 
hour a big advantage can be gained by selling your 
service on the flat rate basis. If others in your town 
are on the fiat rate basis your next move is better work 
in less time, and here equipment js the answer. 
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FLAT RATE 
Lhe Friends 


They are the Siamese Twins of Auto- 
mobile Service Work. Together They 
Effect Fast, Certain and Satisfac- 
tory Work, and Friendly Bonds 


By C. Edward Packer 


By speeding up results, costs are reduced and with 
that condition the selling price can be reduced. Such 
price revision is not “price cutting” in the commonly 
accepted sense of the word. It is merely sound business 
—pricing your product, service on known costs. 
Whether one is to overhaul a front system, rear axle, 

clutch, transmission,  reline 

_brakes, grind valves or fit pis- 
tons, special equipment will 

produce a better job in less 

time than without the 


equipment. 
Any of the operations 
listed requires’ special 


tools for best results. At 
the same time most of 
these operations can be 
done with practically no 
special equipment if time 
is no object and inferior 
results are acceptable. 
Let us consider a brake 
reline job. It is possible 
to jack up the car with 
the customer’s jack, place 
bricks or blocks under it, 
hammer on the axle shafts to 
remove the wheels, lay the 
bands on the floor and chisel off 
the rivets, then apply the lining 
in a similar way, bending the band out of shape, install 
them on the car, and finally test the adjustment by 
skidding the tread off of your customer’s tires. Such 
work is generally charged for by the hour for no one 
can guess how long the job will take. 

Laugh at this crude procedure if you will. 
no joke. Some shops are doing this today. But those 
shops are hardly making wages. As time passes cus- 
tomers are lost and it will not be long until such atroci- 
ties will only remain in memory. 

How much better it is to be able to quote the priee 
when a man drives in. Also it is a big thing for the 
mechanic to know that he will receive a certain share 
of the receipts. He is then anxious to turn out a good 
job in rapid time. 

With proper equipment the results are fast and sure. 
A hoist raises the car quickly and safely. Wheel pullers 
remove the wheels quickly and without damage. The 


But it is 


old lining is removed from the band with speed and pre- 
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and Shop Kquipment 
of Mechanic ad Customer 


cision. There is no damage to the band. This is as- 
sured by the use of a relining machine that cuts off the 
old rivets or punches them out, and then installs the 
new lining. The new rivets are put in through drilled 
or punched holes or are pressed through the lining. 
Whatever way is used, controlled pressure insures the 
rivet being properly clinched and countersunk without 
distorting the band. 

Such bands are easy to adjust. With the aid of one 
of the newly perfected brake adjustment testers that 
are now on the market each wheel is given the correct 
adjustment. 

The first example is not overdone—neither is the sec- 
ond. Each shows a way that different shops handle 
work. The example could be applied with equal exact- 
ness to practically any service operation. Take the 
simple matter of hoisting a car—an operation done reg- 
ularly wherever service is handled. Some still rely on 
the old, troublesome method of using a jack to lift the 
ear, and bricks or blocks to hold it. 

How much better it is to have one of the safe meth- 
ods. A chain hoist, for example, costs little and is most 
useful. If mounted on a track it can be used not only 
for lifting but for transporting heavy objects about the 
shop. In the smaller service station it is sometimes 
detached and taken out on the road when a service call 
is received. Other uses for it are found in certain kinds 
of frame and axle straightening jobs. 

Another operation that is growing in importance is 
car washing. Many places are still getting along as best 
they can with the slop method of washigg—the sponge 
and pail way. 

The car of today is a thing of beauty and can be 
kept that way only by the use of proper cleaning facili- 
ties. Improper methods dull a varnished surface and 
grind off a lacquered one. The gentle mist or spray 
from a modern car washing installation loosens the 
dirt without damage to the surface. 

But care of the surface is not all. The modern car 
in addition to having a beautiful surface has a rather 
complicated mechanism underneath. With the old rear 

(Turn to page 43, please) 







Accuracy is certain 
with a brake ad- 
justment tester 
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WHICH IS YOUR WAY? 


The right and the wrong way to wash the modern car 


Without the proper tool there is danger in removing 
wheels as shown in the right-hand picture 


The right and the wrong way to raise a car to work 
under it 











28 











Proper equipment enables the mechanic 
above to do a brake relining job the right 
way. The wrong way is shown in the 
oval 


USINESS of today is so competitive that all an- 
gles of shop operation must be closely watched if 
profit is to be made—and kept. Probably one 
of the most vital matters is a price for repair 

labor that is fair to customer and mechanic. 

Too high a price will drive trade away, while too low 
a price will not leave a fair wage for the mechanic and 
profit for his employer. 

By breaking away from the old idea of selling “so 
many hours at so much an hour” a long step is taken 
in the right direction. Sell results and charge for what 
is accomplished. 

We can not ignore competition. In fact we do not 
want to, for it is competition that makes us progress. 

If other shops in town are selling repair work by the 
hour a big advantage can be gained by selling your 
service on the flat rate basis. If others in your town 
are on the flat rate basis your next move is better work 
in less time, and here equipment js the answer. 
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ELAT RATE 
The Friends 


They are the Siamese Twins of Auto- 
mobile Service Work. Together They 
Effect Fast, Certain and Satis fac- 
tory Work, and Friendly Bonds 


By C. Edward Packer 


By speeding up results, costs are reduced and with 
that condition the selling price can be reduced. Such 
price revision is not “price cutting” in the commonly 
accepted sense of the word. It is merely sound business 
—pricing your product, service on known costs. 
Whether one is to overhaul a front system, rear axle, 

clutch, transmission, reline 
brakes, grind valves or fit pis- 
tons, special equipment will 
produce a better job in less 
t. time than without the 


equipment. 
Any of the operations 
listed requires’ special 


tools for best results. At 
the same time most of 
these operations can be 
done with practically no 
special equipment if time 
is no object and inferior 
results are acceptable. 
Let us consider a brake 
reline job. It is possible 
to jack up the car with 
the customer’s jack, place 
bricks or blocks under it, 
hammer on the axle shafts to 
remove the wheels, lay the 
bands on the fioor and chisel off 
the rivets, then apply the lining 
in a similar way, bending the band out of shape, install 
them on the car, and finally test the adjustment by 
skidding the tread off of your customer’s tires. Such 
work is generally charged for by the hour for no one 
can guess how long the job will take. 

Laugh at this crude procedure if you will. 
no joke. Some shops are doing this today. But those 
shops are hardly making wages. As time passes cus- 
tomers are lost and it will not be long until such atroci- 
ties will only remain in memory. 

How much better it is to be able to quote the priee 
when a man drives in. Also it is a big thing for the 
mechanic to know that he will receive a certain share 
of the receipts. He is then anxious to turn out a good 
job in rapid time. 

With proper equipment the results are fast and sure. 
A hoist raises the car quickly and safely. Wheel pullers 
remove the wheels quickly and without damage. The 


But it is 


old lining is removed from the band with speed and pre- 








Ve “NM 


os 


: 
oe, 


=~ @m OO OO ™ ct 


June 9, 1927 


md Shop Equipment 


of Mechanic and Customer 


cision. There is no damage to the band. This is as- 
sured by the use of a relining machine that cuts off the 
old rivets or punches them out, and then installs the 
new lining. The new rivets are put in through drilled 
or punched holes or are pressed through the lining. 
Whatever way is used, controlled pressure insures the 
rivet being properly clinched and countersunk without 
distorting the band. 

Such bands are easy to adjust. With the aid of one 
of the newly perfected brake adjustment testers that 
are now on the market each wheel is given the correct 
adjustment. 

The first example is not overdone—neither is the sec- 
ond. Each shows a way that different shops handle 
work. The example could be applied with equal exact- 
ness to practically any service operation. Take the 
simple matter of hoisting a car—an operation done reg- 
ularly wherever service is handled. Some still rely on 
the old, troublesome method of using a jack to lift the 
car, and bricks or blocks to hold it. 

How much better it is to have one of the safe meth- 
ods. A chain hoist, for example, costs little and is most 
useful. If mounted on a track it can be used not only 
for lifting but for transporting heavy objects about the 
shop. In the smaller service station it is sometimes 
detached and taken out on the road when a service call 
is received. Other uses for it are found in certain kinds 
of frame and axle straightening jobs. 

Another operation that is growing in importance is 
car washing. Many places are still getting along as best 
they can with the slop method of washigg—the sponge 
and pail way. 

The car of today is a thing of beauty and can be 
kept that way only by the use of proper cleaning facili- 
ties. Improper methods dull a varnished surface and 
grind off a lacquered one. The gentle mist or spray 
from a modern car washing installation loosens the 
dirt without damage to the surface. 

But care of the surface is not all. The modern car 
in addition to having a beautiful surface has a rather 
complicated mechanism underneath. With the old rear 

(Turn to page 43, please) 







Accuracy is certain 
with a brake ad- 
justment tester 
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The right and the wrong way to wash the modern car 








Without the proper tool there is danger in removing 
wheels as shown in the right-hand picture 


The right and the 





wrong way to raise a car to work 
under it 
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utting the Windsor Plan 


The Father of the Idea Goes into Particulars With Regard to 
Procedure That Should Be Following in Instituting This 
Effective Method of Merchandising Used Cars 


By Lewis 


HE Border Cities Automobile Dealers Associa- 

tion of Windsor, Ontario, has received so many 
requests for information about the operation 

of the Windsor Plan of merchandising used 

cars by educating the public through price publicity in 
local newspapers, that G. Tate Easton, president of the 
association and originator of the idea, outlines for 
Motor AGE readers what he believes to be the best 
methods for dealer associations to pursue in adopting it. 
Adopted by the dealers along the Canadian Border, 
opposite Detroit, two years ago, the plan has become one 
of the most discussed car merchandising ideas of the 
day, and already has been adopted by practically all the 
leading cities of Canada, besides being given a trial in 
a number of large cities in the United States and in 
London, England. The plan was announced some time 
ago in MOTOR AGE, and since that time Mr. Easton re- 
ports he has received requests from more than 100 
American cities for information especially along the 
line of what initial steps should be taken in adopting it. 
Briefly, the plan consists of running advertisements 
at regular intervals in local newspapers under the cap- 
tion “Used Car Buyers Guide,” wherein are 
quoted the used car prices of various makes of 
automobiles. The prices cover all models manu- 
factured over a period of six or 
seven years and are tabulated by 
years and definitely identified by 
serial num- 
bers which 
are also pub- 
lished. The 
idea ofthe 
plan is to 
stabilize more 
or less. the 
price of used 
cars by giv- 
ing the gen- 
eral public an 
idea of what used ma- 
chines are actually 
worth, just the same 
as stock, grain and bond 
prices are quoted. This, 
it is claimed, works a 
two-fold benefit, both from 
the standpoint of educating 
the prospective used car 
purchaser with values, and 
giving the person who has a 


used car to trade an approxi- \ ih 
mate idea of what his vehicle \ 
is worth. 


C. Dibble 


“The first and most important requisite in adopting 
the plan is a strong dealer association organization,”’ 
according to Mr. Easton, “and the second most import- 
ant point is for such an association to raise sufficient 
money to defray the cost of advertising over a period 
sufficiently long to give the plan a substantial trial. In 
my opinion it would not be advisable for dealers in any 
town where they have no association to consider trying 
the idea. If there are dealers in cities where no associa- 
tion exists who want to adopt the plan, they should first 
of all organize, and I would suggest that they no encum- 

er their association with a great number of rules and 
regulations. The simpler the better. Make it more of a 
social organization like our service clubs, where dealers 
can meet at luncheon oc- 
casionally to discuss 
their common problems. 
Once they have done this 
and become 
acquainted, 
they are 
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A sample of the advertisements 
that, are published periodically 
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ready to try the plan. 
“The Windsor Used Car Plan, it is well to 
emphasize, has absolutely no rules or regula- 
tions of any kind. The aim of the plan is to make it 
automatic, which is quite easy, and let me say that once 
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G. Tate Easton, father of the Windsor Plan 
the dealer association has decided to go ahead it must 
decide on a definite advertising schedule to run at least 
six or eight months. The advertisements should not 
appear less than twice a month and preferably during 
the first few months the advertisement should run every 
week to bring it to the public’s attention. 

“With the schedule formed it should be submitted to 
the newspaper or newspapers, as the case may be, to 
determine the total cost. This should be divided equally 
among the dealers and assessments made immediately. 
It has been our observation that in the few instances 
where the plan has not worked out well in other cities 
the fault lies in the fact that the dealers did not do a 
thorough job of laying out the advertising campaign 
before they started and then failed to raise the money 
necessary to carry on over the periods mentioned. 

“The only thing the dealer agrees to do is to furnish 
the data for the advertisement for the particular line 
of cars he handles. The newspaper is instructed to 
carry on as per schedule, allowing the dealer only to 
change the price as he sees fit. In Windsor we made 
arrangements with the newspapers to have one of its 
advertising men telephone each dealer in advance of 
each insertion and ask the dealer if he desires to change 
the prices of any of his cars. This, in my opinion, is a 
very satisfactory arrangement and should be encour- 
aged, if possible, wherever the plan is adopted. We 
originally thought of asking the Chamber of Commerce 
or some auditing firm to compile the material each time, 
but I believe the arrangement we made to have the 
newspaper take care of this detail is the most satis- 
factory of all. 


ol 


Operation — 








What Does it Cost? 
URING the first year the Windsor 
dealers financed their Windsor Plan 
advertisements with the proceeds of the 
annual automobile show. This, the second 


year they are using show proceeds plus 


funds raised by assessing each association 
member $100. 











“The dealers may find at first that some prices are 
not just right. In some cases they will be too high, in 
others, low. When the advertisement has appeared 
three or four times dealers will have had time to ad- 
just them properly. New dealers using this plan must 
remember that if used-car base prices are too high, 
they will load themselves up with used cars. If they 
are too low they will slow-up new car sales. There- 
fore the used-car base prices must be honest values for 
they are actually determined by the basic law of supply 
and demand. 

“We have found it an excellent practice for our deal- 
ers to use an appraisal sheet, and, from what I have 
learned from other cities where the plan is being used, 
use of appraisal sheets is working with equal satisfac- 
tion. In appraising a car, examine it thoroughly, and 
enter on the appraisal sheet the costs for the various 
items which are necessary to properly recondition the 
automobile and it is also well to include a handling 
charge covering the sales expense and advertising. Ifa 
dealer will follow this practice rather closely he will be 
surprised to note how he cuts the losses he ordinarily 
takes in used cars. Dealers, incidentally, would do well 
to keep in mind that they do not have trouble in selling 
their new cars, but they do their used ones. No dealer 
ever went broke on his new-car sales, but the used car 
element is practically always the dominating factor in 
failures. 


Newspapers Cooperate 

“When we first started the plan in Windsor we used 
nearly a full-page advertisement and the newspaper 
also cooperated by running news stories calling the 
public’s attention to the plan. Today we are using ad- 
vertisements six columns wide by 12 inches deep. They 
appear twice a month and during the spring season we 
increased the schedule to once a week. The newspaper 


‘also prints proof sheets and distributes them generously 


among the dealers who give them to salesmen and also 
display them in conspicuous places in the salesrooms. 
The Windsor association is now having a number of 
frames made and three will be distributed to each dealer 
for use in his salesroom and on the used-car lot, to dis- 
play the latest advertisement appearing in the news- 
paper. This will be a further aid to the public to keep 
posted on the latest used-car quotations. 

“During the first year the Windsor dealers financed 
their advertisements with the proceeds from the annual 
automobile show. The second year we are using the 

(Turn to page 41, please) 
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Making the Used Car Brokerage a 
| Bread and Butter Proposition 


(Continued from page 27) 


of cars and he can unload the poor ones with the good 
ones. Furthermore he can do this at any season of 
the year, which is important, especially during the 
slow periods. If he takes a small loss on one car 
and turns over several the loss spread over the whole 
assortment is small, not only that but if the car was 
to be held pending a reactive high-priced market 
there is always the likelihood of a price drop in the 
new-car field. 

That he gets rid of the cars without spending any- 
thing for reconditioning is a big item. Having sold 
the cars he has no further sales expense, which 
would not be the case if the cars were held in stock. 
And every month added to the age of a used car 
makes it that much harder to sell, as a general thing. 

The proof of the pudding is that many dealers 
throughout the Shechtman territory do not bother 
to sell used cars. If they have something they want 
to get rid of the organization is as near as the tele- 
phone. One member of the firm is on the road all the 
time in quest of new car dealers’ output of used stock 
and he is always welcome. 

Practically all cars taken in come from new car 
dealers. Some of these dealers are remote from Hart- 
ford. The firm has built up a clientele and the fact 
that it will take the poor cars along with the good 
ones regardless of the season means the firm gets the 
best the dealers have to offer. 


A Particular Boon 


Here is one peculiar slant on the proposition. 
There is one dealer-customer of the firm who stresses 
the fact no used cars of the make he handles are to 
be had in the town in which he does business. This 
simple argument carries some weight, for the dealer 
is within the bounds of veracity when he makes that 
assertion. Shechtman gets those cars. Of course 
they are out of the field. 

Some dealers do not try to sell used cars because 
they are doing business close to large cities of the 
state and it is the custom of the people in those com- 
munities to go to the larger cities in quest of used 
cars. Now then, here is the meat of the cocoanut. 
These dealers are forced by existing conditions to 
trade, but their outlet is very limited. Shechtman 
helps make a different story. 

When the Hartford used-car broker takes in a car 
some member of the firm drives it. He inspects the 
car thoroughly and notes the condition and what 
should be done. Then the service manager takes the 
same car and puts it through the paces. The two 
compare notes. The car is then reconditioned in the 
brokerage shop and when the work is done another 
test is made. This is double-checked. Assured that 
the car is O. K. mechanically, the tires, body and sheet 
metal parts get attention. If the sheet metal> parts 
are to be repaired the car is turned over to some of 
the local sheet metal workers. Then it is painted. 
The firm that does the painting has painted over 
2000 cars for the broker in the past few years, in fact 
these jobs keep it busy. When the car comes back 
it is priced and placed in the showroom. When sold 
it is backed by a written guarantee. Over 500 cars 


were sold last year. The business has increased from 
year to year. The firm asserts profit, not volume, 
is the idea in mind. 

Experience has shown that price cuts on new cars 
do not seriously affect the reconditioned used cars. 
The poorer class of cars is generally sold “as is” to 
repairmen, shop mechanics and others who derive 
pleasure from making an old bus perform. 

On the showroom floor are the latest models, not 
over two or three years old. The salesroom is on the 
main floor, the service department in the basement 
with a spacious outside entrance, the two upper floors 
being used for car storage. 

It is significant that a change in location from a 
garage at the south end brought a different and better 
class of trade. Some of the best people of the town 
are regular customers. There are’cases where owners 
buy a car, run it a year and come back for another, 
turning in the old one. 

Many sales are made for cash, but the firm does 
not frown on a time deal. Forty per cent down-pay- 
ment is required and the balance in 10 months. Many 
deals have been turned down because the buyer could 
not or would not pay down 40 per cent. 

The firm carries its own paper and does not discount 
it at the bank. There are no finance charges, no red 
tape. Repossessions are nil. There are no legal com- 
plications. It has happened that buyers could not 
continue their payments and have voluntarily ten- 
dered the cars to settle the account. These are few. 

Three brothers and a sister carry on the business 
established by the father. Harry H. Shechtman is 
the road man, a shrewd buyer but a fair one, and a 
keen appraiser. His services are frequently sought 
by insurance companies. Frequently a dealer will 
ask his appraisal for the benefit of a prospect. 

A. A. Shechtman is manager of the Hartford branch 
and his brother, George J., manages the New Haven 
branch which opened four years ago and has con- 
tinued along nicely through the years. The suecess 
in Hartford is apparently being repeated in New 
Haven. 

As A. A. Shechtman expresses it, “Used cars are 
our bread and butter.” 





N.S. P. A. Standardized Catalog 


The first section of the National Standard Parts 
Association standardized catalog and reference tables 
is off press and approximately 25,000 copies have been 
purchased by the Buckeye Brass & Mfg. Co., Cleve- 
land. Their new catalog comprises about 72 pages of 
the most advanced bearing information. 

Features of the catalog as issued by the Buckeye 
company'‘include (1) the interchangeability of parts, 
with standardized stock numbers and a code word for 
each listed part; (2) economy in production and print- 
ing costs, and (3) simplification of the alphabetical 
and dimensional table making it considerably easier 
for the jobber to secure desired information. The uni- 


formity in parts numbers gives a common basis for 

referring to parts, that will save both time and effort. 
Other members of the N.S. P. A. have plans for 

publishing sections of the standardized catalog. 
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Why Not Add Nail 


Carriers to Your 
Sales Force? 


Nash-Levy of Kansas City Did 
With 5S Varieties of Sales Letters 
to Aid Salesmen and Attributes 
Much of [ts SUCCESS [0 the COn 
pperation of Uncle Sam’s 
Faith ful-to-the- 
Letter Army 
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By Ed Meisburger 


UNDREDS of sell- 
H ing organizations 
throughout the 
country use form letters 
as a basis for operations, 
but it has remained for 
Nash-Levy Motors of 
Kansas City, Mo., to de- 
velop an elaborate sys- 
tem of letters now con- 
sidered a necessary ad- 
junct to the institution. 
Until two and a half 
years ago, Nash-Levy’s 
salesmen depended entirely upon personal contact 
to sell motor cars. Many times the salesmen in- 
terviewed prospects at inopportune’ times—times 
when the press of businéss was so great that the 
attention of the prospects was hard to gain. 

It was then that J. C. Clower, who was sales man- 
ager of the company at the time, began a study of 
form letters, direct-by-mail salesmanship, which 
would reach prospective Nash owners either at the 
home or in the early morning hours at the office, when 
other mail was being examined and before the day’s 
activities had got under way. 





Mr. Clower began in a modest way with some 20 


letters, so arranged as to carry the proper message to 
the prospect at the psychological moment. 

That service to salesmen (for as will be shown di- 
rectly it is designed for the individual salesman’s 
assistance) has grown until today George A. Wood, 
who is now sales manager, has in a neatly bound loose- 
leaf index, a total of 58 letters—one for almost any 
prospect on any occasion. 

The letters are highly personal in that they, in most 
instances, touch some specific question or present a 
sales argument from some type of prospect’s angle, 
and therefore are valuable, for they save the trouble 


ROSPECTS vary as to type 
and different direct-mail let- 
ters are required to make the 
most effective appeal to each 
type. Nash-Levy Motors made 
a study of this condition and 
devised a system to meet it that 
is explained in this story. 




























of individual dictation 
by salesmen familiar 
with their particular 
prospects, and further- 
more make no demands 
on the salesmen to 


| write high-powered 


business letters, the technique of 


—~ which they only vaguely know. 


The service has been added to from time to time 
in various ways. For instance, a salesman recently 
had a particular friend to whom he was trying to sell 
a Nash. The salesman wrote him six letters, friendly, 
intimate, personal messages as one friend to another. 
He made the sale. 

The six letters now are in the form letter file, known 
as the “Dear Bill” letters, where they can be referred 
to by other salesmen, who have lined up similar pros- 
pects. 

Included in the 58 letters are several other series 
of letters. One is for the man who has driven a Nash 
before. Another is for the driver of a small, less 
expensive car, another appeals to the man who has 
never driven a car. The women members of a pros- 
pect’s family are assured in another direct-mail puller 
of the beauties and comforts of a Nash. 

Then there are letters designed for certain individ- 
uals, one directed to the two-car family, a sport model 
booster message, a communication appealing to the 
motor tourist, in fact in the Nash-Levy collection 
there is a letter of proved merit for every prospective 
buyer of any Nash model. 

“We have found the letters of inestimable value,” 
both Melville Levy, president of the company, and 
Mr. Woods asserted. “We would not discontinue such 
a practice unless we desired to curtail our business. 
Our salesmen make use of the letters, in fact we re- 
quire it. Each salesman is checked weekly as to the 
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number of letters he is using, and if he falls short of 
what we believe is the normal number, we request 
him to send out more direct-by-mail selling talk.” 

There ‘dre nine salesmen in the Nash-Levy organiza- 
tion and each man has prospects numbering from 25 
to 60 on his list. A stenographer is kept busy ad- 
dressing the form letters and envelopes to be mailed 
to each salesman’s list. 








Melville Levy, at right, is president of the Nash-Levy 
Motors of Kansas City, Mo. George A. Wood, left, sales 
manager, who puts his trust in sales letters 


On floor days, once each week, the salesmen submit 
a list of prospects and the letters they desire sent to 
each, and the mailing dates of each. 

Many of the letters, of course, are infrequently used. 
Those are not multigraphed, but the stenographer 
copies them on a typewriter, thus gaining a personal 
touch with the prospect. The letters infrequently 
used are generally turned loose upon a particularly 
stubborn prospect. 

“And,” said Mr. Wood, “I don’t mind saying that in 
many cases we attribute to those well-worked-out let- 
ters our final success with the prospect.” 

The Nash-Levy company, like most other selling or- 
ganizations, sends letters to buyers immediately fol- 
lowing consummation of the sales. 

“But,” said Mr. Wood, “the unusual thing is to send 
letters to those who have been our prospects, but who 
buy other cars. We try to be good losers. We have 
received more favorable comment as the result of that 
letter than any other in our file. We tell them they 
have bought good cars, we wish them luck with their 
purchases and express a hope they will give us an- 
other chance sometime to convince them of Nash 
values.” 

Mr. Clower, to whom Mr. Wood and Mr. Levy give 
credit for establishing the form letter system, now is 
in the motor car business in Florida. 


25 Letters Weekly Per Salesman 


Mr. Wood was assistant sales manager under Mr. 
Clower and has carried on and expanded his policies 
as to the letter writing end of the automobile selling 
business. 

“I do not know what the exact figure is on the aver- 
age number of letters sent out each week by our sales- 
men,” said Mr. Levy, “but I do know it could not be 
too many.” 

Mr. Wood estimated the number at 25 or 30 for each 
of the nine salesmen, which swells the Kansas City 
postal receipts somewhat over a year’s period, even 
as it increases the Nash-Levy volume. 

In addition, the company at intervals circularizes 
motor car owners of the city froma mailing list ob- 





Motor Age 


tained from the motor license bureau. Nash litera- 
ture is included in the envelope with a letter inviting 
the recipient to investigate the Nash before he buys 
another motor car. 

Another modern sales method employed by Nash- 
Levy is the quota board, which has been in operation 
in the sales meeting room for almost two years. On 
the board, statistics of the number of calls, number of 
telephone calls, number of prospects and total sales 
for each day of the year, are chronicled. The figures 
are transferred to each salesman’s work-sheet and, at 
the end of any given period, Mr. Wood is able to in- 
form the salesman, not only of his sales, but of the 
number of attempts at sales he has made during the 
year. Thus a batting average is possible. 

The Nash-Levy Company is a firm believer in sales 
letters, and, as Mr. Wood put it, they have added 
some 500 mail carriers to their sales force. 





Refinements are Embodied in 
Graham Bros. Engine 


HE Graham Bros. trucks, manufactured by Dodge 

Bros, Inc., are now equipped with an engine that 
embodies many refinements over the engine previously 
used. 

Increased power has been obtained principally 
through the use of a newly designed intake manifold, 
a section of which is heated by the exhaust gases. 
Also, the combustion chamber is of different shape. 
Vibration has been reduced to the minimum by care- 
ful balancing and by the use of unusually heavy en- 
gine supports. A single plate clutch, together with a 
heavy-duty clutch type transmission, is now employed. 
The new engine has exceptionally clean lines with 
the water pump placed at the rear of the cylinder 
block and the distributor above the engine. 





New Star Six Cabriolet 
Lists at $915 


HE latest addition to the Star line is the six-cylin- 

der cabriolet with a fully collapsible top. This makes 
it possible to change the car from a closed coupe to an 
open roadster in about two minutes time. The rumble 
seat gives this new model capacity for four passengers. 
This car is equipped with heavy natural wood wheels 
and full balloon tires. Other equipment and appoint- 


ments include bullet type head and cowl lights; large 
walnut steering wheel, spare tire and cover, ornamental 
motometer, snubbers on the front and front bumper 
and rear bumperettes. 

This model lists at $915. 
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The six-cylinder Star cabriolet with the collapsible top 
up, and showing the rumble seat which increases passenger 
capacity. The list price is $915 
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This close-coupled, four-passenger sport salon lists, as do 

all models of the Custom Jordan, at $1,595. It is equipped 

with a trunk and wood wheels as standard, wire wheels 
being provided at extra cost 


By Athel F. Denham 


OR the past two years there has been a good 

deal of discussion in this country of the European 

type car. Interest in the advent of such a car 
has probably been caused largely by the need for 
smaller cars, to cope with the crowded traffic con- 
ditions in the larger cities, difficulties in parking and 
economy of operation. That the strictly European 
type is not applicable to motoring conditions in the 
United States is now generally admitted. The Amer- 
ican public has come to demand a quality of per- 
formance that is not obtainable in the smaller foreign 
units. 

To meet the demand for a smaller car in this coun- 
try and still to furnish the riding qualities and per- 
formance which the American motoring public has 
come to expect, the Jordan Motor Car Co. developed a 
car, “The Custom Jordan,” which was described 
briefly in MoTor AGE, coincident with the first show- 
ing of this model at the New York Automobile Show. 
Delays in obtaining bodies, etc., however, prevented 
the Jordan Motor Car Co. from getting into active 
production on this model until the past month. With 
active production more details are now obtainable. 

To begin, the car has a wheelbase of only 107 
in. Whereas during the past few years a long wheel- 
base has been a big selling argument, Mr. Jor- 
dan and his engineers began with the assumption that 
it was possible to build a quality car on a short wheel- 
base. That they have succeeded in embodying in this 
car head room, leg room and riding qualities which 
leave nothing to be desired, all on a wheelbase of 107 
in., is evident to anyone who rides in the car. 

In Mr. Jordan’s own words: “We are trying to make 
the wheelbase just as short as possible, and we are 
using a six-cylinder engine because it is shorter than 
a straight eight.” Turning radius of the car is only 
17% ft., facilitating parking. 

In designing the Custom Jordan, designated as the 
Model R, certain other fundamentals have been kept 
in mind. There has been no effort made to build 
a car which would compete on a price basis with cars 
of similar wheelbase. Second-hand valuation has 
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Model 


been a major consideration, Mr. Jor- 
dan saying, “second-hand valuation 
will determine whether manufactur- 
ers will stay in business.” The Model 
R for this reason has been designed 
to have as long a life as possible and materials used in 
the car were chosen from this point of view. In build- 
ing a quality car of this type, Mr. Jordon believes that 
a good portion of the dealer’s trade-in problems will 
be eliminated. By giving him a car which will give 
him a sufficient profit to enable him to prosper on the 
basis of “profits per unit” rather than in volume sales, 
the dealer is enabled to practically pick his own trade. 
He is not forced to take “any old piece of iron” in ex- 
change. 

As mentioned above, a six-cylinder engine is used 
in the Model R. It is built by Continental and has 
a bore and stroke of 3% and 4 in., respectively, devel- 
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This sectional picture of the transmission shows the novel 
location of the gearshift lever. Note convenient location 
of clutch throw out bearing oiler 
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Full width doors are provided on this Custom Jordan five- 
passenger sedan. Shipping weight is in the neighborhood 
of 2700 lb. 


oping approximately 60 hp. at 3000 r.p.m., with a dis- 
placement of 199 cu. in., representing the highest 
powered car of its size in the country. By using a 
compression ratio of 5.1 to one, moreover, economy 
of fuel consumption is obtained, this ranging from 
18 to 20 miles to the gallon, according to Jordan off- 
cials. 

Characteristics of the L-head are: Integral cast- 
iron crankcase and cylinder block, with pressed steel 
oil pan; aluminum Nelson type pistons, seven-bearing, 
21. in. crankshaft, and 1% in. crankpin journals, with 
spun in connecting rod bearings; four-bearing cam- 
shaft, Link-Belt front-end drive with manual adjust- 
ment; lubrication by pressure to main, connecting rod 
and camshaft bearings; fan-belt-driven water pump, 
with a six-bladed fan and 3-gal. radiator; built-in air 
cleaner; 144, in. Stromberg vertical outlet carburetor ; 
Lancaster torsional vibration damper on the front end 
of the crankshaft; Purolator, Gascolator between the 
main and vacuum tanks, and double, cone-type, rubber 
insulators on the rear engine supports, the front sup- 
ports being rigidly attached to the frame. Electrical 
units are of Auto-Lite manufacture, Tiltray head- 
lamps being standard. 

Chassis units consist of a Long single-plate clutch; 
three-speed transmission, manufactured by Warner 
Gear, in unit with the engine; two spicer universal 
joints; a 2-in. propeller shaft; worm-drive rear axle, 
and semi-elliptic springs. 

An interesting feature of the transmission is in the 
design of the gearshift and emergency brake lever 
mountings. The gearshift lever, instead of extending 
straight up from the center of the gear case, has been 
inclined forward from the point of contact with the 
shifting forks. The emergency brake lever, controll- 
ing a 6 in. propeller shaft brake with 2 in. lining, is 





The Custom Jordan rear axle sectional view showing worm drive details 
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mounted at the very front of the transmission case, 
and at its lowest corner. This design has enabled 
the increase of clearance in the front compartment 
of the car between the seats and the levers, to facili- 
tate entrance to the driver’s seat from the curb side. 

The use of worm-drive rear axle in this sizeof car 
also represents a rather striking departure from cus- 
tomary American practice. The worm is mounted be- 
low the differential case, and with the use of a double 
drop frame, and 18 in. wheels with 28 by 5.25 balloon 
tires, has resulted in an exceedingly low body. Over- 
all body height is only 5 ft. 9 in. yet there is ample 
head room to spare inside the car for six-footers. That 
this has not been achieved merely by lowering the 
seats down to the floor level is evidenced by the fact 
that there is also ample leg room. 

A feature of the Columbia rear axle design in itself 
is in the use of a large number of roller: bearings. 
Nine are used in all, consisting of two Timken op- 
posed taper roller bearings at each wheel, two of 
the same on the rear end of the worm shaft, with 
a Hyatt roller bearing at the front end, and a Timken 
taper at each side of the differential housing. 

Springs are unusually long. In fact not a single 








A bird’s-eye view of the Custom Jordan chassis 


car under 120 in. in wheelbase has longer rear springs, 
and only one has springs of an equal length. More- 
over, chrome vanadium steel has been used for both 
front and rear springs, which are 36 and 551 in. long 
respectively, and 2 in. wide. Rear springs are 
mounted outside the frame, the front spring bracket 
being attached directly opposite a frame cross-mem- 
ber to reduce twisting stresses in the frame, while 
the rear bracket strain is also taken up by the rear 
tubular cross member. There are seven cross-mem- 
bers in all, three of which are tubular, and four of 
the gusseted pressed steel type, including the rear en- 
gine support member. 

There are a number of other features in the chassis 
construction which are not found on cars of this size. 
For instance, the muffler is 
mounted on individual. brackets 
from the frame side member, with 
clamp bands between the muffler 
heads instead of at the ends, while 
the muffler itself is built up of 
two metal sheets with an interme- 
diate asbestos lining to reduce vi- 
bration and noise, and to make 
it more sturdy. Spring shackles 
are provided’ with ‘ automatic 
spring controlled take-up. Four 
wheel external contracting 12-in. 
Lockheed hydraulic brakes are 
used for service braking. 
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The two to four-passenger Tomboy is of the convertible 
coupe type. The rumble seat is operated by a lever in 
back of the front compartment seat 


The same idea of quality construction had been car- 
ried out in the bodies. These are of composite con- 
struction, with metal doors and pillars and wood 
frame work for the rear quarter. Not only is a cowl 
ventilator provided, but an air passage between the 





instrument panel and the dash, similar to that used in 
connection with the Fisher VV windshields, is also 
used, in combination with a swinging type windshield. 
Toe boards are of cast aluminum. 

From the equipment angle, such features are found 
as Fedco numbering system plates, Nagel electric 
gasoline gage, Sterling electric clock, Moto Meter 
on the radiator, arm rests in the closed car rear quar- 
ters, adjustable foot rests, Houdaille shock absorbers 
all around, Biflex front bumper and rear bumperettes 
(at extra cost), Hershey coincidental steering gear 
lock with separate switch for locking ignition without 
locking the gear, combination stop and tail-light, in- 
direct lighting of the instrument panel with separate 
switch for instrument light, Sparton French chime 
horn, with motor-driven air compressor, and double 
filament bulbs. 

It is rather difficult to discuss performance on 
paper. However, it should be possible for the aver- 
age driver to maintain a speed of from 50 to 55 m.p.h. 
all day long on fair roads without undue fatigue. Top 
speed is a good 65 m.p.h. 





A Good Bookkeeping System is the Most 


Important Tool in Your Business 


(Continued from page 26) 


while I could not afford to pay over $50 for rent. I don’t 
see, Mr. Jones, how I can explain this matter of busi- 
ness expense in any other way that would make it 
clearer to you. If I could, I certainly would.” 

“Well,” said Jones to Robinson, “I don’t think any- 
body will ever have to teach me that little lesson again. 
“I’ve got that one stored away for keeps. How about 
you, old timer,” he asked the bookkeeper. 

The bookkeeper smiled and said, “Same here, Mr. 
Jones.” 

“All right, we are getting along fine,” said the audi- 
tor. “Now here’s another point I’d like to talk about for 
a minute. Do you know that most of the big business 
firms nowadays don’t wait until the end of the month 
or until the end of the year to see where they are going 
or have gone? What they do is to make a budget at the 
beginning of the year, setting down what they expect 
their sales to be for the year, the amount of cost of 
sales, the amount for each item of expense and te total 
profit. Then they take this budget for the year and 
split it up by months. At the end of each month when 
the actual figures are completed, they compare the bud- 
get figures with the actual results. When the actual 
amount for any item is out of line with the budget, im- 
mediate action is taken by the management as the cir- 
cumstances may warrant. Under this plan the opera- 
tion of the business is kept under definite control at all 
times. 

“Now, Mr. Jones, your business can be handled under 
a budget plan, and perhaps with even better results than 
for a very large business. For you are closer to the 
actual operations that are happening every day and have 
a more intimate knowledge of the details than can possi- 
bly be had by the person or persons looking after the 
budget for a large concern.” 

“That certainly sounds reasonable,” said Jones. 

“Then there is no better time to start than right 
now,” said the auditor. After considerable discussion 


the auditor said, “Here, Mr. Jones, are the budget fig- 
ures I would recommend for your business for the year 
starting with the first of next month.” 

And the auditor handed Jones the figures shown be- 
low: 


Per Cent 

Sales, Profit and Loss Amount To Sales 
TE A EE ae | Se ee $90,000 100.00 
NE ene er ee te ee 62,000 68.89 
ED, iS bn we ie wake ae $28,000 51.11 
es i on wc ee ceeens banbaseweaent 21,000 23.33 
i Eee eee ee $7,000 7.78 

Average Amount of Investment 

Ee Le ee oes ee ee $3,500 
ne a en ie OREN OOS bee er 8,000 
EEE er eee tO e ee  e eee 23,000 
sn ee eee une 0 uae ¢ 5,000 
rr rn ane ke ek ee ted ah edee eee e ee be 664 500 


“Now, Mr. Jones,” continued the Auditor, “With a 
net profit of $7,000 for the year on an average invest- 
ment of $40,000, your return on the amount of your 
investment would be 17.50 per cent. How does this look 
to you?” 

“What do you think, Tom?” Jones asked the book- 
keeper. 

“Well, Mr. Jones, I'll tell you,” said the bookkeeper 
enthusiastically, “If you’ll back me up in keeping our 
inventory down, allow me to collect our accounts when 
they’re due and help me keep our expense down to the 
figures shown in this budget, I feel sure we can come 
pretty close to the figures Mr. Robinson has given us 
to shoot at.” 

“Well, Mr. Jones,” said Robinson, “we have brought a 
lot of things to the surface by digging into the details 
in this way, “but I feel pretty sure you will agree that 
they are things you wanted to know. When you are not 
getting the results from your business that you have 
a right to expect it certainly pays to find out where the 
trouble is, doesn’t it?” 
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Above—The parts department of the 

George Cole Motor Co., Nashville, is 

arranged for the type of service that 
pleases customers 


ITH a contract for 25 cars 

a month the George Cole 

Motor Co. of Nashville, 

Tenn., opened for business 
a few years ago. In the first month 
the firm sold 99 Ford cars in spite 
of heavy competition. That was not just a streak of 
luck—the continued growth of the business to a two- 
million-dollar annual turnover within two and one-half 
years is sufficient evidence that the established policies 
of the company were right from the outset. 

Last year the total sales of all Ford products 
amourited to no less than $2,081,509. With a parts 
stock worth $35,000, the parts sales for the year totaled 
$280,000. Tractor sales accounted for $97,000 and the 
implernents to use with them $101,000. Used cars 
netted $354,000, most of these being Fords and Lincolns. 
At the present time the output is around 300 new and 
used units per month. 

This, it will be recognized, is no mean accomplishment 
in one Tennessee county and in a city of 160,000 popu- 
lation. Behind it is honesty of purpose, backed by a 
thorough knowledge of the business. Every man con- 
nected with the Cole organization knows the Ford prod- 
ucts from every angle and no salesman goes out or on 
the floor until he has spent a set period in the shops 
and knows the whys and wherefores of the mechanical 
details. 

Much of the business is now repeat orders. George 
Cole, the owner and general manager, himself sells be- 
tween 500 and 600 cars a year over the telephone. 
This condition is due solely to the established reputation 
of the company for an intense desire to insure that 
every buyer gets the maximum of service from his car 
at a minimum of cost. And this reputation is firmly 
founded. 

Responsible only to the general manager is an in- 
spector who checks over every car that is sold. This 
inspector completes a special inspection form for each 
car, and that car must be absolutely right if the inspec- 
tor is to keep his job. When the form is completed it 
is signed and a special red seal is attached to the car 
radiator. The presence of that red seal indicates that 
the machine is in as perfect condition as the George 
Cole Motor Co. can make it. 

Since the inauguration of this system, comebacks 
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Building a $2,000,000 


in Lwo and 


Left—Five wreck- 
_ ing cars contribute 
* their share to mak- 
ing the service de- 
partment show big 
returns 


Tee. Reedy 
(aed 


Right — The 
service shop is 
well lighted and 
modernly equip- 
ped to turn out 
good jobs and 
turn them out 
speedily 


during the guarantee period have been practically elimi- 
nated. It insures customer satisfaction and saves the 
dealer a lot of money. 

Another service feature that has proved of consider- 
able value in building good will is the keeping of the 
repair and parts departments open day and night. 
Every kind of repair and replacement can be effected 
at any hour. During the 9-hour day shift there are 
47 mechanics employed, but for the night shift there 
are only 12 men. In the parts department, however, 
seven men are kept at all hours. 

After expiry of the guarantee period close contact is 
maintained with the customers by means of letters and 
personal calls by the service salesman. The customers 
are, however, by no means ignored during the first 90 
days. Soon after delivery of the car a letter is sent 
expressing appreciation for the business, and calling 
attention to the service facilities offered. Incidentally, 
on the back of the salesmen’s calling cards appears a 
list of 36 inspections and repairs that come under the 
head of free service. 

At the end of 85 days a special letter is sent out, 
together with an inspection form which the ' customer 
is asked to bring in with his car, before the 90 days 
expire. This covers the guarantee service. 

After that the service business is up to the service 
salesman, backed by extensive advertising. Newspapers, 
billboards, street cars, and direct mail mediums are 
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usiness 


a Half Years 


“We Know We Know Fords”’ ts 

Slogan of George Cole Motor Co., 

Nashville, and Accomplishments 

Prove the Company Not Only Knows 

Fords But How to Keep Customers 
Satis fied 


By H. LIONEL WILLIAMS 


og gia 


Above—Where the George Cole 
Motor Co. does its $2,000,000 busi- 
ness. “We Know We Know Fords” 
is the firm’s slogan and the electric 
sign keeps the public reminded 


used, but no fixed appropriation is made. Business-get- 
ting activities are governed by conditions in the service 
department, so that there is very little fluctuation and 
it is practically never necessary to lay off any of the 
mechanical staff. 

All repairs are subject to flat rate charges for labor 
with material as extra. The mechanics, however, are 
paid hourly wages. In all repair work the customer is 
protected against undue expense by a special inspector 
working with the service superintendent and foremen. 
This inspector examines every part as it is removed 
and determines whether it is to be scrapped or not. 
As George Cole says, anyone can repair by scrapping 
and replacing. It takes more trouble to inspect and 
measure up the parts and decide whether they are to 














George Cole, 
President 


be used again or not, but that is what makes satisfied 
customers, any company’s biggest asset. 

For outside service four wreckers and three service 
cars are maintained. 

Service as a business-getting feature so often proves 
a charge on the rest of the business that it is refreshing 
to come across an example of a business based on serv- 
ice that makes money in the service department. With 
sales in all departments last year of over 3500 units, 
the George Cole Motor Co. sold no less than $90,000 
worth of service labor. 

These are some of the things that have contributed 
to make the George Cole business the success it is, and 
justified in the public mind the company’s slogan— 
“We Know We Know Fords.” 
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The new home of the Priangle Tire Co., Seattle, is located at a street intersection and is laid out to attract attention 


In Building SUCCE S S First 
Build a Successful BUILDING 











> and 114 ft. on Eastlake, at the 


HE alert merchant never = 
overlooks anything that | 


will promote his purpose in 
business—to sell. These efforts 
are generally confined to the 
human element and its relation 
to the public. In other words, 
salesmanship more often re- 
volves about the personal con- 
tact between buyer and seller. 


SHOW ’EM 


What you've got is one of 
the three commandments 
of the Triangle Tire Co., 
Seattle. That is why its 
new $100,000 shop was de- 
signed to act as a mute but 


junction of these two arterial 
highways, about one-half mile 
from the downtown district, and 
a floor capacity estimated at 12,- 
000 sq. ft. There is sufficient 
room along the curb and in the 
outside foyer for the servicing 
of 20 cars at one time. The 
building is of masonry and steel 








In recent years the display win- 
dow and show case have come 
into their own as silent though 
efficient salesmen. 

The Triangle Tire Co., Inc., 








Seattle, Wash., has gone a step ———— 


ever-active, customer-at- 
tracting salesman. There’s 
profit in the idea. 


construction, with interior and 
| exterior finish of California 
stucco. The exterior stucco is of 
green dashed with ivory. The 
roof is of tile. 











further in broadening the scope 

of merchandising. Its newly constructed plant was not 
designed merely from the standpoint of architectural 
beauty, convenience and comfort, but these were ingen- 
iously combined with features intended primarily to 
stimulate the sale of tires and service. The building in 
its entirety may be regarded as a giant display window 
or show case, for both the exterior and interior are so 
designed as to give the public a complete view from the 
outside of practically all merchandise sold, service 
operations and equipment. Thus the building may be 
said to be the best salesman on the staff. 

The result is unusual in its originality. Ten years of 
suecess in the tire business has given the firm many 
tried and true ideas in merchandising and service, and 
these have been embodied in the structure just com- 
pleted. 

The new building with its stock of Corduroy Cord 
tires and complete equipment for vulcanizing, retread- 
ing and repairing tires, represents,an investment of 
$100,000. It has a frontage of 156 ft. on Stewart Street 


Viewed from the outside the 
building has many distinctive 
features. Most conspicuous, perhaps, is the open foyer 
in front. Here is located a modern gasoline and oil 
service station, with Bowser equipment throughout. All 
pumps are automatically operated by air, and the inlets 
to the gasoline tanks are located at the curb, keeping 
gasoline trucks outside the foyer. Included in the equip- 
ment is a 500-gal. automatic oil fountain, dispensing 
eight kinds of oil. The oil storage tanks are located in 
the basement under the main structure, and each tank 
has a gage which permits an inventory of the oil stock 
to be taken in less than five minutes. 

But from the merchandising angle other features of 
the exterior are even more pertinent. A first impres- 


sion is that the four walls are almost entirely of glass, 
which is literally true, and with a purpose.’ From the 
Stewart Street side the spectator looks through plate 
glass windows into the service department and sees the 
mechanics at work, either on the 12 Western Dri-Kure 
vulcanizing molds or the Weaver and Kehawkee tire 
Every operation is in full view of the pass- 


equipment. 
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ing motorist, a silent but eloquent reminder, perhaps, of 
a tire that needs repairing. Then there is something 
fascinating about mechanics at work, witness the pass- 
ers-by who stop and watch operations. Of course, they 
get a better conception of what tire repairing involves, 
and what modern methods can do in rehabilitating the 
rubber on motor vehicles. They become more intelli- 
gent, and consequently better customers. The tire mer- 
chant who relegates his repair shop to the alley is miss- 
ing a lot of good, free advertising. 

The second story likewise is a solid row of plate glass 
windows, where may be seen piles of tires, neatly ar- 
ranged. Seven carloads thus may be displayed at one 
time, according to W. L. Fitzpatrick, president and man- 
ager. An imposing sight that attracts attention from 
blocks around. At night flood-lights play on these win- 
dows from within, which further increases the advertis- 
ing value of the display. Here the first step, at least, of 
the merchandising slogan, “Show them, tell them, sell 
them,” has been utilized to the fullest extent. No one 
likes to buy from depleted stocks, and if the major stock 
is stowed in the basement, the effect is the same. Mr. 
Fitzpatrick believes in showing all of his wares, all at 
one time. 

This is further evidenced upon entering the building. 
The tire display room on the second floor is in the form 
of a baleony. The center is open to the roof, and the 
well-filled tire racks behind the iron railing are visible 
from all points on the main floor. 

Plate glass windows also give an unobstructed view 


Putting the Windsor Plan Into 
Operation 


(Continued from page 31) 


proceeds of the show plus money raised by assessing 
each member $100.” 

Asked to venture an opinion on the idea of having a 
central committee compile and adjust prices to run in 
the advertisements, instead of leaving this detail up to 
each individual member, Mr. Easton said it was his 
understanding that such a plan has been tried out but 
experience has proved that the idea of letting each 
dealer set the price of his own line of cars is most satis- 
factory. In the first place it is often difficult to get a 
committee to function properly, and secondly, each in- 
dividual dealer is in a better position to know the value 
of his own product. In large cities where there is a 
group of dealers handling one make of car, Mr. Easton 
expressed the opinion that they should make some ar- 
rangement to get together and decide the prices of their 
line, or else leave this detail up to some one particular 
dealer. 

In most of the cities where dealers are using the plan, 
the advertisements are being run in the newspapers 
under the caption “Used Car Buyers Guide,” and do not 
include the names of dealers or the association. Toledo is 
one of the cities which has deviated from this. Dealers 
there seem to have hit upon an excellent idea of having 
the advertisements appear under the auspices of the Bet- 
ter Business Bureau as a means of further assuring the 
public of the authenticity of the information. 

The Canadian cities which are reported to be using 
the Windsor Plan are: Sherbrook, Ottawa, Montreal, 
Quebee City, Toronto, Hamilton, Brantford, London, 
Chatham, Windsor, Winnipeg, Saskatoon, Regina, Van- 
couver and Victoria. The Counsel of Motor Agents As- 


sociation, of London, Eng., is also using it. 
Among the cities of the United States using the plan 
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of the tire repair shop from the interior. There is an 
original “wrinkle” in the shop that is worth passing on. 
Repair material, such as fabrics and cords, comes in 
long rolls, often unwieldy. This firm conceived the 
idea of placing this material in a large rack, 10 ft. by 
6 ft. and about 12 in. deep. This rack is equipped with 
steel rods which fit into slots on the sides, very much 
like the rod in a towel rack. The material is unrolled 
as used, is always out of the way, and protected from 
dust and dirt by a rolling window shade. 

Instead of using the basement for stock storage pur- 
poses, this firm has reserved this space as a garage for 
customers, who, unable or unwilling to wait for tire 
repair work, leave their cars and pick them up later. 
This service is facilitated by an hydraulic elevator. 

The president’s office, located near the front, affords 
him a view of activities inside and out. 

“T find this very important,” said Mr. Fitzpatrick, 
“for from this vantage point, I am able to nod a greet- 
ing to, or have a word with old customers, which main- 
tains the personal touch so essential to continued good 
will.” 

Everything in the building is complete and up-to-the- 
minute, and all topped off with a 275-bulb electric sign 
with 3-ft. letters, which automatically flashes before the 
public this landmark of progress in the tire industry— 
“Triangle Tire Co.” 

Good merchandising includes more than _ personal 
salesmanship; even the design of a building can be made 
into a potent sales factor. 


are: Toledo, Des Moines, Minneapolis, Rochester, N. Y., 
Milwaukee, Louisville, Indianapolis, St. Louis, Buffalo, 
Fort Wayne, Little Rock, Akron and Ottumwa, lowa, 
while many others are reported to be about ready to 
adopt it. 





Reo Brings Out New Speedwagons 


EO MOTOR CAR CO. has announced a complete 

new line of Speedwagons which are designed to 
meet transportation requirements of every business. 
The new line includes capacities to handle loads ranging 
from 1000 lb. to 6000 lb., and has wheelbases ranging 
from 114 in. to 175 in. 

The first model introduced is on a 133-in. wheelbase 
with chassis rated at 1% tons. The six-cylinder engine 
with 3 3/16 in. bore by 5 in. stroke develops 50 hp. at 
2000 r.p.m. This gives the new model exceptional 
power and speed. To make the most of the speed 
qualities of this truck with safety, four-wheel, internal- 
expanding brakes are used. The cab is said to have 
all the comforts and conveniences oi a coupe. 

Two body styles are available on this Master Speed- 
wagon—a 9-ft. stake body which with closed cab is 
priced at $1,620, and cab with express body is priced 
at $1,580. 




















New 1'2-ton Reo Speedwagon 
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~Tabulated List ot Pit Stops at 
L[ndianapolis Sweepstakes 


competed in the recent Indianapolis 500-mile 

race is evident from an examination of the tabu- 
lated list of pit stops. The reader will note that several 
spark plugs were changed during the race but these 
changes should not be construed as due to faults in 
the plugs proper because in many cases these are re- 
moved and changed to determine by their condition 
other existent troubles in the engine. 


con many and varied troubles beset the cars that 


Attention is called to the many stops for relief drivers 
and the many cases of troubles due to failure of chassis 
parts other than the engine. To the veteran observer 
it was evident that with one or two exceptions the 


pit work this year was not as speedy as in 1924 and 
1925. 


Car No. Lap No. Cause of Stop Time lost 
(min.-sec. ) 
1 38 Broken crankshaft key Out 
2 81 Oil, gas, water, LR & RR tire 1:37 
120 Connecting rod broken Out 
3 31 Broken supercharger gears Out 
4 26 Rear spring’ shackle bolt 
frozen Out 
5 38 Boost Oil pressure. Water, 
Oil. 5:30 
53 8 plugs, gas, relieved by 
Frame. 5:05 
70 Consultation about oil press- 
ure 0 :50 
78 Oil. 1:30 
101 Water, Gas, Oil; relieved by 
Elliott 3:03 
127 Fasten gearshift in high posi- 
tion 3:35 
165 Gas, Oil 2:45 
(4:52 P. M.) Supercharger trouble 1:00 
6 81 RF & RR tire; water, gas, oil; 
relieved by Duray 4:30 
106 Relieved by G. Van Ranst; 
gas 1:00 


Car No. Lap No. 


10 


12 
14 


15 


16 


16 


17 


18 


19 


21 


122 


142 
21 


24 
99 


109 
123 
45 
52 
96 
151 


26 
113 


149 
69 


79 


Cause of Stop Time lost 
(min.-sec. ) 
Relieved by Hepburn; repair 
inlet manifold; gas 4:00 
Tape Inlet manifold; water 5:00 
Broken spring pad on front 


axle Out 
Car caught fire Out 
Gas, oil, water, RR tire, reliev- 

ed by B. Hill 8:30 
Relieved by Hartz 1:15 
Bent front axle Out 
RR Tire 0:24 


Adjust oil pressure, gas, oil 3:15 
Gas, oil, relieved by Zeke 


Myers 1:17 
Water, gas, oil, RR tire; re- 

lieved by Devore 1:47 
Leaking gasoline tank Out 
Gas, oil, water, RF tire; re- 

lieved by DePaolo 2:50 
RR tire, 8 plugs, water, super- 

charger 2:55 
Tape inlet manifold; RF & RR 

tire, oil, gas, water 1:25 


Change eight plugs, repair in- 
let manifold, water; relief 8:18 


Broken supercharger Out 
Gas, RR tire. Relieved by 
Hartz 1:50 
Oil. Relieved by Hearne 1:20 
Gas. Relieved by Duray 2:20 
Duray relieved by Vail 0:48 


Gas. Relieved by Hearne 1:10 
Dirt on carburetor float valve 1:40 
Tighten oil connections. Oil 4:40 
Broken valve and cylinder Out 


Hit wall on north turn Out 
RR tire 0:33 
Leaking gasoline tank Out 


Gas, oil. Relieved by Nemish 1:03 




















| No. Car Driver 

1 Erskine Miller Special (front drive)....Harry Hartz 
2 Perfect Circle Miller Special............ Frank Lockhart 
3 Perfect Circle Miller Spec. (fr. dr.).... Peter DePaolo 
4 Cooper Special (front drive)............ Bennet Hill 

| 5 Junior Eight Special (front drive)...... Frank Elliott 

| 6 Detroit Special (front drive)............ Tommy Milton 

| 7 Miller Special (front drive).............. Dave Lewis 

| 2 ° ff oreo. errr” Norman Batten 

| 9 Cooper Special (front drive)............ Peter Kreis 

| oe Bee” BS. n.no000d506 hb dennndeteceas Earl Devore 

12 Miller Special (front drive).............. Leon Duray 
14 Cooper Special (front drive)............ Bob McDonogh 
ae, a Ee eee eee Cliff Woodbury 


ee Sa TEE. on. v0 0 060 0000 on bk ees 6 caceet Eddie Hearne 
OOOO TO ee eee W. E. Shattuc 
18 Cooper Special (front drive)............ Jules Ellinbgoe 


— 
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Cars and Drivers Participating at Indianapolis Race 


Car Driver 

Boyle Valve Special.......cccccccccscces Ralph Hepburn 
SE eee Dave Evans 

BIOVES VEEVO BOGERE ccc ccccccccccsevcces Jack Petticord 
Elgin Piston Pin Special .......... se. Fred Leckleider 
Perfect Circle Duesenberg .............. Benny Shoaff | 
er errrer rere Ty re Cliff Bergere | 
RE SEL, = wees nesooreceseestcensseeos Chas. Bauman 
ey EE |b. iced bleéwde oe newdWeneeel Anthony Gulotta | 
SR GORGES (acne 6 cb 00 vienesioderedew sms Wilbur Shaw | 


Miller Special 


Duesenberg Special .....ccccsccecvvvccce George Souders | 
RR re rrrrrT TTT iT. tT Al Cotey 
eo, a. ree Babe Stapp | 
Thompson Valve Duesenberg............ Wade Morton | 
ee ts ene eee bee Jimmy Hill 


Miller Special 
Miller Special 


pe est ae ey ee ee ee Fred Frane 


ROO a ee Louis Schneider 
Cadhnk: mekbe dekeonenbacéeem 2 
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Car No. Lap No. Time lost 


(min.-sec. ) 


Cause of Stop 


81 LR tire. Relieved by Evans 0:38 
151 Gas, oil. LR tire 2:36 
22 18 Changed eight plugs 3:00 
19 Changed two plugs 2 :50 
20 Checked valves and six plugs 5:00 
22 Broken supercharger Out 
23 16 Relieved by Kohlert 0:30 
2? At pits for instructions 0:20 
48 Hit south wall Out 
24 68 Relieved by Stapp 0:51 
104 Gas, oil, RF tire. Relieved by 
Shoaff 1:54 
172 Gas. Relieved by Stapp 0:31 
198 Broken rear axle drive gears Out 
25 58 Collision, resulting in broken 
radiatar hose. Oil, RF&LF 
wheels 10:12 
95 Relieved by Crawford. Gas, 
oil, water 3:10 
108 Adjust carburetor. Relieved 
Bergere 1:30 
109 Tighten shock absorbers. 
Change eight plugs 7:20 
115 Adjust carburetor 1:10 
116 Adjust carburetor 0:30 
119 Tighten body bolts. Change 
eight plugs 7:20 
(3:48 P. M.) Tighten camshaft housing. 
Adjust ___—i brakes. Tighten 
body bolts 2? 
(4:38 P. M.) Relieved by Crawford 0:31 
(5:32 P. M.) Relieved by Bergere. Oil 1:10 
26 91 Broken pinion shaft Out 
27 85 Gas, water, oil. RR tire. Re- 
lieved by DePaolo 5:20 
92 Relieved by Gulotta 0:11 
166 Water, gas, oil. RR tire 2:34 
29 2 Gas, oil, RR tire. Gas tank 
strap cut off. Relieved by 
Lewis Meyer 1:30 
129 Gas, oil, water. Relieved by 
Shaw 1:40 
31 ) Relieved by Fernic 1:35 
71 2??? 2? 
79 Water, gas, oil. Relieved by 
Abell 1:48 


43 
Car No. Lap No. Cause of Stop Time lost 
(min.-sec. ) 
2? Relieved by Fernic ?? 
132 Relieved by Abell. Oil 4:30 
134 Leaking gas tank cap 22? 
136 Change eight plugs. Tighten 
blower bolts. New bolt in 
inlet manifold. Relieved by 
Fernic 6 :00 
32 82 RR tire, gas, oil, change gog- 
gles 1:47 
160 Gas, RR & RF tires 1:37 
35 62 Gas, oil. Relieved by Bur- 
bach 3:30 
87 Broken universal joint Out 
38 24 Broken universal joint Out 
41 3 Gas. Relieved by Ralph 
Holmes 1:33 
64 Relieved by Winnai 
121 Gas, oil, RR tire 1:49 
132 Lost gas tank cap. Relieved 
by Morton 0:40 
140 Leaking gas tank cap. Re- 
lieved by Holmes 1:01 
146 Gas tank cap leaking 0:35 
151 Hit wall Out 
42 29 Relieved by Ostrander 0:35 
52 Changed eight spark plugs 4:15 
87 Gas, oil, RR tire. Relieved by 
J. Hill 2:30 
115 Relieved by Ostrander 0:25 
(5:38 P. M.) Relieved by J. Hill 0:15 
43 51 Consultation 0:02 
97 Conference 0:35 
98 Relieved by Corum 3:00 
2? Relieved by Schneider 0:45 
125 Gas, oil, RR tire. Relieved by 
Bauman 2:05 
137 Broken timing gears Out 
44 44 Gas, LF tire. Relieved by Pet- 
ticord 1:20 
56 RF tire 0:20 
69 Carburetor throttle sticking. 
Gas, oil, water, LF tire 0:49 
129 Stop for instructions 0:44 
144 RR tire. Relieved by Leck- 
lider 1:07 
145 Broken supercharger Out 





Flat Rate and Shop Equipment 
(Continued from page 29) 
wheel brake system the collection of road dirt on the 
brake parts, while undesirable, was not so serious as it 
is today. 

A high-pressure washing installation is able to re- 
move grit and grease that could not be reached with 
the old hand methods. The removal of this dirt before 
it works into the different parts of the car is vital in 
several ways. If allowed to accumulate, this material 
may so jam the brake levers that the car becomes un- 
safe. At least, it is impossible to equalize the brakes 
if all parts do not move freely. Brakes that are not 
equalized are a menace, as the stopping distance of 
the car is increased. Tire wear also is accelerated. 

Naturally, the average car owner can be made to see 
the wisdom and economy of having his car regularly 
washed with a high pressure washing outfit, and the 
possession of such equipment opens up the way to 
nice profits. 

It rests largely with the shop operator whether he 


will struggle along undertooled, charging by the hour 
to “break” on each job, or whether he will tool up, 
speed up, and turn out the work that holds customers 
and makes a fair profit. 


It takes a fair price on your work to hold old cus- 
tomers and to attract new ones. If your price is too 
high you lose trade. If your price is too low you lose 
money. Only with proper equipment can one hope 
to hold the selling price down and still show a profit. 

Your men must be amply repaid for their efforts or 
their work will not be up to what it should be. Good 
hourly rates are all right as far as they go—but they 
don’t go far enough. It requires a little extra incen- 
tive in money to get the most out of a man. A flat 
rate plan, a bonus system, or some way of fattening the 
pay envelope in proportion to good work turned out in 
proper quantities is needed. Such plans have been dis- 
cussed in detail in Motor AGE before. The intelligent 
application of them plus the use of the right shop 
equipment is doing much to attract and hold good me- 
chanics who can turn out work at a profit. 
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Electrical Data on Oakland 
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1926, Model 6-54-C 
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GENERATOR—Remy 941-M 


Rotation clockwise from drive end. 
Performance Data: 


Output at 775 r.p.m.—7 amps. at 7 to 7.3 volts. 
Maximum Cold Output—17 amps. at 8.15 volts, 1400 r.p.m. 
Maximum Hot Output—14 amps. at 7.85 volts, 1800 r.p.m. 
Brush Tension—24-28 oz. 

Field Test—5 amps. at 6 volts. 

Regulation, third brush. 





STARTER—Remy 713-G 
Rotation clockwise from drive end. 
Running Free—65 amps. at 5 volts, 5000 r.p.m. 
Lock Torque 12 lb. ft. at 475 amps., 3.63 volts. 
Brush Tension—24-28 oz. 
RELAY—Remy 265-B 
Relay contacts close at 575 r.p.m. of generator. 
DISTRIBUTOR—Remy 636-J 
Rotation clockwise viewed from top. 
Advance full automatic. 





Approx. 


Use ot Better Electrical Equipment Urged 


“Failure of the electrical system should not ac- 
count for 53 per cent of the emergency calls,” 
according to D. P. Cartwright of the North East Elec- 
tric Co. This comment was a part of a paper pre- 
pared by Mr. Cartwright and presented May 28, 1927, 
at the Summer Meeting of the Society of Automotive 
Engineers at French Lick Springs. 

The primary causes of failure of the electrical 
system were classified as follows: 


1. Failure after a reasonable mileage operation. 

2. Failure due to neglect. 

3. Manufacturer’s refusal to properly install equip- 
ment of sufficient stamina or capacity. 

4. Failure due to faulty design, material or work- 


manship. 
5. Failure due to climatic conditions. 
It was pointed out that improper lubrication 


brought about much of the ignition and generator 
trouble. Too much oil gums up the commutator and 
brushes and may get on wires and tot the insulation. 


Lack of oil is sure to result in bearing failure in the 
distributor or.generator. Battery neglect was an- 
other matter dwelt upon. The failure to add pure 
water at regular intervals was pointed out as a com- 
mon cause of battery failure. 

While it is up to the owner or the service man to 
see that a generator is properly set to supply the 
electrical requirements of the car, Mr. Cartwright 
pointed out that equipment of insufficient capacity 
was at the bottom of much of the trouble that de- 
velops. A small car requires practically as much 
current as a large one—frequently more. It is there- 
fore important that the manufacturers equip their 
cars with generators that can supply the needed cur- 
rent and with batteries that can receive a high charg- 
ing current without overheating. 

Data secured from two automobile clubs showed 
that in 1926 the average percentage of emergency 
call put in because of electrical failures was 53, while 
the lowest percentage was 47 in one month and 59.5 
per cent in another month. 
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NEW ITEMS for SERVICE SHOPS 








Van Dorn Drill 














NEW heavy duty electric drill pos- 
sessing exceptional power and fine 
balance has just been introduced by the 
Van Dorn Electric Tool Co., Cleveland. 

This is made in one-half inch size, 
operates at 315 r.p.m. when under full 
load, and is particularly adapted to hon- 
ing or grinding. The drill is sixteen 
inches long over all, weighs 16 lb., and 
is supplied with 10 ft. of cable and au- 
tomatic release safety switch. The price 
for the 110 volt model with Universal 
motor is $60. This drill is also avail- 
able with 220 or 32 volt windings at 
$4 additional. 


4 


Grote Tilting Rack 


ETTER results in oil draining are 
claimed for the tilting type of lubri- 
cating rack being produced by the Grote 
Manufacturing Co. of Evansville, Ind. 
This tilting rack is the result of two 
years of effort on the part of Claude 
W. Price of the Evansville branch of 
the Shaffer Oil and Refining Company. 
Faten‘s have been applied for. 
Cars that were supposed to have been 
completely drained when in a horizon- 














ta! position, were placed on this rack. 


Tilting them first forward and then 





backward by means of the hand oper- 
ated gearing underneath this rack, 
caused them to give up an additional 
quart of dirty oil. Examination showed 
that this oil was in worse condition 
and contained more gritty matter than 
that which was drained off when the 
car was in a horizontal position. 


Manley Truck Wheel Dolly 


O put speed and safety into the 
removal and replacing of truck 


wheels, the Manley Mfg. Co., of York, 
Pa., has brought out a special truck 
wheel dolly. 

The Manley truck wheel dolly elim- 
wedges, 


blocks, 


inates hoists, 


; 


cranes, 











etc., and makes it easy for one man to 
handle any size of truck wheels. The 
dolly is on casters and can be brought 
up to the truck wheel readily. A hand 
crank operates two forks that come up 
under the wheel and lift the wheel 
easily from the axle or bearings. The 
dolly weighs 210 pounds, is very sub- 
stantially constructed and sells for $100. 








Valve Seat Tool 





Devices Corp., 209 


‘HE 
Marquette Bldg., Chicago, is pro- 
ducing a tool for installing new valve 


Stewart 


seats in engines. The tool with one 
size cutter sells for $22.50. Seats sell 
at $15 per 100 and extra cutters at $5. 





Curtis Hydraulic Washer 

N addition to the Air Mist car washer 

manufactured by the Curtis Pneu- 
matic Machinery Co., of St. Louis, a 
hydraulic car washer is now being put 
on the market by that company. 

This car washer is designed primar- 
ily for the small service station that 
does not handle washing as a regular 
thing, but does have occasionally. 

The Curtis hydraulic car washer is 
made in three sizes. The one nozzle, 
one hp.; two nozzle, two hp.; and the 
two nozzle oversize with three hp. motor 
for faster work. Each spray gun is 
equipped with 25 ft. of hose. Adjust- 
ment provides for a soft harmless spray 
for body work and a powerful stream 
for removing dirt from the chassis. 
This washer can be connected up to city 
supply lines or by means of an 8 ft. 
intake hose can be made to draw water 
or solution from a container. 
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Motor Agé 


Some of the LATEST Accessories 





A. 





Magnetic Trouble Light 
6 Bae magnetic type of trouble light 
for handling service on the car at 
night, is being put on the market by 
Inc., 


Norwood Autocraft, 82 Beaver 


St., New York City. 





This light will cling to any steel or 
iron surface and naturally is a great 
advantage when service is necessary 
on the road at night. It is available 
in six and twelve volt models with 
either clip contacts or double or single 
plugs for connecting up. The list price 
is $2.79 complete with 12 in. of cord. 


oe 


Hookon Rubber Pads 


A COMBINATION of rubber pedal 

pads and rubber covered acceler- 
ator control pedal, is being put on the 
market by the Metal Products Co., of 
Des Moines, Iowa. At the present 
time these items are in production for 











Ford and Chevrolet cars only. In addi- 
tion to increasing the comfort and 
safety of driving, these items make a 
strong appeal to the service man, due 











to the fact that they are exceedingly 
easy to install. The pedal pads re- 
quire the bending of only one lip in 
order to fasten them securely to the 
pedal. These sell at $1.25 for the com- 
plete set, for either the Ford or Chev- 
rolet. 


Seat Cover Sales Help 


fr OR the purpose of assisting car 
dealers to sell seat covers, the Hin- 
son Manufacturing Co., of Waterloo, 
Iowa, has brought out an attractive 
seat cover merchandiser. 

This merchandiser is in the form of 
a book which illustrates the different 
kinds of covers made and shows sam- 
ples of the materials used. The Hinson 
Co. feels that it is entirely logical for 
the car salesmen to sell a car with pro- 
tection for its upholstering the same 
as he sells it equipped with bumpers 
for the protection of its outside parts. 


Siko-Lite Bulb 


A TYPE of automobile headlight 
which is claimed to. eliminate 
objectionable glare, has just been an- 
nounced by the 
Siko - Lite Corpo- 
ration, Meriden. 
Conn. These bulbs 
are available for 
all types of auto- 
mobiles. They list 
at 75 cents each. 
The advantage 
of this bulb is 
said to be _ the 
elimination of 
glaring lights 
in the vicinity of 
the car, without reducing the range or 
penetration of the headlights. 











Chevrolet Tire Lock 


1. Verseeoctenase’ tire lock of excep- 
tional strength has been introduced 
by the Butters Manufacturing Com- 
pany, 338 Luckie Street, Atlanta, Ga. 
This is known as Model No. 11 and re- 
tails at $3. In addition to the feature 
of great strength, this lock has the 
added advantage of being absolutely 
quiet as no chains or cables are needed 
with it. The lock is of rust-proof con- 
struction and is finished in black 
Duco. 


Bridgeport Visorettes 

NE of the newer items of the 

Bridgeport Coach Lace Company, 
of Bridgeport, Conn., are the Bridge- 
port Visor- 
ettes. = 

The Visor- aA 

ettes are made 
of heavy Du 
Pont Fabrikoid 
with a black 
glazed top sur- 
face and with 
the underside finished in green. This 
material is mounted on a spring metal 
frame that snaps into the glass chan- 
nel, making the installation quick and 
eas. 




















Johnson Cushion Support 
A SERING support that takes the 
place of the rear legs on the front 
seat of any coach model car, has just 
been brought out by the Wilkes-Barre 
Welding & Machine Co., Wilkes-Barre, 





Pa. As will be seen, these spring type 
legs are capable of absorbing many of 
the road jars that would otherwise 
reach the driver. These supports come 
in pairs, selling at $1.50 per set. 


Bellevue Combination 


AMeat combination of trunk, spare 
tire carrier and bumpers is offered 
by the Bellevue Mfg. Co., of Bellevue, 
Ohio. This equipment is sold as a com- 
plete unit and is made to fit practically 
any car. The regular steel trunk, 
bumperette, trunk carrier and spare tire 
carrier, is offered in seven sizes at prices 
ranging from $30 to $35. 





For cars that have their gasoline 
tank caps so located that the trunk 
would be in the way, a special mounting 
can be provided. The same outfit as 
just mentioned, together with the tilt- 
ing type of trunk mounting that can 
be raised up out of the way of the 
gasoline filler cap, and locked in that 
position, and yet securely clamped in 
place after the tank is filled, ranges in 
price between $35 and $55, according 
to the type of car on which it is in- 
stalled. 
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READERS’ CLEARING HOUSE 


Ouestions and Answers on Dealers’ Problems 








Flat Rate Payments Prove 
Satisfactory 


Will you please tell me if there is any sat- 
isfactory way of paying employees of the re- 
pair shop by piece work or any other way 
than by the week, regardless of the work 
that they do?—Harry Nissen, Nissen’s Gar- 
age, 2901 Sheffield Ave., Chicago, Ill. 


ROM the report of those who have 

put into effect the piece work plan 
of paying mechanics we find in general 
that the results are very satisfactory 
to all concerned. We have yet to hear 
of a mechanic worthy of the name, who 
has failed to make more money on 
piece work than any other way of 
working and as to the employer his 
profits are very satisfactory.» We 
know of mechanics who average all the 
way from 20 to 50 per cent more money 
the year around on piece work and 
employers whose shops are now mak- 
ing them a good profit under this plan 
whereas previously they were continu- 
ally running in the red. 


Of course in the piece work system 
it is first of all absolutely essential to 
have a sufficient volume of business so 
that the men can be assured of making 
a good living each week. Having too 
many mechanics for the volume of the 
shop of course reduces the income of 
each one of them and is a situation 
which should not exist whether they 
are on piece work or a weekly salary. 
Where the volume of business is very 
irregular, modifications of the piece 
work plan are frequently employed. 
Of course the ideal situation is where 
all service is performed on a flat rate 
basis and the mechanic receives a cer- 
tain percentage of the labor charge. 
This in many cases is 40 per cent, with 
the shop retaining the 60 per cent. 
Of course it is impossible to say exactly 
what the division should be as the con- 
ditions vary and the cost of doing busi- 
ness as well as living conditions must 
be considered in setting this figure. 
Another plan is that of hiring men by 
the hour and placing a time allowance 
on jobs and paying the men by the jobs 
they do instead of merely by the hours 
that they put in. This gives them the 
advantage of any saving in time which 
they may be able to effect by reason 
of their intelligence, experience and 
special tools. Still another method is 
to pay the men a reasonable hourly 
rate. Sell service to the customer on 
the flat rate plan and if the mechainc 
completes the work in less than the 
allowed time he is given one-half of the 
saving. In some cases the employer 
retains the other half and in other 
cases the employer prefers to reduce 
the customer’s bill by that amount, thus 
building up good-will for the organiza- 





tion. Greater income for the mechanic 
and larger profits for the shop invaria- 
bly follow the installation of flat rate, 
both to customer and mechanic where 
there is a sufficient volume so that the 
men are kept busy. 


_— 


Alloy Piston Clearance 


I want to install Lynite pistons and would 
like to know how close these can be fitted? 
—Akron Repairman, 1130 Lovers Lane, Akron, 
Ohio. 


a= pistons of the split skirt type 
should be fitted with a clearance 
of .001 to .0015 in. for each inch of 
cylinder bore. That is, on a 3 in. bore 
engine the minimum clearance would 
be .003 in. 
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SHOP KINKS | 
Ideas that have proved useful 


To get a bolt into a difficult | 
hole, take the proper size bolt and | 
drill a 3/32 cotter pin hole in the 
end. Then file a slot from the 
cotter pin hole to the end of the 
bolt at each end of the hole but 
not so as to cut a complete slot 
all the way down to the hole. 
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Next take a piece of stove pipe 
wire and attach it as shown in 
the sketch. The slot permits a 
wire to hold the bolt without in- 
terfering with the nut. The bolt 
can now be drawn into place and 
the nut slipped down over the 
wire and onto the bolt, the nut 
being tightened before the wire 
is removed.—Goodwin Dahlen, | 
_ Mabel, Minn. | 
































Firing Order Easily 
Determined 


Can you supply us with a list of the firing 
orders of all four, and eight-cylinder 
engines on the market today, or can you tell 
us an easy way of finding the firing order of 
any engine?—Fred Martels, 188 Medford 
Ave., Patchogue, N. Y. 


rE do not have a list that is right 

up to date, but it is a very simple 
matter to find the firing order of any 
engine. Remove the spark plug or 
open the pet cock on No. 1 cylinder and 
crank the engine over slowly until you 
know that the piston is coming up on 
compression stroke which can be told 
by the air coming out of the opening. 
Then either remove all spark plugs or 
open the pet cocks and place wads of 
paper in each opening. Have one man 
crank the engine slowly while another 
man watches the order in which these 
pieces of paper are blown out. This is 
a sure way of finding the firing order. 


Six, 





How to Calculate the 
Engine R. P.M. 


Can you supply us with a list showing the 
engine revolutions per minute at 30 miles an 
hour on all of the present makes of cars ?— 
E. T. Bertrand, J. F. Kelley Motor Sales, 73 
S. Lake St., Aurora, III. 


Grace hardly permits us to publish 
all of this. The information neces- 
sary for figuring this out, however, is 
contained in the mechanical specifica- 
tions which are a part of each issue of 
Motor Age. Included in these specifi- 
cations are the tire sizes and gear 
ratios for the different models. That is 
the information needed in order to 
figure out the answers to your ques- 
tion. Following is a table showing the 
number of revolutions made by wheels 
of different diameters in going one mile. 


Tire Size Rev. per Mile 
29 695 
30 672 
31 650 
32 . 632 
33 611 


Knowing the tire size of the car on 
which you wish to figure the engine 
speed, refer to the Motor Age table and 
get the gear ratio, multiplying the rev- 
olutions per mile as shown in the table 
opposite the size of the tire that you 
are concerned with by the gear ratio 
of the car. That will give us the num- 
ber of engine revolutions per mile. If 
the car is doing 60 m.p.h., or in other 
words a mile a minute, the engine rev- 
olutions per mile would be the R.P.M. 
As you have asked for the engine 
R.P.M. at 30 m.p.h., the answer to 
your question would be just half of the 
60 mile-an-hour speed. 

Taking a specific example, let us 
figure the engine R.P.M. for a Chrys- 
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ler 70 site 30 m.p.h. We have a tire 
size of 30 in. and a gear ratio for 4.3 
to 1. The 30 in. tire, according to our 
chart, makes 672 revolutions in a mile. 
This multiplied by 4.3 gives us 2889.6 
engine revolutions per mile. As we al- 
ready said, that will be the engine 
R.P.M. when the car is going 60 m.p.h. 
To get the engine R.P.M. for any given 
car speed you can then multiply the 
2889.6 by the miles per hour, in your 
case 30, and then divide by 60, which 
gives 1444.8 R.P.M. 


Ruckstell Gearing on Fords 
Will you please show a sectional view of 
the Ruckstell axle as applied to Ford trucks. 
Also explain its operation and show the gear 
ratios of a Ford with this attachment and 
without it.—Minnesota Reader. 


N order to show the Ruckstell addi- 
tion to a Ford in a proper way, we 
are using two illustrations. The first 
is a phantom view showing the complete 
installation on the rear axle of a truck. 
The other view shows all of the internal 


-_ 

















parts that go to make up the installa- 
tion. The Ruckstell axle comprises a 
supplementary planetary reduction gear 
assembly in the rear axle housing, 
introducing an additional reduction be- 
tween the worm gear in the truck 
model, and the shafts when the shifter 
lever is in the “low” position. When 
the shifter lever is in the “high” or 
forward position, none of the Ruck- 
stell parts are in motion. In other 
words, in the high gear position the 
operation is just as though the Ruck- 
stell attachment were not on the car. 
The following table shows the compari- 
son of ratios with and without the 
Ruckstell equipment. 


Passenger Car Ratios with Ruckstell 
Axle High- 
Standard Speed 


Ford High 
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Ruckstell Intermediate 


re .. §.59:1 4. 7:1 
Ford Low ae - sees 8. 5:1 
Ruckstell Emergency 

a cindl ca ctisltgdieanibeah tie 15.40:1 13. :1 
Ford Reverse 14.50:1 12.30:1 
Ruckstell Emergency 

Reverse 22.30:1 19. 3:1 

Truck Ratios with Ruckstell Axle 

With With 

Low- High- 

Speed Speed 

Worm Worm 
Ford Hign ........ 7.25:1 5.15:1 
Ruckstell Intermediate 

bo, 5! 04 11. 6:1 8.25:1 
Ford Low ....... ., 19.95:1 14.20:1 
Ruckstell Emergency 

Ec te ae Cat S2.3e:i Be sk 
Ford Reverse . 29. :1 20.60:1 


Ruckstell Emergency 
NE ai 46. 4:1 32. 9:1 


Best Use New Rings 


I am coming to you with an argument. One 
party says that it is better to put the old 
compression ring back in the first groove and 
the new compression ring in the second groove 
when only putting in one ring. What is your 
answer ?—Glen Engelman, 204 E. Fourth St., 
Spring Valley, Ill. 

i * far the largest item for the job 

that you mentioned is that of labor. 
You will appreciate that when one ring 
is worn that the other likewise is con- 
siderably worn. For the two reasons 
just given we would not consider in- 
stalling one ring only. However, if but 
one ring is to be installed, we would 
put it in the first groove, for you will 
notice that due to the high temperature 
and the abrasives which come in with 
the air, that the upper ring wears more 
than the others. 


Flywheel Marks on Star 


Discontinued 

On the 1927 Model Star car I find timing 
marks on the flywheel but can find no indi- 
cator with which these should be lined up. 
Please advise me if there is an indicator and 
if so where is it located?—B. H. Watkins, 
318 14th Ave. W., Cedar Rapids, 


HE use of timing marks on the fly- 

- wheel is being discontinued in the 
Star car and that is why there is no 
pointer assembled on the car that you 
have. In the present production the 
flywheels are not being marked. 


Low Reading Sufficient 


Has the 1923 Chevrolet an oil pressure 
regulator. 


lowa. 


If so give the proper pressure.— 
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Gearing Gearing Roy’s Garage, 1548 Thirteenth St., Milwau- 
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HERE is no pressure regulator as 

this pump feeds a splash system. 
The oil goes to the center main bear- 
ing and also to troughs into which the 
connecting rods dip. Any indication 
from % lb. to 2 or 3 lb. on the gage 
shows that the pump is operating and 
that is all that is necessary. 


Gasoline Gage Service On 
Chrysler 


I would like some information in regard 
to the gasoline gage on the dash of the 1926 
model 70 Chrysler car. What I want to know 
is how to gage and where to 

O’Connor & Son, 
ae. 4 

UE to the construction of this gage 

it is hardly advisable for anyone 
other than the manufacturer to at- 
tempt repairs. The operation of the 
fuel ‘gage on the dash may be checked 
by the periodic return of the hand to 
“refill” every time the vacuum tank 
draws duel from the main gas tank. 

If the gage is not operating, tap the 
instrument board slightly to see if the 
hand is sticking. If the gage dves not 
move then, check the vent in the fuel 
tank filler cap to see that it is open and 
then tighten all gage line connections 
as one of these may be loose. If this 
does not cause the gage to register, 
drain the main tank, disconnect the 
union at the instrument panel] and blow 
back through the gage line toward and 
into the main tank between the gage 
line and tank gage unit. However, 
never blow hard against the gage nor 
apply air pressure to the rear tank 
vent to refill the vacuum tank, for ex- 
ample, as the pressure of the lungs is 
sufficient to break the gage diaphragm. 
All units should be assembled air tight 
as the slightest leak will throw the 
gage out. Drain the vacuum tank, fill 
the main tank and start the engine. If 
the gage is still inoperative after the 
engine has run long enough to cause 
the vacuum tank to trip and refill, the 
gage should be removed and sent to 
the factory for repairs or replaceient. 


repair this 
look for trouble in it.—F. 


Arena, Delaware County, 


Equipment Needed to 
Balance Flywheel 


We turned about 2 in. off a Hudson Super- 
Six flywheel and shrunk on a steel gear. The 
flywheel was originally drilled for balance 
and we find that the car vibrates very badly 
now when running at 35 m. p. h. Can you 
suggest some simple way of balancing the fly- 
wheel? We have no machinery 
out the balance.—Marek Garage, 
lowa. 


ALANCING a flywheel or crank- 
shaft requires very special equip- 
ment. By means of a pair of straight 


for testing 
Spillville, 


edges it might be possible to put this 


in static balance, that is to balance it 
when it is not running, but there would 
be no way of knowing whether the part 
would be in balance when running. We 
suggest you send the flywheel to the 
Hudson factory for balancing, as they 
are equipped to do this work properly. 
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Specifications of Capt. 
Lindbergh's Engine 


Will you give me the full specifications 
on the engine used by Capt. Lindbergh in 
his flight from New York to Paris? I feel 


this should be of 
readers at this 
107-9 East 


that 
many 


interest to 
& M. 
Street, 


general 
Service 
Larned, 


time.—H. 
Station, Fifth 
Kansas. 

HE engine used was a regular 

Wright Whirlwind, Model J. 5 C., 
produced by the Wright Aeronautical 
Corporation at Paterson, N. J. You 
may see different accounts referring to 
Models J. 5 C. and J. 5—both having to 
do with the engine used by Capt. 
Lindbergh. The letter ““C” merely means 
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that the engine is produced for com- 
mercial purposes. There is no mechan- 
ical difference between a J. 5 and a J. 
5 C. The equipment of this engine in- 
cludes a Stromberg carburetor and two 
Scintilla magnetos. There are nine air- 
cool cylinders arranged radially. 

This engine has a bore of 4% inches 
and a stroke of 5% inches. The piston 
displacement is 788 cu. in. The com- 
pression ratio is 5.4 to 1 and the power 
developed is from 200 hp. to 223 hp. ata 
speed of 1800 r.p.m. which is the normal 
speed at which the engine should be 
operated. The engine weighs 510 lbs. 
dry. This is 2.3 lbs. per horsepower 
developed. The overall length of the 
engine is 45 inches. Additional inform- 
ation which should prove of interest is 
as follows: 

A duralumin propeller set at 16% 
deg., and made by the Standard 
Steel Propeller Company, was_ used. 
The empty weight of the plane with all 
instruments was 2150 lbs. The use- 
ful load totaled 2985 lbs. and is made 
up approximately of 2600 lbs. of fuel, 
175 lbs. of oil, 170 lbs. for the pilot 
and 40 lbs. miscellaneous. Thus the 
total load at the start of the flight was 
5130 lbs. while at the finish with all 
fuel used, but with 10 gals. of oil left 
the total weight was 2415 lbs. The 
maximum speed of the plane fully 
loaded was 120 miles per hour. At 
its full load with carburetor set at full 
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rich mixture 6.95 miles per gallon were 
obtainable, while 13.9 m.p.g. were pos- 
sible with less load and lean mixture. 
Lindbergh is credited by the geo- 
logical survey with having covered 
3610 miles on his non-stop flight across 
the Atlantic. His time for the flight 
was 33% hrs. and his average speed, 
therefore, was about 108 m.p.h. 





Curing a Transmission 
Grease Leak 
We 1925 roadster which 
leaks grease at both ends of the transmission. 
We have installed new bearings at both ends, 
but have not grease retainer. 
When ordering the bearings we also ordered 
grease retainer and they This 
transmission has steel grease retainers and 
| would like to know where I can get a new 
set or if there is anything else we can do to 
stop this grease leak other than replace the 
retainers. This is a Warner transmission No. 
T-68-1.—Edward Anderson, 464 S. Avon Ave., 
Phillips, Wis. 
HE name and address of the com- 
pany that can supply you with the 
needed part will be given by separate 
letter. What you need is one oil 
slinger for the rear end, two trans- 
mission sliding shaft grease retainers 
and two transmission sliding shaft 
felts. When the transmission is torn 
down be sure to clean out the grooves 
that are in the transmission housing 
and which surround the grease slinger. 
It these grooves are plugged up with 
felt or if a lubricant that is too heavy 
tor this transmission has been used the 
oil return hole may be plugged up with 
the result that the transmission lubri- 
cant cannot return to the bottom of the 
transmission, but works out along the 
shaft. If you will then install the oil 
slinger and see that the grease re- 
tainers and felt are in position we feel 
sure you will have no more difficulty 
provided the proper lubricant is used. 
Of course if a grease or excessively 
heavy oil is used it may not be able to 
flow back through the drain hole and 
as a consequence may work out in spite 
of the felt. 


have a Moon 


replaced the 


sent us felts. 


Shimmying, Wandering, 
Pitching Discussed 


We are having trouble with different makes 
of cars wandering from side to 
road and with 
Will the 
little more overcome 


& Welding Works, 


side on the 
shimmying. 
of the axle back a 
this >—Bayer 
Shattuck, Okla. 


HE problem that you are up against 
was very thoroughly covered in an 


some of them 


setting slant 


Machine 


article beginning on page 14 of the 
December 23, 1926, issue of MOTOR 


AGE. These copies are very scarce now, 
but we are sending you one to help you 
out. 

Shimmying is generally caused by 
lack of balance of the wheels, mis- 
adjustment, excessive play or looseness 
of the front system. Both tires should 
be equally inflated and for high speed 
should be pumped 5 or 8 lbs. higher 
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than is recommended for general serv- 
ice. While all parts of the front system 
and steering gear should turn freely, 


there should be no appreciable lost 
motion except that there should be 


about 1 in. of free travel as measured 
on the steering wheel rim. 

Wheels should be balanced with the 
tires on so that there is no inclination 
for them to settle. The average toe-in 
of a balloon tire job will be between 
zero and 3/16 of an inch. Where a car 
wanders from side to side on the road, 
relief can generally be obtained by 
using shims or wedges between the axle 
and spring to give the axle a little more 
caster. Sometimes a broken or sagged 
spring will tip the axle the wrong way 
and cause the car to wander. Looseness 
of the U-bolts or of the shackle bolts 
and bushings is also a cause of shimmy- 
ing that is not always looked into. 





How can one overcome spring squeak and 


not oil springs enough to make them pitch? 

Authorities are divided on the subject 
of spring lubrication. On one side we 
have men who claim that springs should 
be oiled as frequently as the cars are 
oiled. On the other side are those who 
say that springs should never be oiled. 
There is, however, a happy medium. 
Over-oiling will cause a car to pitch or 
bounce, whereas lack of lubrication may 
let the spring leaves rust into one solid 
mass, resulting in hard riding and 
spring breakage. The happy medium 
is to disassemble the springs once a 
year, polish them with emery cloth and 
apply a light coating of graphite grease. 
Snubbers of one type or another are in 
common use today to prevent a car 
from pitching. In connection with 
snubbers it is usual to keep the springs 
liberally lubricated thus resulting in 
soft riding of the car with pitching 
checked by the snubbers. 





Replacing Ford Cam 
Bearing 


the correct way to 
the Ford front and center camshaft 
when 


Please tell us replace 
bearing 
in the chassis.—Muéglia 


Plainfield, N. J. 


the engine is 
Repair Shop, South 
HE first thing to do is to remove 
radiator, fan and bracket, genera- 





tor and bracket, and valve and timing 
gear covers. Then, raise each valve and 
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Check the Alignment 


We have in our shop a Buick 6, model 23- 
55 sport touring which has a habit of wearing 
out generator clutches about every 500 to 
1000 miles. We have put in one and another 
shop has put in two. The last one we in- 
stalled has been kept floating in thin grease. 
Can you give a remedy for this trouble r— 
W. H. Doyle, J-G Garage, Checotah, Okla. 


(>= possibility is that the coupling 
alignment is not very good. One 
thing to check is the attachment of 
generator to crankcase to see that there 
are no chips or specks of dirt in be- 
tween which would throw the machine 
out of alignment. Another thing to 
check is the pump shaft to see that it 
is not bent. Where the alignment 
seems to be good and this trouble is 
experienced it is possible to file out the 
slots in the coupling so that it is 
slightly loose. This gives possibility of 
a little noise but insures against dam- 
aging the generator clutch. The grease 
recommended is No. 2 cup grease. 





Ground Either Terminal 


I have recently had an argument with a 
friend about the installation of a dry cell bat- 
tery on a Ford for ignition. He claims you 
will get better and longer service from the 
battery if the negative terminal is gruunded. 
I say it does not make any difference which 
terminal is grounded. What do you say 
about it?—Carlos Farris, Tilford, Ky. 


T will make no difference in the life 

of the battery nor in the operation 
of the ignition as to which terminal is 
grounded. 

If the storage battery is put in a Ford car 
with the positive terminal grounded what 
effect would it have on the entire electrical 
system and battery as compared to having the 
negative terminal grounded. 


Ww == a battery has once been in- 
stalled a certain way and the am- 
meter has been connected and the gen- 
erator has been charging the battery 
we will find that the ammeter indica- 
tion will reverse if the battery is re- 
versed. This means that when you 
turn on the lights it will show charge 
instead of discharge with the battery 
reverse connected. However, no harm 
results and there is no need of chang- 
ing the battery if you do not object to 
having the ammeter reading always the 
reverse of what it should. When the 
generator first starts up, however, after 
a battery has been reversed the gen- 
erator tries to discharge the battery. 
The sudden rush of discharge current 
to the generator, however, usually re- 
verses its magnetism and it then 
charges the battery so that again no 
harm results. To make sure of the 
generator reversing itself it is a simple 
matter to close the cutout points once 
by hand or else short circuit the cutout 
terminal and the generator terminal 


with a pair of pliers. A still better 
procedure, however, is to turn on the 
lights and check the ammeter indica- 
tion when the battery has first been in- 
stalled and before the terminals have 
been tightened and the hold down bolts 
tightened. Then if it is wrong it is 
just as well to reverse the battery so 
that the ammeter will read correctly. 
As far as the electrical system is con- 
cerned, however, it will work just as 
well one way as the other. 


Special Motor Needed for 
Test Bench 


I wish to construct a test bench using an 
alternating current motor operating on 220 
volt, 60 cycle, 3 phase current. To start with 
I have one of Packer’s books ‘Electrical 
Trouble Shooting on the Motor Car.”’ On 
page 431 is a picture of a test bench with 
instructions for building and I intend to copy 
this idea. I have the motor together with 
silent chain and sprocket with 2 to 1 ratio. 
I have a good base for the motor, and gen- 
erator vise with hold down clamp. Have 
also a chuck that will hold from ' in. to 
1 in. The motor and vise stand are com- 
plete but what I want to know is how to 
regulate the motor for different speeds. I 
have a resistance unit taken from an elec 





tric stove. It is marked 110 volts, 1500 watts 
and the switch can be turned to positions 
which are marked “off’’—‘low’’—‘‘medium” 
and ‘“‘full.’’ 

The motor speed is 1140 r.p.m. and the 
big sprocket is on the motor shaft. We have 


only ten cars in the garage and have plenty 
of time to work on the bench. If I were 
engaged in general service work I would buy 
a regular driving unit. We do machine work 
and have in the shop a 19 in. heavy duty 
lathe, a 20 in. crank shaper, welding outfit, 
20 in. drill press, power emery wheels, black- 
smithing outfit, heavy duty press, tire 
changer, electric tire pump and plenty of 
good books, including a wiring manual. The 
test bench would just about round out the 
equipment that I feel we need.—Hugh J. 
Mallon, Apartado 162, Tampico, Mex. 


T looks as if you are out of luck try- 

ing to use three phase alternating 
current for variable speeds. These 
motors run at a fixed speed and there 
is no feasible way of slowing them 
down. Perhaps you can sell this motor 
or exchange it for a single phase motor 
which has a commutator. If you can 
do this you may be able to use the 
resistance unit from the electric stove. 
Another possibility, if you only have an 
occasional machine test, would be 
to rig up a friction drive device by 
which you can vary the speed or else 
use a couple of cone pulleys like on a 
lathe. In this way you might be able 
to get three or four different speeds 
and by slipping the belt might be able 
to check the point at which the gener- 
ator cuts in and out. We would not 


even suggest such a scheme if you op- 
erated an electrical shop or electrical 
department, for the right way to build 


up this bench is to get a good driving 
unit. Such a unit will give you any 
speed you wish and is the equipment 
you really need for electrical work. 





Impurities Cause It 

A friend of mine installed a new Delco 
lighting plant in his home about a year ago. 
One of the battery jars has developed a green 
substance inside the jar. This substance re- 
sembles a hairy growth and from the outside 
looks as if the jar were packed with green 
wool. Two of the adjoining jars are becom- 
ing affected with the same trouble.—Charles 
Tuckfeld, North Branch, Sullivan Co., N. Y. 


VIDENTLY some impurity has 

been introduced into the cell. Pos- 
sibly the water which is used in filling 
the jars is not pure. Possibly it is 
pumped with a pump which introduces 
some oil into the water. Another pos- 
sibility is that a speck of copper from 
one of the wires or terminals has fallen 
into the cell. It would probably be 
well to have affected jars cleaned out, 
and new electrolyte used. 





Flat Rates on Magnetizing 


I am new at the electrical business and 
wish to know how much money to charge for 
recharging each magnet in a two-bar magnet. 
Also each magnet in a Ford Magneto.—E. W. 
Syms, Ingersoll, Okla. 


F the magnets are brought in by 

some other repair shop and keepers 
are brought with them so that they can 
be taken back without magnetism being 
lost we believe that 50 cents for each 
magnet would be about right. If sev- 
eral were brought in at one time a 
somewhat lower charge should be made. 
For example, two might be charged for 
90 cents, three for $1.25 and four for 
$1.50. In most cases it would be a job 
of first removing the magnets, then 
charging them, then replacing and then 
testing to see if some improvement had 
been obtained. In this case we would 
suggest $1.50 as a total charge for a 
two bar magneto and $2.50 for a four. 

We do not recommend charging Ford 
magnets separately. If the engine is 
all apart it it much easier to run bat- 
tery current through the coil assembly 
and hold it over the flywheel, which is 
lying on the floor with the magnet side 
up, and allow the coil assembly to be 
attracted by the magnets and snap 
onto them the way it wishes to go. 
This test can be made with 6 volt cur- 
rent. An additional 6 volt battery 
could then be connected in series to 
strengthen the magnetic effect. If 
other shops in your territory are not 
familiar with this method, you could 
advertise a $2.00 price for recharging 
all the magnets of the Ford magneto 
provided they are brought in assembled 
on the flywheel. You could then have 
a magneto coil assembly to do the work. 
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Legal Queries on Automotive Topics 








Answers by Wellington Gustin 





Getting Accounting From 
Clearing Company 











On Jan. 27 I gave a clearing 
company a list of accounts for col- 
lection on commission. I can get no 
statement of what accounts they 
have collected, or be sure of what 
they have collected. I know one 
account was paid to them in full. 
Recently they won’t even answer 
my letters. 

What can I do, turn this over to 
the Postal Department, or can you 
help? The main thing I want is a 
statement of what accounts they 
have collected.—Incognito. 


RACTICALLY all collection agen- 

cies have a formal agreement writ- 
ten up and signed by their customer, 
usually the agreement amounts to an 
assignment of the accounts given the 
agency by the customer. If you signed 
such an agreement, you should look 
into it to see to what you have agreed. 
It might provide certain periods for 
rendering statements and remitting bal- 
ances due you. Then, if these terms 
have been violated, you would have a 
right of action on contract for breach 
thereof. 

Again, you can in any event go into 
eourt and ask an accounting, thus 
forcing the information you ask for. 

This matter would not come under 
the postal jurisdiction, unless your 
account was obtained by letters induc- 
ing you to send them the accounts, or 
to enter into the agreement. If so, and 
you think fraud has been practised 
upon you, then you can appeal to the 
postal inspectors. Fear of postal in- 
terference sometimes causes firms to 
refrain from using the mail to answer 
disgruntled customers. 

If you know your contract has been 
breached and you wish to stop collec- 
tions by the agency, you can notify 
your debtors not to pay the agency. 
Wherever one has already paid, he may 
tell you so and offer proof. Often that 
works out to this disadvantage; a wily 
debtor will take advantage of the sit- 
uation to claim he paid the account 
to the agency, and if your rupture 
with the agency causes the agency to 
keep all he has gotten and refuse to 
communicate with you, then you must 
bring one or both into court to find out 
if the account is paid. 

So, if the accounts in question are 
valuable, and you do not wish to go 
to the debtors direct to find out whether 
the accounts have been paid, then you 
could put your case in the hands of an 
attorney in the city where the agency 
is located to investigate and make a 





report and sue if necessary. This can 
best be done through a local attorney 
in your town who will correspond with 
a local attorney in the city of the 
agency. Any attorney who is a mem- 
ber of the Commercial Law League of 
America is equipped to do such work 
at a minimum cost to the client. 





Chattel Mortgage and 
Lien for Repairs 











Would like your advice as soon 
as possible on the following ques- 
tion: A customer leaves a car for 
repair which has a first mortgage 
on it about which I am not advised. 
He also rents garage space to 
leave the car in after the repair 
work has been done. The car has 
been in a separate garage for seven 
months. Can the man with the 
first mortgage take the car with- 
out paying for the repairs and 
rent for garage?—Wm. C. Allen, 
Galion, Ohio. 


N your state a valid and recorded 
chattel mortgage takes precedence 
over a subsequent lien for repairs. 
When considering the question of mort- 
gages one should first ascertain 
whether the mortgage in question is re- 
corded. Usually a mortgage that is 
unrecorded is valid only between the 
parties to the mortgage, but where it is 
recorded it gives notice to all the world. 
The law presumes that you have looked 
up the public record and have knowl- 
edge of it. 

Apparently you have not preserved 
your lien for repairs, unless you can 
show you have retained possession of 
the car. If customer has been using 
the car at all since you repaired it, that 
would destroy your claim of lien by re- 
taining possession. 

A chattel mortgage may not be valid 
and it may have been made after your 
claim of lien. Even where the repair- 
man has no lien for repairs or storage 
he may find on investigation that a 
purported mortgage is invalid and of 
no effect, because it is not recorded in 
the jurisdiction or locality required by 
the local law, or that it was not prop- 
erly executed, signed and acknowledged 
by the proper parties, before witnesses, 
etc., or that the property is not de- 
scribed or even that the mortgage is 
fraudulent and void, being made with- 
out consideration or for the purpose of 
defeating creditors. 





Difficulties Encountered in 
Time Sales 











We have had trouble about gar- 
age keeper’s and mechanic’s liens 


against cars which we have sold 
under conditional sale contracts. 
Please advise if there are any de- 
cisions that would apply to this 
question in a legal controversy.— 
Wabash Valley Motor Co., Robin- 
son, Ill. 


, ‘HERE are many decisions on these 
questions in the various states and 
some in Illinois. 


When a car is sold under a con- 
ditional sale contract and the title 
remains in seller until paid, what 
steps would you advise when car 
is removed from county in which 
purchaser agrees to keep it? 
Please state what steps to take 
under criminal statutes when re- 
moved to another state or removed 
to another county. 


You can proceed to reclaim the car 
in the manner provided in the condi- 
tional sales contract on _ condition 
broken. The state’s attarney should be 
consulted in matters under the crim- 
inal statutes. 


We have one case where a car 
was sold under a conditional sale 
contract and the purchaser re- 
moved it from the state and left it 
in storage in the other state, the 
garage keeper there believing it 
was only for one night storage. 
This car was not called for by the 
purchaser and after four months 
had elapsed, the garage keeper 
traced it back to us. We took pos- 
session of the car to stop the stor- 
age expense. Are there any crim- 
inal actions that can be taken 
against the purchaser? 


Every criminal act involves an in- 
tent. Was there an intent to commit 
a crime here? Of course in some cases 
the intent is implied from the act it- 
self. For instance, where the criminal 
statute forbids the removal of property 
from the state, the act of removal im- 
plies an intent. Under conditions of 
automobile traffic and uses going into 
various states the question arises, what 
is a removal of property? A car pass- 
ing through a state can hardly be said 
to be removed to that state as a mat- 
ter or in contemplation of law. Hence 
was there an intent to remove so as to 
make the customer criminally responsi- 
ble? 

In your opinion what is the best 
procedure in selling an automobile 
on time payment, whether to sell 
under conditional sale contract or 
take a chattel mortgage? 


The law upholding the chattel mort- 
gage is decisive and settled, which 
gives it an assurance and safety that 
may be doubted to some extent in the 
conditional sale. 
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Prices and Weights of Current Passenger Car Models 








SHIP 
WT. PASS. BODY STYLE PRICE 
AUBURN **6-66”"" 
.. 2-4-p Roadster $1,095 
5-p Touring 1,145 
3040 5-p Sport Sedan 1,195 
3080 5-p Sedan e 1,295 
3040 5-p Wanderer Se’n 1,345 
of 
2-4-p Roadster $1,395 
— 5-p Touring 1,445 
3350 5-p Sport Sedan 1,495 
3390 5-p Sedan 1,695 
3390 5-p Wanderer Se’n 1,745 
8.88" (130 in. W. B.) 
3180 2-4-p Sp. Roadster $1,995 
3200 5-p Touring 2,045 
3380 5-p Sport Sedan 2,095 
3450 5-p Sedan ,195 
3450 5-p Wanderer 2,245 
or 7-p Touring 2,295 
(147 in. W. B.) 
4200 7-p Sedan $2,595 
BUICK 6715" 
2990 2-4-p Roadster $1,195 
3040 5-p Touring 1,225 
3110 2-4-p Coupe 1,195 
3215 5-p 2d. Sedan 1,195 
3190 4-p Coupe 1,275 
3190 2-p Spec. Coupe 1,275 
3300 5-p 4d. Sedan 1,295 
3305 5-p Town Bro’m 1,375 
#4490"" 
3800 4-p Coupe $1,465 
3750 5-p 2d. Sedan 1,395 
3870 5-p 4d. Sedan 1,495 
447198"" 
3655 2-4-p Sp. Roadster $1,495 
3735 4-p Sp. Touring 1,525 
3905 3-p Country Club 1,765 
3940 5-p Coupe 1,850 
3915 3-5-p Conv’t Coupe 1,925 
4050 5-p Brough. Sedan 1,925 
4115 7-p Sedan 995 
CADILLAC 
*314"’ Standard Line 
(132 in. B. 
4170 5-p Brougham $2,995 
4105 2-p Coupe 3,100 
4190 5-p Victoria 3,195 
4270 5-p Sedan 3,250 
4460 2-p Sport Coupe 3,500 
4590 5-p Sport — 3,650 
(138 in. W. 

4420 T-p Sedan $3,400 
4480 7-p Imperial 3,535 
Custom Built (132 in. W. B.) 
422 2-p Roadster $3,350 
4300 2-p Conv’t Coupe 3,450 


(138 in. W. B.) 


4285 %-p Touring $3,450 
4275 4-p Phaeton . 
4705 4-p Sp. Phaeton 3,975 
4465 5-p Coupe 3,855 
4465 5-p Sedan 3,995 
4580 7-p Suburban 4,125 
4615 7-p Imperial 4,350 
CHANDLER “Big Six” 
3200 2-4-p Roadster $1,695 
3360 7-p Touring 1,695 
3570 5-p Met. Sedan 1,595 
3485 4-p Coupe 1,675 
34385 3-p Country Club 1675 
3570 5-p De Luxe Se’n 1,695 
3725 7T-p Sedan 1,895 
‘‘Standard Six’”’ 
2475 5-p Touring $ 945 
2565 5-p De Luxe Tour. 1,005 
2470 2-4-p Sport R’dster 1,135 
2740 5-p Sedan 995 
2630 2-p Coupe 1, + 
2740 5-p De Luxe Se’n 1,095 
2630 2-p De L. Coupe 1,125 
‘‘Special Six’’ 
2890 5-p Touring $1,145 
2940 5-p Sport Touring 1,295 
3050 2-p Coupe 
3050 2-p DeL. Coupe 1’985 
3270 5-p Sedan 1,295 
270 5-p Sedan De L. 1,345 
‘‘Royal Str. 8’’ 
3645 7-p Touring $2,195 
3435 4-p Roadster 2,195 
3610 4-p Coupe 2,195 
3610 3-p Country Club 2,195 
3760 5-p Sedan 2,195 
3870 7-p Sedan 2,295 
CHEVROLET “AA” 
1890 2-p Roadster $ 525 
1965 5-p Touring 525 
2090 2-p Utility Coupe 625 
2190 5-p Coach 595 
2275 5-p Sedan 695 
2135 2-4-p Cabriolet 715 
2270 5-p Landau Sedan 745 


Imperial Land. 780 











SHIP 
WT. PASS. BODY STYLE PRICE 
CHRYSLER ‘‘50” 
2145 5- -p Touring $ 750 
2025 2-p Roadster 750 
2130 2-4-p Roadster 795 
2230 2-p Coupe 750 
2235 5-p Coach 780 
2410 5-p Sedan $30 
2350 5-p Landau Se’n 885 
**60”"’ 
2570 5-p Touring $1,075 
2545 2-p Roadster 1,145 
2615 2-4-p Roadster 1,175 
2690 2-p Coupe 1,125 
2685 3-5-p Coupe 1,245 
2795 5-p Coachft 1,145 
2835 5-p Sedan 1,245 
6*7Q0"" 
2845 2-4-p Roadster $1,495 
2930 5-p Phaeton 1,395 
2905 5-p Sp. Phaeton 1,495 
2905 4-p Coupe 1,595 
3000 2-4-p Royal Coupe 1,545 
3090 5-p Brougham 1,525 
3150 5-p Royal Sedan 1,595 
2935 2-4-p Cabriolet 1,745 
3160 5-p Crown Sedan _ 1,795 
“80” (185\% in.*) 
3765 5-p Phaeton $2,495 
3805 2-4-p Roadster 2,595 
4110 5-p Coupe 3,095 
— 5-p Sedan 2,675 
4055 5-p Sedan 3,095 
(192'/7. in.*) 

4090 4-p Coupe $2,895 
1025 2-p Cabriolet 3,495 
(198!/o_ in.*) 

5 5-p Sportif $3,995 
4195 7-p Sedan 3, 4 
4370 7-p Sedan Lim. 3,59 
4432 5-p Town Car 5, 495 

tCloth Upholstery. Leather at 
extra cost. 
*Overall length. 
CUNNINGHAM “V-7” 
4500 4-p Sp. Touring $6,150 
4600 T-p Touring 6,650 
4700 4-p Coupe 7,600 
5000 6-p Limousine 8,100 
DAGMAR **6-70"’ 
3750 4-p Roadster $3,500 
3800 4-p Sp. Tourer 3,500 
3700 4-p Phaeton 3,500 
4200 4-p Petite Coupe 4,500 
4200 4-p Petite Sedan 4,500 
4500 4-p De L. Coupe 4,750 
4700 5-p Sedan 4,700 
4800 7-p Sedan 4,750 
**6.60"’ 
3150 5-p Touring $1,785 
3100 2-p Roadster 1,98 
3200 4-p Sp. Touring 1,985 
3500 5-p Sedan 2,445 
DAVIS "92.27" 
2915 5-p Legion. Tour. $1,395 
3000 5-p Sedan 1,595 
3055 5-p Imperial Se’n 1,795 
**94.27"’ 
2350 5-p Roadster $1,245 
2500 5-p Touring 1,285 
2570 5-p Sedan 1,285 
2375 3-p Coupe 1,285 
2575 5-p Imp. Sedan 1,385 
**98.27"" 
3050 5-p Touring $1,795 
3000 4-p Polo R’dster 1,795 
3150 4-p Princess Cp. 1,865 
3200 5-p Emperor Se’n 1,885 
DIANA ‘St. 8”’ 
5-p Phaeton $1,595 
2995 5-p Roadster 1,645 
2995 5-p Palm B. Rdstr 1,795 
3336 7-p Touring ,995 
3170 5-p DeL. Bro’m 1,695 
3275 5-p De L. Sedan _ 1,995 
3160 5-p Cabriolet 1,995 
3640 7-p Sedan (135 in. 
W. B. 2,695 
3640 7-p Berline Sedan 2,895 
3640 5-p Town Car 5,000 
DODGE BROTHERS 
2439 2-p Roadster $ 795 
2530 2-p Spec. R’dster. 845 
2584 5-p Touring 795 
2679 5-p Spec. Touring 845 
2646 2-4-p Sport Rds. 975 
2727 2-4-p Conv’t Coupe 995 
613 2-p Coupe 845 
2702 2-p Spec. Coupe 895 
2828 5-p Sedan 895 
2924 5-p Spec. Sedan 945 
2912 5-p De L. Sedan 1,075 
—‘Senior 6’ 
5-p Sedan 1,595 























SHIP 

WT. PASS. BODY STYLE PRICE 
DU PONT os 
3700 4-p Roadster $2,800 
3850 5-p Touring 2,800 
3850 4-p Coupe 3,200 
4100 5-p Sedan 3,400 
4100 5-p Conv’t Sedan 3,750 
ELCAR **6-70”’ 

... 5-7-p Touring $1,275 
2580 4-p Lan. R’dster' 1,475 
2670 4-p Brougham 1,295 
2750 5-p Sedan 1,395 

**8.R9"" 
re 5-p Touring 1,64 
3320 2-4-p Land. R’dster 1,870 
3410 5-p Brougham 1,595 
3490 5-p Sedan 1,790 
**8.90"" 
3675 7-p Touring $2,465 
3620 2-4-p Land. R’ster 2,295 
3710 5-p Brougham 2,195 
ny 4 5-p Sedan 2,265 
3895 5-p Sedan 2,465 
4245 7-p Sedan 2.765 
ERSKINE “— 
2300 5-p Tourer $ 945 
2265 2-p Bus. Coupe 945 
2400 5-p Cus. Sedan 995 
2330 2-4-p Sport Coupe 995 
ESSEX ‘Super Six’’ 
2150 2-p Speedabout $ 700 
2230 4-p Speedster 785 
2450 5-p Coach 735 
2340 2-p Coupe 735 
2530 5-p Sedan 4d 795 
2490 5-p Sedan Del, 895 
FALCON KNIGHT 
, Roadster 
; Touring 
- Coupe orn 
ar Landau et 
5-p Brougham $ 995 
5-p Sedan 1,095 
FLINT **Z~-18"’ 
2580 5-p DeL. Coach 895 
**60"’ 
2750 5-p Touring $1,250 
2885 4-p Sp. Roadster 1,350 
2890 4-p Coupe Rdster 1,395 
3030 5-p Sedan 4d 1,395 
3010 5- Brougham 1,395 
**80"" (120 in. W. B.) 
3245 5-p Touring $1,450 
3395 4-p Sp. Touring 1,595 
3500 4-p Coupe 1,795 
3625 5-p Sedan 1,850 
(130 in. W. B.) 
3470 7-p Touring $1,595 
3780 T7-p Sedan 2,050 
FORD ay 
1658 2-p Runabout $ 360 
1732 5-p Touring 380 
1820 2-p Coupe 485 
1950 5-p Tudor Sedan 495 
2002 5-p Fordor Sedan 545 
FRANKLIN ‘11-B” 
3015 3-p Sport Road. $2,690 
2975 5-p Touring 2,635 
3105 3-p Coupe 2,490 
3150 3-5-p Coupe 2,565 
3230 8=65-p Sedan 2,790 
3165 4-p Victoria 2,740 
3230 5-7-p Sedan 2,840 
3230 5-p Oxford Sedan 2,815 
3305 4-p Sp. Sedan 2,910 
3360 7-p Limousine 2,990 
~~ - Collap. Coupe 2,925 
Tandem Spt. 3,150 
GARDNER  (‘80”’ 
3030 4-p Roadster $1,395 
3030 4-p R’dster DeL. _ 1,495 
3375 5-p Bro’m Coupe __ 1,695 
3315 4-p Victoria Cp. 1,695 
3370 5-p Sedan 1,695 
3370 5-p Sedan DeL., 1,795 
3375 5-p Bro. Cp. DeL. 1,795 
3375 4-p Vie. Cp. DeL. 1,795 
**Q90’’ 
3400 2-4-p Roadster $1,995 
3475 4-p Landau Rd. 2,295 
3690 5-p Brougham 2,295 
3730 5-p Sedan 2,295 
3690 5-p Victoria 2,295 
HUDSON “Std. Line”’ 
8505 5-p Coach $1,285 
3620 5-p Sedan 1,38 








SHIP 
WT. PASS. BODY STYLE PRICE 
‘“‘Custombuilt”’ 
3480 2-p Roadster $1,500 
3565 7-p Phaeton 1,600 
3660 4-p Brougham 1,575 
3755 5-p Sedan 1,750 
3870 7- -p Sedan 1,850 
HUPMOBILE ‘A.1” 
2620 5-p Touring $1,325 
2660 2-4-p Roadster 1,385 
2800 5-p Sedan 1,385 
2800 2-4-p Coupe 1,385 
2890 5-p ae 1,385 
sé 3’! 
3300 5-p Touring $1,945 
3360 7-p Touring 2,045 
3355 2-4-p Roadster 2,045 
3465 2-4-p Coupe 2,345 
3515 5-p Brougham 2,245 
3545 5-p Sedan 2,345 
3525 5-p Victoria 2,345 
3360 7-p Sedan 2,495 
3360 7-p sedan Lim. 2,595 
JORDAN oom”? 
4-p Sport Salon $1,595 
2-4-p Tomboy ,595 
5-p Sedan ,595 
66.1"? 
2915 4-p Playboy Rd. $1,545 
3070 2-4-p Sport Coupe 1,695 
3200 4-p Cus. Victoria 1,695 
3200 5-p Cus. Sedan 1,695 
Series ‘‘AA”’ 
3470 5-p Cus. Sedan $2,495 
3470 4-p Cus. Victoria 2,495 
KISSEL **6-55"" 
(124 in. W. B.) 
3020 5-p Phaeton $1,685 
3160 4-p Speedster 1,895 
3483 4-p Coupe R’dster 1,895 
3300 5-p Brougham 1,695 
3486 5-p Spec. Bro’m 1,795 
3440 5-p Bro’m Se’n 1,895 
3378 5-p Conv’t Bro’m 2,295 
(131 in. W. B.) 
3660 7-p Touring $1,785 
3225 4-p  Tourster 1,895 
3596 5-p Spec. Bro’m 
Sedan 2,095 
3770 T-p Sedan 2,295 
**8.65"’ (125 in. W. B 
3240 5-p Phaeton $1,885 
3155 4-p Speedster 2,095 
3343 4-p Coupe R’dster 2,095 
3330 5-p Brougham 1,895 
3345 5-p Spec. Bro’m 1,995 
3400 5-p Bro’m Sedan 2,095 
3518 5-p Conv’t Bro’m 2,495 
(132 in. W. B. 
3360 7-p Touring $1,985 
3155 4-p Tourster 2,095 
3455 5-p Spec. Bro’m 
Sedan 2,295 
3630 7-p Sedan 2,495 
**8.75"" (131 in. W. B 
3220 §65-p Phaeton $2,185 
3360 4-p Speedster 2;39 
3578 4-p Coupe R’dster 2,395 
3565 5-p Brougham 2.195 
3671 5-p Spec. Bro’m 2,295 
3760 5-p Bro’m Sedan 2,395 
3863 5-p Conv’t Bro’m 2. 795 
(139 in. W. B. 
3630 7-p Touring $2,285 
3335 4-p Tourster 2,395 
3755 5-p Spec. Bro’m 
Sedan 2,595 
3975 7-p Sedan 2. 795 
3910 5-p Bro. Sed. DeL.2,985 
4080 7-p Sedan DeL. 3,495 
4125 7-p Ber. Sed. DeL. 3.585 
LASALLE 
3702 2-4-p Roadster $2,525 
3716 4-p Phaeton 2,495 
3834 2-4-p Coupe 2,585 
..-. 2-4-p Conv’t Coupe 2,635 
3795 4-p Victoria 2,635 
4063 5-p Sedan 2,685 
LINCOLN ‘‘8” 
4930 2-p Sport R’dster $4,600 
4920 7-p Sport Tour. 4,600 
4960 4-p Sport Phaeton 4,600 
4910 4-p Coupe ,400 
4920 4-p Sedan 4,800 
5030 5-p Sedan 4,800 
5050 7-p Sedan 5,000 
5180 7-p Limousine 5,200 
LOCOMOBILE ‘8-66’ 
3055 5-p Touring $1,785 
3035 3 -p Roadster 1,895 
3335 -p Sedan 1,895 
3330 5 -p Brougham 1,895 
nae 5-p Bro’m DeL 2,550 
**8.80"’ 
5-p Sedan $2,850 
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Prices and Weights of Current Passenger 





Car Models 








SHIP 
WT. PASS BODY STYLE PRICE 
*#90”’ 
4475 4-p Sportif $5,900 
4370 4-p Roadster 5,900 
4680 4-p Victoria Coupe 6,950 
4842 5-p Victoria Se’n 7,300 
4615 7-p Cabriolet 7500 
4930 7-p Suburban 7,500 
4615 7-p Brougham 7,500 
LOCOMOBILE ‘‘48”’ 
5030 4-p Sportif $ 7,460 
5330 7-p Touring 7,460 
5640 7-p Touring Lim. 9,500 
5600 5-p Victoria Sed. 10,050 
5464 6-p Brougham 10,040 
5868 7-p Enc. Dr. Lim. 10,050 
5624 7-p Cabriolet 10,300 
e 
McFARLAN “TV” 
4000 2-p Roadster $5,400 
4600 4-p Sp. Touring 5,600 
4900 4-p Coupe 6,720 
5200 4-p Tour. Sedan 6,720 
5200 7-p Tour. Sedan 6,810 
-p Sedan 6,720 
7-p Sedan 6,810 
7-p Spec. Sedan 6,810 
7-p Enc. Sedan 7,110 
_— 7-p Sub. Sedan 7,110 
5200 7-p Town Car 9,000 
“Straight 8’’ 
3400 2-p Roadster $2,650 
3400 5-p Touring ,650 
3450 7-p Touring 2,750 
3400 4-p Roadster 3,050 
3650 5-p Sedan 3,180 
3650 5-p Sub. Sedan 3,380 
3700 7-p Sedan 3,280 
3700 7-p Sub. Sedan 3,480 
3650 4-p Coupe 3,180 
3650 5-p Broug. Coach 3,180 
3750 5-p Town Car 4,600 
MARMON ‘8” 
3019 2-p Speedster $1,895 
2977 4-p Speedster 1,965 
3054 2-p Coupe R’dster 1,995 
3053 2-p Coupe 1,895 
303 4-p Sedan 2d. 1,795 
3092 4-p Sedan 4d. 1,895 
Pr « 4-p Brougham 1,895 
3119 5-p Cus. Se’n 2W 2,595 
3172 5-p Cus. Se’n 3W 2,595 
3116 4-p Cus. Victoria 2,595 
3040 4-p Cus. Cabriolet 3,125 
‘Ee 75" 
4251 2-p Speedster $3,485 
4256 4-p Speedster 3,485 
4017 5-p Phaeton 3,485 
4480 7-p Tour. Sp’ster 3,565 
137 2-p Coupe R’dster 3,565 
4452 5-p Town Coupe 3,195 
3% 2-p Coupe 3,485 
4346 4-p Victoria 3,485 
$1525 5-p Brougham 3,565 
4498 5-p Sedan 3,565 
4620 7-p Sedan 3,640 
4515 5-p Custom Se’n 3,960 
4678 7-p Custom Se’n 4,075 
4718 7-D Custom Lim. 4.175 
MOON **6-60"’ 
2295 3-p Roadster $ 995 
340 5-p Phaeton 995 
9330 3-5-p DeL. R’dster’ 1,095 
2330 3-5-p Roy. R’dster 1,195 
2575 3-5-p Cab. R’dster’§ 1,195 
2575 3-5-p Roy. Cab. Rds. 1,295 
2420 5-p Coach 1,045 
2520 5-p Std. Brough. 1,145 
520 5-p Royal Bro’m 1,195 
2605 5-p 4d. Sedan 1,245 
2605 5-p Royal Sedan 1,295 
Series ‘‘A’”’ 
2600 5-p Roadster $1,395 
2560 d-p Touring 1,195 
2720 5-p Cab. R’dster 1,595 
2710 5-p DeL. Bro’m 1,395 
2860 5-p DeL. Sedan 4d 1,545 
NASH ‘Light Six’’ 
2275 5-p Touring $ 865 
2310 2-p Coupe 925 
2440 5-p Sedan 925 
2475 5-p Sedan 995 
2550 5-p DeL. Sedan 1,085 
‘*Special Six’’ 
2900 2-p Roadster $1,115 
2980 5-p Touring 1,135 
2980 4-p Roadster 1,225 
3070 4-p Cabriolet 1,290 
303 2-p Business Cp. 1,165 
2150 5-p Sedan 2d. 1,215 
3170 5-p Sedan 1,315 
3250 5-p Spec. Sedan 1,485 
hood 5-p Caval. Sed. 1,695 
“Advanced Six’’ 
(121 in. W. B.) 
3390 4-p Roadster $1,475 
3400 5-p Touring 1,340 



































SHIP 
WT PASS. BODY STYLE PRICE 
3550 5-p Sedan 2d. $1,425 
3650 5-p Sedan 1,525 
3650 5-p Spec. Sedan 1,695 
35380 4-p Coupe 1,775 
(127 in. W. B.) . 
3480 7-p Touring $1,490 
3500 5-p Sp. Touring 1,540 
3640 4-p Victoria 1,790 
3750 5-p Coupe 1,990 
3800 5-p Amb. Sed. 2,090 
3830 7-p Sedan 2,090 
OAKLAND “py 
2500 5-p Touring $1,025 
2590 4-p Sp. R’dster 1,175 
2620 5-p Sp. Phaeton 1,095 
2745 5-p 2d. Sedan 1,095 
2705 3-p Landau Cp. 1,125 
2855 5-p 4d. Sedan 1,195 
2885 5-p Landau-Se’n 1,295 
OLDSMOBILE ‘‘30E”’ 
2490 5-p Sp. Touring $ 980 
2317 4-p DeL. Roadster 975 
2450 2-p Coupe 925 
2570 5-p Sedan 2d. 950 
2538 2-p DeLuxe Coupe 990 
2650 4-p Sp. Coupe 1,035 
2720 5-p DeL. Sedan 1,050 
2625 5-p Sedan 4d. 1,025 
2780 5-p De L. Sedan 1,125 
2780 5-p Landau 1,190 
OVERLAND ‘‘(4) Whippet” 
L985 5-p Touring $ 625 
1930 2-4-p Roadster 695 
2025 2-p Coupe 625 
2075 5-p Coach 625 
2185 5-p Sedan 725 
2230 d-p Landau 755 
‘“*(6) Whippet’”’ 
2270 5-p Touring $ 765 
2225 2-4-p Roadster 825 
2305 2-p Coupe 795 
2405 5-p Coach 795 
2440 d-p Sedan 875 
2490 5-p Landau 925 
PACKARD “go 
3545 4-p Roadster $2,350 
3590 5-p Phaeton 2,250 
0825 5-p Sedan 2,250 
(133 in. W. B.) 
3790 7-p Touring $2,785 
3925 4-p Coupe 2,685 
1070 7-p Sedan 2,785 
1015 5-p Club Sedan 2,725 
$130 7-p Sedan Lim. 2,885 
— (136 in. W. B.) 
1110 4-p tunabout $3,850 
1130 o-p Phaeton 3,7D 
175 4-p Coupe ,750 
30 5-p Sedan 4,750 
(143% in. W. B.) 
$250 7-p Touring $3,950 
1550 5-p Club Sedan 4,890 
1660 7-p Sedah 0,000 
1700 7-p Sedan Lim. 5,100 
PAIGE "6.45" 
i 5-p Touring $1,095 
2660 5-p Brougham 1,095 
2615 4-p Cab. R’dster 1,295 
ate 2-p Coupe "095 
60 5-p Sedan 1,195 
"6-75" (125 in. W. B.) 
3420 7-p Touring $1,655 
3540 4-p Cab Roadster 1,995 
3550 5-p Sedan 1,695 
3550 4-p Coupe 1,995 
3765 7-p Sedan 1,995 
3805 7-p Limousine 2,145 
**6-65"" (115 in. W. B.) 
3055 4-p toadster $1,495 
3215 5-p Brougham 1,395 
3115 5-p Landau Bro’m 1,395 
3280 5-p Sedan 1,495 
“g.g85" . 
5570 7-p Touring $2,295 
.700 5-p Sedan 2,355 
3910 7-p Sedan 2,655 
3620 4-p Cab R’dster 2,655 
3700 4-p Coupe 2,655 
3950 7-p Limousine 2,795 
PEERLESS /‘‘6-60” 
2-4-p Roadster $1,295 
2-4-p Coupe R’ dster 1,345 
5-p Sedan 1,345 
6-72” (126/2 in. W. B.) 
3625 5-p Coupe 2,299 
3680 5-p Sedan 2,395 
(133 in. W. B.) 
3475 2-4-p Sp. Roadster $2,195 
3400 7-p Phaeton 1,995 
2200 7-p Sedan 2,595 
3825 7-p Limousine 2,695 
3575 5-p DeL. Sedan 2,795 
3650 7T-p DeL. Sedan 2,995 




















SHIP 
WT. PASS. BODY STYLE PRICE 
**6.80"’ 
2950 5-p Phaeton $1,395 
3025 2-4-p Roadster 1,495 
.... 2-4-p Coupe R’dster 1,565 
3120 2-4-p Coupe 1,565 
3100 5-p Sedan 2d. 1,395 
3290 5-p Std. Sedan 1,595 
ia ae ar Sport Sedan ,795 
3140 5-p DeL. Sedan 1,795 
**6-90”’ 

5-p Phaeton $1,695 
.... 2-4-p Sport R’ster 1,695 
3260 4-p Coupe 1,725 
Behe 4-p Sedan 1,895 
3410 5-p Sedan 1,895 
3460 5-p Landaulet 1,995 

‘*8.69"’ (1331/2 in. W. B.) 
3850 2-4-p Ro: ‘dster $2,995 
= eaie 7-p Sedan 3,095 
$125 5-p Sedan 3,495 
$200 7-p Sedan 3,595 
1275 5-p Ber. Lim. 3,795 
(126 in. W. B.) 
ee 5-p Coupe 2,795 
£050 5-p Sedan 2,995 
PIERCE-ARROW ‘‘80” 
3285 2-p Runabout $2,495 
3300 4-p Phaeton 3,095 
3440 7-p Phaeton 2,895 
3470 5-p Brougham 2,495 
3405 2-p Coupe 3,100 
3450 2-4-p Coupe 3,200 
3525 5-p Std. Sedan 2,895 
3565 5-p Club Sedan 3.300 
2620 7-p Std. Sedan 3,350 
3570 5-p Club Sedan 
Landau 3,400 
3680 7-p Ene. Dr. Lim. 3,450 
3420 4-p Coupe 3,250 
3500 5-p Std. Sedan 3,895 
3600 7-p Std. Sedan 3,995 
3660 7-p Enc. Dr. Lim. 4,045 
#*#26”’ 

1560 2-p Runabout $5,875 
$510 4-p Touring 5,875 
1585 7-p Touring 5,875 
{760 3-p Coupe 6,375 
£830 4-p Sedan 6,375 
{815 7-p Sedan 5,875 
1795 4-p Coupe Sedan 6,375 
4870 7-p Enclosed Lim. 5,875 
1740 7-p French Lim. 7,500 


$895 7-p Ene. Dr. Land. 6,000 
4840 i-p Sedan Landau 6,000 
4880 4-p Lim. Encl. 6,375 
$805 4-p Sedan 6,475 
1745 2-p Coupe 6,600 
4800 4-p Sedan Landau 6,600 
{S80 4-p Encl. Landau’ 6,600 
4865 7-p French Lan. 8,000 
PONTIAC “in” 
2160 2-4-p Roadster $ 775 
2275 2-p Coupe 775 
2375 5-p 2d. Sedan 775 
2345 4-p Sport Cab. 835 
2460 5-p Landau Sedan 895 
510 5-p DeL. Lan. Sed. 975 
REO 66m”? 
ie Mie 2-p toadster $1,685 
a srougham 1,595 
ai tg 2-p Sport Coupe 1,625 
8700 ver Sedan 1,845 
4-p Victoria 1,845 
uns DeL. Sedan 1,995 
‘“Wolverine’”’ 
2960 »-p Brougham $1,195 
ROAMER **8.78”"" 
2-p Roadster ‘1, 49 
4-p Coupe 495 2 
5-p Sedan "7 95 
**8.80"’ 
3410 2-p Coupe $1,985 
3440 5-p Brougham 1,985 
3570 5-p Sedan 1,985 
**8.88"’ 
3650 5-p Tourer $2,495 
3880 5-p Sedan 2,985 
3980 7-p Sedan 3,285 
ROLLS-ROYCE 
Manufacturers do not quote 
list prices 
STAR “«q”’ 
1850 2-p Con. R’dster $ 550 
1920 D-p Touring D0 
1965 2-p Coupe 650 
2120 5-p Coach 675 
2200 -p Sedan 4d. 765 
oe? 
2070 »-p Touring $ 725 
2140 2-4-p Sp. Roadster SSD 
2260 -4-p Cabriolet S15 
2145 2-p Coupe 795 
2265 5-p Coach 845 
2340 5-Dp Sedan 925 
2339 5-p Landau Sedan = 975 
2299 -4-p Sp. Coupe 975 




















SHIP 
WT. PASS. BODY STYLE PRICE 
STEARNS-KNIGHT ‘“‘F 6-85’’ 
4185 4-p Roadster $3,250 
285 4-p Touring 3,250 
4250 4-p Cab-Roadster 3,450 
4407 4-p Coupe 3,350 
4515 5-p Std. Sedan 3,350 
4640 7-p Sedan 3,550 
4650 5-p Std. Sed. Lim. 3,550 
4800 7-p Sedan Lim. 3,750 
'*G -885"’ 
rr 4-p Roadster $3,850 
4633 4-p Touring 3,850 
4717 4-p Cab. Roadster 4,250 
{882 4-p Coupe 4,250 
4934 5-p Sedan 4,350 
5027 7-p Sedan 4,450 
7-p Limousine 4,650 
5-p Sedan. Lim. 4,550 
STUDEBAKER “Std. Six’”’ 
2880 3-p Du. Roadster $1,160 
3080 5-p Cus. Tourer 1,165 
2945 3-p Sport Roadster 1,195 
3105 5-p Du. Phaeton 1,195 
3090 7-p Cus. Tourer 1,245 
2875 3-p Country Club 1,295 
3115 5-p Coach 1,230 
3235 5-p Custom Sedan 1,335 
3165 4-p Cus. Victoria 1,325 
‘“*‘Special Six’’ 
3760 5-p Coach $1,480 
3920 5-p srougham 1,730 


“Big Six’ (120 in. W. B.) 


3270 3-D Du. Roadster $1,530 
3400 2-4-p Sport Roadster 1,495 
3700 5-p Du. Phaeton 1,445 
3800 5-p Club Coupe 1,480 
3395 2-p Com’'der Coupe 1,545 
3469 4-p Com/’der Coupe 1,645 
3510 4-p Com. Victoria 1,575 
3570 5-p Com’'der Sedan 1,585 
(127 in. W. B.) 
3720 7-p Du. Phaeton $1,845 
wane 7-p Tourer 1,845 
4050 7-p The President 2,245 
4080 7-p Pres’t Lim. 2,495 
STUTZ “‘AA’”’ (131 in. W. B.) 
4058 2-4-p Speedster 3,150 
4175 4-p Speedster 3,160 
4334 5-p Brougham 3,195 
4340 d-p Sedan 3,195 
4176 4-p Vie. Coupe 3,175 
4182 2-4-p Coupe 3,165 
5-p Landau Sed. 3,345 
(145 in. W. B.) 
1566 5-p Tour. Bro’m $3,685 
1656 i-p Sedan 3,685 
473 7-p Sedan Lim. 3,785 
“AA De Luxe’’ (131 in. W. B.) 
4058 2-p Speedster $3,250 
$175 4-p Speedster 3,260 
$182 2-p Coupe 3,265 
$176 4-p Vict. Coupe 3,205 
4334 5-p Brougham 3,320 
4340 b-p Sedan 3,020 
a 5-p Landau Sed. 3,470 
(145 in. W. B.) 
4566 5-p Tour. Bro’m $3,835 
1656 7-p Sedan 3,835 
1731 7-p Sed. Lim. 3,910 
“AA Custom” 
$182 2-p Coupe $3,915 
4176 4-p Vict. Coupe 3,925 
$340 5-p Sedan 3,995 
1090 2-4-p Cab. Coupe 3,995 
VELIE ‘‘Spec. 60’’ 
3025 5-p Club Phaeton $1,450 
3260 4-p Coupe 1,585 
3335 5-p Spec. Sedan 1,585 
3350 5-p toyal Sedan 1,635 
“Std. 50’’ 

2-4-p Roadster . $1,165 
2730 3-p Coupe 1,165 
»810 5-p Sedan 1,165 
WILLS STE. CLAIRE ‘“T6” 
3675 5-p Traveler $2,700 
3580 4-p Roadster 2,700 
3750 4-p Cab. Coupe 3,300 
3900 5-p Std. Sedan 3,150 
3970 7-p Sedan 3,250 
1080 7-p Limousine 3,300 
WILLYS-KNIGHT ‘66-A” 

(126 in. W. B.) 

3575 2-p Roadster $1,950 
3684 a-p Touring 1,850 
3500 -4-p Cab. Coupe 2,295 
3950 4-p Foursome Sed. 2,295 
3975 5-p Sedan 2'995 
| 4075 7-p Sedan (135 in.) 2,850 
| “70.A’’ 

2900 -p Touring $1,295 
2965 2-4-p Roadster 1,350 
2815 2-p Coupe 1,295 
3010 5-p Coach 1,295 
2880 2-4-p Cab Coupe 1,495 
21056 5-p Sedan 1,495 
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People everywhere are realizing 
that Chevrolet offers a host of 
costly car features and refine- 
| ments and a type of perform- 
| ance previously undreamed-of 
| in a low-priced automobile— 
| that the Most Beautiful Chev- 
| rolet has changed every idea of 
how fine a car can be bought 
for little money. 


Asa result of this unapproached 
| value, Chevrolet sales in every 
| section of the country are reach- 
| ing new and spectacular heights 
| —with Chevrolet dealers every- 
| where enjoying aconstantly 
increasing volume of sound 
| profitable business. 
| 
| 
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CHEVROLET MOTOR CO., DETROIT. 


Division of General Motors Corporation 
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Chevrolet has changed 
every idea of how fine a car 
can be bought for little | 
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Check Chevrolet 
Delivered Prices 
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They includethe lowest 
handling and financing 
charges available. 
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Nothing less than 


amazin g success 








April 22, 1927 


Elcar Motor Company, 
Elkhart, Indiana. 


Gentlemen? 


After many years in the automobile field, we feel 
qualified to match prophecies with anyone. And 

we prophesy without hesitation, because our sales 
this year justify it, that 1927 will be the most 
prosperous Elcar dealers Nave ever known, and that 
they will make more money than many other dealers, 
regardless of either the name or the advertising 
back of the car they handle. 


Very truly yours, 
ELCAR BUFFALO CORPORATION 





oa 
of (Our 











/ h President 


could win such a letter! 


No car that is only mildly suc- 
cessful can inspire letters like 
that reproduced here. And no 
ELCAR dealer would term the 
success of the 1927 ELCAR with 
the Shock-less (hassis merely mild. 


The continuously phenomenal 
success of the Shock-less (hassis has 
added immensely to the value 
of a franchise that has never been 
unprofitable. Let us send you 
details of that franchise at once. 
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- ELKHART, INDIAN 
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“Makers of 


Business Prosperity” 
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A 


A “TD USINESS journalism has established a great clearing 
CHARLES M. SCHWAB house of information,” says Mr. Schwab, probably as 
widely recognized for his human understanding of selling 
as for his capacity as a great manufacturer. 

“You cannot have prosperity,” says Mr. Schwab, “with- 
out confidence, and you cannot have confidence without a 
free and honest exchange of information.” 


* * * 7 + 
That is the platform this publication stands on. Business 


publications which succeed are more than a collection of 
editorial and advertising pages. 


* * * * * 


Every publication has its specialized field of service and 
plays its part intimately in the interchange of information 
and opinion, which is the basis of prosperity to which the 


captain of steel refers. 
* * * * * 
Both editorial and advertising pages are made to fulfill 
this great responsibility. The men and methods the editors 
d select for their pages and the advertising which the clients 
of this paper buy to inform its readers of their products, are 
, brought together between the covers of a business journal 


for intimate help and service. 





et When you have read both editorial and advertising 
ctosaenanons ave sections and you have a complete knowledge of the service 
a working code of the publisher of this journal has prepared for you; then you, 
ean emg like Mr. Schwab, will see it—a Maker of Prosperity. 


American industry, 
trade and professions 
are placed first--a code 
demanding unbiased 
editorial pages, classi- 
fied and verified paid 
subscribers, and 
honest advertising of [| * 
dependable products. (J 
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We i. dl a book 
on Eaton springs 


No matter what kind 
of car drives in for a 
replacement spring, 
there is an Eaton 
Spring made accord- 
ing to manufacturers’ 
blueprints, ready at a 
near-by Eaton branch. 


—but, here is the whole story in a nutshell 


Eaton Factory Branches in the principal 
distributing centers—each with a complete 
warehouse stock, giving overnight express 
delivery to any part of the country— 
keep your inventories at rock-bottom and 
give undelayed service to your customers. 
THE EATON BUMPER & SPRING SERVICE CO. - Cleveland, Ohio 


Factory Branches with complete warehouse stocks at—Boston, Philadelphia, Cleveland, Chicago, Kansas City, Denver, Dallas, Atlanta 


EATON SPRINGS 


Made by the Makers of Eaton Axles and Eaton Bumpers 
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winter business 


standard anti-freeze 
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More car-owners will ask you for PYRO 


LREADY the biggest selling anti- 
freeze on the market, Pyro will have 
even greater demand next winter. 


Two strong advertising campaigns will 
tell car-owners in every community the 
advantages of Pyro—the standard ant1i- 
freeze. 














U.S. INDUSTRIAL ALCOHOL CO. 


Rough sketches of some of these forcefu 
sales messages are shown above. One set 
of advertisements will appear at regular 
intervals in 140 newspapers all over the 
country. In addition, special advertise- 
ments will run whenever the Weather 
Bureau announces ‘‘colder weather 
coming.” 
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Permanent Protection 
to Meter or Ornament 


The self-locking slotted disc washer (as illus- 
trated) is a well-known and efficient Keystone 
feature. The meter or ornament is securely 
locked to hinged cover of cap because the teeth 
of washer engage between threads and expand miihicectinnien $8.50 
into the stem when firmly tightened. Delane june 7.50 















W ith Genuine Onyx Balls 


A Keystone Cap locks automatically to radiator neck 
and cannot be removed without shop tools. (No keys, 
balls, pins or set screws are employed.) Brass, 
machine-set inserts eliminate corrosion, sticking and 
“freezing —therefore, because they are rustproof, per- 
manent protection is provided for the complete unit. 


These time proven niechanical features in Keystone 
Caps are recognized for their superiority by jobbers, 
dealers and car owners throughout the entire country. 





The combination of distinctive beauty in design and Senior (all nickel) $4.50 
the utmost in utility and protection has made the Junior (all nickel) 3.50 
Keystone Line the outstanding success it is today. ee 


Ask your jobber or write us 


THE NORLIPP COMPANY 
568 W. Congress St. Chicago 


KEYSTONE 












SELF-LOCKING sig OT a 
RADIATOR CAPS a - > oo 
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It’s Easy to Sell Cars in June, but— 
You Can’t Make Profits 
Until You Make Deliveries 


How much money have you lost because 
you were unable to deliver all the cars you 
could sell in June and other big buying 
months? 


The more you have lost, the more you will 
appreciate the full value of the protection 
offered the man who holds the Oakland- 
Pontiac Double-Profit Franchise. For Oak- 
land recently spent $15,000,000 in factory 
expansions, including a brand new plant 
for Pontiac Sixes and important additions 
to the Oakland Six plant. 


Not content with giving its dealers two 
lines of sixes that the public wants and will 
buy—not satisfied with helping its dealers 
sell these cars in record-breaking volume 
—never resting until the final step en- 
abling dealers to make big profits has 
been taken— 


Oakland has expanded its facilities and in- 
creased its equipment so extensively that 
even in the biggest buying seasons prompt 
deliveries are assured. 


You know the immense popularity of the 
New and Finer Pontiac Six. And you know 
that the Greater Oakland Six is gaining 
prestige every day. Now, knowing that 
Oakland can deliver cars at times when 
you need them most, you should look with 
even greater interest on the Double-Profit 
Franchise. 


If you want to know all its advantages, 
mail the coupon below. 


Oakland Six, $1025 to $1295. Pontiac Six, $775 to $975. 
Pontiac Six, Commercial Cars, $585 to $770. All prices at 
Factory. Delivered prices include minimum handling charges. 
Easy to pay on the General Motors Time Payment Plan. 


OAKLAND MOTOR CAR CO., PONTIAC, MICH. 


OAKLAND-PONTIAC 


Double-Profit 
Franchise 











With the Oakland 
activities, Oakland Six capacity is now 360 cars a day. An addition 
al $1,500,000 is being invested f 
daily capacity of 600 Oakland Sixes a day will shortly be attained. 










lant relieved by the transfer of Pontiac Six 


or new machinery, etc., so that a 


Airplane view of the new Pon 
tiac Six factory. 
plant in rear, connected by an 
aerial conveyor 1240 feet long 


Fisher Body 
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market doubled by recent 
price reductions 


HERE are now at least twice 

as many people in your terri- 
tory who can afford to buy a Pierce- 
Arrow as there were before the re- 
cent price reductions—up to $500 
—on several popular Series 80 mod- 
els. Your customers can now buy 
a beautiful five-passenger, enclosed 
Pierce-Arrow for as low as $2495 
(at factory, plus tax). 


This greatly widened market 
makes the Pierce-Arrow franchise— 
always desirable and profitable— 
more valuable than ever before. 
The new prices, the lowest in Pierce- 
Arrow history, make these cars 
available at but little above the cost 


THE PIERCE-ARROW MOTOR CAR COMPANY, 


of the average popular-priced car. 


And the result is felt, not only in 
record-breaking sales of Series 80 
cats, but the magnificent Series 36 
at $5875 (plus tax and transporta- 
tion) for the Enclosed Drive Lim- 
Ousine, is sharing in this strong 
demand. 


In cities, large or small, where 
Pierce-Atrow is not adequately 
represented, dealers and other sub- 
stantial business men ate invited 
to investigate the new franchise. 
With Pierce-Arrow selling as 
never before, this franchise is, with- 
out doubt, the most profitable 
in the entire field. Write or wire. 


Buffalo, N. Y. 





June 9, 1927 


-PIERCE-ARROW 























Chilton Building, Philadelphia Publication 
Offices of Chilton Class Journal Company. 
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The Chilton Class Journal Company is the 
Automotive Division of the United Publishers 
Corporation. 


United Publishers Corporation Building, 
New York Publication Offices 
of Chilton Class Journal Company. 











































' Retail Automotive Distribution 


UCCESSFUL SELLING is the goal toward which the major effort of 
the automotive industry has been directed for over a quarter of a 


century ! 


Fifteen years ago the problem was to sell the automotive idea to a somewhat 
skeptical public. 


Ten years ago the foundations of modern automotive selling were being 
laid, but in the absence of a permanent, closely knit sales organization manu- 
facturers still found it necessary to deal, or attempt to deal, directly with 
the buying public. 


Today the sales machinery of the nation’s greatest industry is solidly 
established. It is coordinated, synchronized to modern buying habits, and 
extends from the greatest city to the most remote hamlet. No sales or- 
ganization in all industrial history has penetrated so deeply into the buy- 
ing consciousness of the public. 


These facts are recognized by the makers of automotive products. They no 
longer need to be told that the dealer is the keystone in the sales arch. The 
need for establishing effective trade contact is not subject to question. 


Today’s sales problem has to do with the best method for establishing a 
sound and profitable contact with the dealer organization. 


Some manufacturers are still in doubt as to the most effective means for 
impressing sales messages on the minds of the worthwhile elements in trade 
circles. It is generally realized that the concern with well established trade 
connections has its sales battle won in advance. 


No manufacturer would knowingly buy inferior materials at high prices 
for use in his factory. This matter of relative values is just as applicable to 
expenditures for promoting sales. 


To assist manufacturers in arriving at a fair basis of comparison between 
various publicity media, this booklet*, summarizing the results of several 
nation-wide investigations by outstanding manufacturers, has been prepared, 
and is offered, not as opinion, but as evidence. 


Chilton Class Journal Company 











*NotE—This 16-page insert is a fart of a 60-page booklet on the important subject of “Retail Automo- 








tive Distribution,” just published by the Chilton Class Journal Co. for advertising agencies 


and automotive manufacturers. 

















Four Nation-Wide Surveys 


of the Field Covered by 
Trade Publications 


Purpose 


These investigations were designed to indicate the extent to which vari- 
ous automotive trade publications reach the retail trade, and to reflect the 
opinion of the trade at large on the business value of each publication. 


By Whom Conducted 


Four outstanding manufacturers in four different fields co-operated in 
conducting the inquiry, so that results might be compared and conclusions 
reached. These four concerns were: 


John Warren Watson Company 
Chrysler Sales Corporation 
Johns-Manville, Incorporated 


Celoron Company 
(Div. Diamond State Fibre Co.) 


In view of the national standing of these companies, and their diver- 
sity of business interests, the value of the investigation and its accuracy 
are much greater than would be the case if only one organization had 
participated. 


Field Covered by Inquiry 


In order to confine the inquiry to a study of the value of various trade 
papers to the retail trade, only the following questions were asked: 


What is your principal line of business? 


( ) Car Dealer 
( ) Service Station 


( ) Supply Store 


Which of the following publications do you now receive regularly? 


*( ) Publication No. 1 
*( ) Publication No. 2 











*NotE—On the original questionnaire, seven of the more important trade publications were named in 


their alphabetical order. The list included Automobile Trade Journal and Motor Age. 

























( ) Automobile Trade Journal 
| *( ) Publication No. 4 
*( ) Publication No. 5 
( ) Motor Age 
* ( ) Publication No. 7 


Which trade papers do you find most helpful in your business? (Please 
do not check more than two. ) 


* ( ) Publication No. 1* 

*( ) Publication No. 2 

( ) Automobile Trade Journal 
( ) Publication No. 4 

( ) Publication No. 5 
( 
( 


% 


) Motor Age 
) Publication No. 7 


*K 


Do you find the advertising pages in trade journals helpful? 
( ) Yes ( ) No 


For automotive manufacturers and advertising agencies who want the com- 
plete story—names of all publications, etc.—a report has been compiled and 
will be furnished upon request to the Chilton Class Journal Co., Philadel- 
phia. 


Method of Conducting Survey 


The entire investigation was carried on by mail. A total of 11,500 ques- 
tionnaires, embodying the above questions, were sent out by the four man- 
ufacturers, as follows: 


John Warren Watson Co.. 3,000 
Chrysler Sales Corporation 3,000 





Celoron Company......... 2,500 
Johns-Manville, Inc....... 3,000 
Rs cae 11,500 


In every instance the investigating company selected names of 
trade units to receive its respective questionnaires from the 
total Retail Trade List, which embraces 101,450 names—each 
page averaging 53 names. 


Company No. 1 sent its questionnaire to the first three names 
at the head of each page. Company No. 2 to the next three, 
and so on to the fourth company which used the fourth set of 
three names on each page. 


Hence there was no duplication. Every state in the union was 
included. The result was a complete four-way survey of a 
complete cross section of the retail automotive trade in the 
entire United States. 


To insure against partiality, publications were listed alphabet- 
ically, and subscription lists in all cases were disregarded. 




















*NotE—On the original questionnaire, seven of the more important trade publications were named in 
their alphabetical order. The list included Automobile Trade Journal and Motor Age. 


















SUMMARY 


Combined Results of Surveys by 


John Warren Watson Company Johns-Manville, Incorporated 
Chrysler Sales Corporation Celoron Company (Div. Diamond State Fibre Co.) 
11,500 Inquiries Sent Out 2,667 Total Returns Analysed 


What is your principal line of business? 2,546 Replied. 
(Percent of 2,546) 


ek ok ee 1,533 60.2 
eins. Tee kc ewaee 748 29.4 
ee ee 265 10.4 


Which of the following do you receive regularly? 2,458 Replied. 
(Percent of 2,458) 


Automobile Trade Journal... 1,431 58.2 

EE MN kas bs cen 0 oe 00's 1,102 44.8 
Weare Wieemeeems: .. ww ww ee 766 31.2 
*Fourth publication ............. 711 28.9 
I 436 17.7 
eo ee 286 11.6 
*Seventh publication ............ 223 9.1 


Which trade papers do you find most helpful? 2,311 Replied. 
(Percent of 2,311) 





























Automobile Trade Journal. | 47.0 % | 1,087 

TE EE See cn ees | 37.7 % ee 871 
*Third publication ........... | 23.7% 548 
*Fourth publication .......... [20.6 % | 475 
*Fifth publication ........... | 9.7% | 225 
*Sixth publication ........... [8.7 %| 200 
*Seventh publication ......... [5.1%| 118 


The relative standing of these papers on all four questionnaires was identical 


Do you find the advertising in trade journals helpful? 2,415 Replied. 
(Percent of 2,415) 


i i ee 2.248 93.1 
SRR Pe nh alg ae emer ey Save ea 167 6.9 
Conclusions 


The position of Automobile Trade Journal and Motor Age is clearly 
defined by these surveys. 


The fact that in four independent investigations these two publications re- 
ceived over 25 percent more than all others combined, suggests how effec- 
tively they are meeting the business paper needs of the automotive dealer. 





















*NotE—On the original questionnaire, seven of the more important trade publications were named in 
their alphabetical order. The list included Automobile Trade Journal and Motor Age. 











That Automobile Trade Journal and Motor A ge are justified in 
igh claims to reader interest is proved by reproduced letters— 
from association executives, manufacturers, distributors and 
dealers—which appear upon this and succeeding pages. 
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"Your several publications, issued to the | \, 
erent departments o e automotive industry, cover their 
diff t departments of th tomoti industry hei 
respective fields with thorcughness and with information and | 
material of paramount value to their readers. | 
"They have served this industry from its inception | 









































and I speak with the authority of one who was an advertiser 



































in the original Chilton publications as far back as 1896, and 

















has been a faithful reader of your columns ever since." 






































E. P. Chalfant 




















Executive Vice President 









































National Standard Parts Association 



























































Advertising in Chilton Class Journal publications reaches more and costs less 
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STUTZ MOTOR CAR COMPANY 


OF AMERICA: INC. 
eenaee 
Teanesday CABLE aDORESS sTuTZz" 
March 
Winth, 
1927 





Chilton Class J ournal Company» 
6th and Chestnut street, 


Philadelphis. Pa. 


Gentlemen: 


You asked me wnat wy opinion 46 of the relation 


and pUTOMOBILE to 
You mignt 66 well 


ntry- 
the pible means %° the minister 


or nistory to & nation. 


I do not ynow of two 
these publications: 
thought for year 
fignt of the Industry 
know for & aefinite fact that 
respect of the mass of dealers- 


The eaitorial policies have never lowered their 
6 e end I, for ONS, convinced that the 
two publications adeserve he gapoort of everyone 
sincerely desirous four thering the snterests 


° 
of the dealer and the Industry: 


Very truly yourss 


———" 


FEMoskovics AKG President 
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Chairman Of the Board, 
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Advertising in Chilton Class Journal publications reaches more and costs less. 
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GEORGE 4 TOWNSEND EARLE . “MENNECKE Louis Se. KUNZ 
PRES DENT VICE Pres OENT SECRETaRy ANDO TREASURER 


CABLE ADORESs 
MOTOMETER NEW Yorx«” 
COoes USEo. 
SENTLEY's 
AND A Bc SEDITION 


. / bn ok ee 
ALL PRICES SUBYVECT TO IMMEDIATE ACCEPTAaNce AND CHANGE WITHOUT NOT CE 
ALL ORDERS SUBYECrT TO FINAL ACCEPTANCE AND APPROVAL OF OUR HOME OF Fice 
NOT \iABLE FOR NON OELiverRy due TO Sie SES OR ANY CAUSES BEYOND OUR CONTROL 





February 
2lst 
1927, 


Mr. J. gs, Hildreth, Vice Pres, «¢ Sales Director, 
Chilton Class Journa] Company, 
Philadelphia, Pa, 














Dear ir, Hildreth: . 








No such Organization @s has taken 
Sutomotive industry can be “CComplished wi 
Complete Coordination of 
effort, and 








timate Goal, 





Personally, I have always had & very hich regard 
for those business Papers dedicated to &utomotive advance. 
n recently that I fully 
ta Splendid and far reaching influence the 
trade Press had ©xerted towards the development of 























I want to take this Particular Occasion then to Ccon.~ 
Gratulate the Chilton Class Journal Company, and all of those 
Splendid Papers Produced by Peéanization on the good Work 

mplished, and I wish you every Success in the 
ance of your Present Constructive Programs, 











Cordially yours, 


Vice President, 
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DISTRIBUTORS oF NASH MOTOR COMPANY'S PRODUCTS PART of 
VILLE-B IRMINGHAM 
RH Ma RT ny PRESsSiDe, v 


PLE ase AOORESS 
REPLY TO ATLANTA 

















March 21st, 1909 








| | 
Mr Julian Chase, Directing Editor, , 
Chilton Class “ournal , Company, 

[6th and tnut ots., 

Philadelphi Pa, 
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MARTIN NASH MOTOR COMPANY 
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Mer. Sales Promotion Dept. 
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FAMUNK Co. 


TORS 
HIGH GRADE M 





CLEVELAN) 
March 50 1927 
Mir. Julian Chase, Directing Editor 
Chilton Class Journa) Co, 
hiladelphia, Pa, 


My dear Mr. Chase :- 


We regard Motor Age and Automobile Tra 
48 the ©NCyclopedia Of the Automobj r 
decidedly helpful, inst 


le Indust Ys both medi 
Tuctive Value to &utomobi] 
° everyone Cngaged in & line of b 
automobile industry, 


USiness that ha 


de Journa) 
uns ve a 
2 merchants, indeed 
S Contact With the 
description, of 

deal of interest, f 


tter, editorials. helpfy) &and ins 
Problems and therer 


I think &re Freddi With a 


understanding is Sbtained 
S us better merchants, 


tructive 
£reat 
Of our 


NOt only to those having to do w 
1 along the line, 


ith the 
ing Servic 


® men, 
Your Campa igen for 

Perated Advantageous ly, in that 

Plan of Service, i+ he] 


er understanding of th 
Shop men, 


the flat rate Sys 
with those of y 


Ped to mould a 
© Plan ip, the minds of 


tem has Unquestion. 
S who were Sager to 
receptiva ©pinion 


our dealers and their 


’ 
ealer Cstablish-~ 
ing these Mediums so Valuable, 


utomobile Trade 
Library of every 


In a "nut Shel)" 
Should constitute & pa Of the Ge 


Motor Age and A 


Jo urna ] 
nera) Reference 


automobile 






» I an, 


ts less. 
e and cos 

'cati eaches mor 

Cl Journal publications r 

ass 

ising in Chilton 

Advertising 


SERVICE. RANDOL PY 6030 
Tar R.J. Sc 


























a 























































































































Motor Age 


(WEEKLY) 


$5.80 per page 


per thousand circulation 


Comparative Value 





*25,847 A.B.C. circulation (12-31-1926 report). 
Subscription renewal: 57.81%. 

Cost per page, 52-time basis, $150. 
Circulation analysis by occupation: 


I i aa Be 88.33% 
Salesmen and mechanics....... 6.71% 
Automotive manufacturers ..... 1.96% 
Misc. and unclassified ......... 3.00% 


Automobile Trade Journal 


(MONTHLY) 


$5.86 per page 


per thousand circulation 


Competitive Monthly 
$7.90 per page 


per thousand circulation 


Competitive Weekly 
$11.01 per page 


per thousand circulation 


43,469 A.B.C. circulation (12-31-1926 report). 
Subscription renewal: 54.34%. 

Cost per page, 12-time basis, $255. 

Circulation analysis by occupation: 


eg ais 91.45% 
Salesmen and mechanics ....... 2.27% 
Automotive manufacturers .... .78% 
Misc. and unclassified ......... 5.50% 


+45,554 verified circulation. 
Subscription renewal: 31.68%. 
Cost per page, 12-time basis, $360. 
Circulation analysis by occupation: 


ee ie a 73.42% 
Salesmen and mechanics ....... 17.05% 
Automotive manufacturers ..... 1.57% 
Misc. and unclassified ......... 7.96% 


11,347 unverified circulation. 

Subscription renewal: no record. 

Cost per page, 52-time basis, $125. 

Account of non-membership in the Audit Bureau 


of Circulations there is no record of circulation 
analysis. 





*No premiums. 
719,860 secured through premiums. 


During 1926 there were 961 automotive manufacturers who 
restricted their trade paper advertising to Chilton Class Journal 
Publications. They used them for results—and got results. 











Advertising in Chilton Class Journal publications reaches more and costs less. 
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MCOCTOR AGE 


What Are You Doing to 







Move Goods From the Shelves? 


OU are a merchant with merchandise to 

sell. If wisely bought it is well known, 
well advertised and has an assured market— 
but that is only the first step. 


The rest depends upon whether you are going 
to wait for the customer t@ come in and ask 
for the goods or whether you are going to give 
your entire organization full information and 
instructions, thus enabling them to take ad- 
vantage of ‘the sales opportunities brought 


about by new or improved products. 


To insure getting this business—to maintain 
and increase sales—the merchant will find it 
beneficial to bring his organization together 
at least once a week and outline plans for 
using the sales thoughts contained in the ad- 
vertising, sales helps, etc., provided by the 
manufacturers. Show the salesmen how to 
present the improved merchandise to pros- 
pective customers. 


Why You Can Do a Big Business on AC Products 


Over 12,000 cars a day are leaving the factories 
equipped with AC Spark Plugs, among them 
being Buick, Cadillac, Chrysler, Chevrolet, Essex, 
Hudson, LaSalle, Nash, Oakland, Oldsmobile, 
Pontiac, Star, and many others. 


‘This tremendous equipment business means 
positive and ever-increasing sales for the 
dealers. 


‘There are now over 7500 cars and trucks a 
day leaving the factories equipped with AC 
Oil Filters, among them being Buick, Cadillac, 
Chandler, Chevrolet, Nash, Oakland, Olds- 


mobile, Paige and Peerless. 


Every owner of one of these cars is a ready 
customer for one or more AC Oil Filter Car- 
tridges a year. This fact alone means big sales 
possibilities for the dealer. 


There is also a good business to be had on 
the complete AC Oil Filter installation now 
available for over 30 makes of cars not oil 


filter equipped. 


Because Ford cars are not speedometer- 
equipped and every Ford owner needs and 
wants a speedometer, there is a big business 
for the dealers on the AC Speedometer for 
Ford if they go after it. 


How You Can Move More AC Products 


AC SPARK PLUGS 


Sell in sets. A new set can be sold to every owner 
after his plugs have run a certain mileage— ap- 
proximately ten thousand. To do this, the dealer 
should ask owners how long they have used their 
spark plugs and sell them a new set to improve 
motor performance. Have a good display of AC 
Spark Tien! in windows as well.as on counters 
and shelves. 


AC OIL FILTERS 


The AC Oil Filter, after a certain mileage, will 
become filled with the dirt it has taken from the 
oil, and only by installing a new Cartridge can 
the owner be assured of continued efficient lubri- 
cation of his engine. 


You can get this Cartridge business by checking 


the filter on every AC Oil Filter-equipped car 
that comes into your place, recommending a new 
Cartridge when needed. 


By telling the owner of its advantages and econ- 
omy, you can also do a good volume of business 
on the complete AC Oil Filter for cars not already 
equipped with this device. 


AC SPEEDOMETERS 


Point out to Ford owners that the AC Speedometer 
tells them how fast they are going and how far 
they have gone and enables them to check their 
oil, gas and tire mileage; also that the AC Speed- 
ometer is a full-size speedometer, registering 
speed, total and trip mileage—the same as used 
on AC Speedometer-equipped cars. 


AC Spark Plug Company, FLINT, -Achigan 


AC-TITAN 
Levallois- Perret 
FRANCE 


AC-SPHINX 
Birmingham 


ENSLAND 





Makers ef AC Spark Plugs— AC Speedometers— AC Air 
Cleaners — AC Oil Filters— AC Gasoline Strainers 


82 MOTOR AGE 


June 9, 1927 


J 


™~ 





Mohawk settles the question of | 


AST year, with the best one-dial set in the 
world, with cabinets and consoles of splendid 
design, and with prices that established unbeat- 
able values, Mohawk amazed the radio world, 
wiped out traditions, and began a spectacular 
march to the front rank of the industry. This 
year, with a set that has 24 major refinements 
over last year’s great set, with cabinets and con- 
soles that completely eclipse the beauty of last 
year’s models, and with prices that definitely stop 
competition, Mohawk settles the question of radio 
leadership in 1927-28. 








IROQUOIS CONSOLE- Rich walnut, hand- 
rubbed, piano-finish, duo-tone,with apron maple 
spindle-carved, four turned legs, batterycompart- 
ment with front removable panel, with built-in 
patented pyramid loudspeaker with tastily de 
signed Burgundy red silk-backed grill, with set 
compartment accommodating Mohawk inter- 
changeable battery or electric Drawer Unit. 
Dimensions: 4734 x 234% x 15! inches. 


List ~ « $120 
SY 
Building Them Better 


Pricing Them Lower 
Selling Them Faster 
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SEMINOLE SPANISH VAR- 
GEUNO CONSOLE—A superbly 
unusual Mohawk Creation Com- 
plete in every detail of design, origin- 
ality and construction. Dimensions: 
45% x 36x20 inches. List . $245 


HIAWATHA CONSOLE—Pier creation. Rich walnut, hand-rubbed 
piano-finish, duo-tone, hand-carved Chippendale legs, trimmed in curly 
maple, battery compartment with front-removable panel, with built-in 
patented pyramid loudspeaker, with tastily designed Burgundy red silk- 
backed grill, with set compartment accommodating Mohawk inter- 
changeable battery or electric Drawer Unit. Dimensions: 60 x 19%x 14 
inches. Li $150 
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Radio Leadership in 1927-28 


Guerra the same question in your locality. 
Dominate your market with the mighty 
Mohawk line. Cash in on the tremendous mer- 
chandising value of the exclusive Mohawk in- 
terchangeable drawer set. Share the success that 
was enjoyed last year by every Mohawk distrib- 
utor and dealer that pushed the line and used 
the support we gave without stint. Write today 
for the story of the most definitely valuable fran- 
chise in the industry. 


MOHAWK CORPORATION OF ILLINOIS 


Established 1920—Independenily Organized in 1924 
2216 Diversey at Logan Boulevard, Chicago 
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4 PAWNEE CONSOLETTE — Rich walnut, 
® 9. hand -rubbed, piano-finish, duo-tone, with 
apron maple, spindle-carved, four turned legs, 
battery compartment with front removable 
panel but without speaker compartment or 
speaker, with set compartment accommodating 
Mohawk interchangeable battery or electric 
| Drawer Unit. Dimensions: 36% x 19%2x 13% 
De Ph. «ce ese see eo 0 Oe 


2 





CHEROKEE TABLE CABINET—Rich walnut, 
hand-rubbed, piano- finish, duo-tone with maple 
overlay on end pilasters. Full piano-hinged. Dimen- 
sions: 17144x12x10'¥inches. List . . . $65 














CORTES CONSOLE — Castilian strut-legged creation. Rich walnut, 
hand-rubbed, piano-finish, duo-tone, four turned strut legs, with hand- 
wrought iron polychrome-finished center stretcher, battery compartment 
with front-removable panel, with buil¢ in patented pyramid Loud- 
speaker, sliding, disappearing type arm rest, receding. Castilian -de- 
signed, Burgundy red silk- backed grill, Console trimmed with curly 
maple, with invisible type hinges, with set compartment accommodat- 
ing Mohawk interchangeable battery or electric Drawer Unit. Dimen- 
sions: 48g x 24 x 15% inches. List . - ices « « « See 














i MOHAWK CHIPPEWA—The famous railio-history making 
CORPORATION Chippewa. The standard One-Dial Radio Console. 


The favorite, fast-moving seller of the wide-awake, 
OF ILLINOIS progressiveradiodealer.List . . . . - $110 
mem + ’* ween Prices slightly higher west of the Rockies and 
“ in Canada 
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The new Six-60 | 
Roadster-Coupe 


$1345 



















The New PEERLESS 


HE new Six-60—51295 to $1345—broadens Peerless 
sales opportunities three to one. It has opened up a 
market that’s entirely new. 


Now the Peerless franchise is a substantial profit maker 
in innumerable smaller towns where before, a higher price 
range meant sales almost too limited to be worthwhile. 


Hundreds of small town dealers have seen the added 
possibilities in Peerless since this new car was announced. 
A name honored everywhere—a complete line of strictly 
quality cars—and now an all-inclusive price range. 


< 





[ PEERLESS HAS ALWAYS BEEN A GOOD CAR | 
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The new Six-60 Sedan 
$1345 





Six-60 opens up new 
sales possibilities 


Big city automobile merchants also have welcomed this 
new Peerless with open arms. They, too, realize it means 
increased sales and increased profits! No company offers 
a price range that’s broader, or a car that’s more favorably 
known than Peerless. 


If you are not entirely familiar with what Peerless is doing 
—if you don’t know the tremendous strides Peerless is 
making—write, wire or phone for details of the Peerless 
proposition. You'll find it intensely interesting. 


PEERLESS MOTOR CAR CORPORATION : Cleveland, Ohio 


Manufacturers of the famous 90° V-type Eight-69, the Six-72, 
the Six-80, the Six-90 and the Six-60 


(All prices f. o. b. factory) 








i PEERLESS HAS ALWAYS BEEN A GOOD CAR | 
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Merchandis 





Market Surveys and Analyses 
Trade Investigations 


Merchandising Plans 
Proof! 
A completely rounded out service for advertising 


Four leading manufacturers agencies and manufacturers who want direct, effec- 
tive and economical merchandising contact with the 


—car, brake lining, accessory a 
automotive industry and trade. 


and equipment — recently 


completed nation-wide in- ; ire 
P ines Trained executives who have made a lifetime study 


vestigations among automo- of automotive markets, and success methods in the 
tive dealers to determine merchandising of automotive products, are at your 
where the advertising dollar service. 

could be placed for greatest 

investment returns. ‘The re- Our publications do not attempt to “blanket” the 


industry and trade. Each one has its definite field— 
industrial, wholesale, retail. Each publication is 
designed and edited for a specific audience. Hence 


sults should be in the hands 
of every manufacturer and 


advertising agency. In book manufacturers receive the greatest possible return 
form. A wonderful story. for every advertising dollar invested. No lost 
Will be sent on request to motion. No extravagance. 

Chilton Class Journal Co., 

Philadelphia. DIRECT MAIL—we maintain a highly efficient list 


and addressing service — industrial, wholesale, retail 
—for manufacturers who wish to link direct by mail 
advertising with their publication efforts. 








s$ 3 


Philadelphia 


woe HHT 


and production headquarters 


CHILTON CLASS JOURNAL COMPANY 


iouermes industrial = MotorWorld = AvtomosnE 
. Wholesale TRADE JOURNAL 


Chilton Class Journal Publications 


a tia 
office 
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ing Facilities 





Advertising Agencies— 


Where problem: arise which have to do with automotive markets we will 
welcome the oppertunity of placing our entire facilities at your disposal. 


Automotive Manufacturers— - 


Makers of cars, trucks, parts, accessories, equipment, machine tools, etc., 
are invited to take advantage of a gold mine of marketing data which we 
have available for their use. Requests sent via your advertising agents, or 
direct to our Philadelphia headquarters, or to any of our branch offices in 
New York, Chicago, Cleveland, Detroit or Indianapolis, will be given 
prompt attention. Our entire facilities are at your service. 















A corner in the list 
department where au- 
thoritative industrial, 
wholesale and retai: 
automotive lists are 
developed and main- 
tained. 





A staff of skilled artis:- for the 
benefit of advertising clients. 








Looking into 
the collating and 
mailing department 
where facilities exist for 
the rapid dispatch of 
volume production. 


CHESTNUT AND 


Trained copy writers who are automotive specialists. 





56TH STS., PHILADELPHIA 
Motor AGE CATALOG CommERcuL 4 Onrance = EQUIBMENT 





CAR JOURNAL 


Chilton Class Journal Publications 





88 MOTOR AGE June 9, 1927 









Supreme in 
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Chevrolets - Se oe 
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EEE PL LO ria tp rh 
A motor testing valve in wide aniiies 
demand due to the increasing 
numberof Chevrolets being sold. 
Fits all models—simple instal- 
lation — easy to sell—increases 
power — saves gasoline — blows 
Out carbon. 


List Price $4.00 



















Cooper Spring Wire is cop 
to resist rust and is ideal for 
special springs, chokers, etc. 

ere is also a great demand for 
this wire in the radio field. 
Comes in No. 16 gauge, packed 
a tae carton, fifty feet to the 
coil. 


List Price per Box $1.00 
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The Famous Cooper Dash Control 


re 


Engine Test 





e Sensational Improvements < ii Sold and recommended by leading accessory 
+ in Motor Car Heating will “and rbon dealers, garages and service stations every- 
3h soon be announced by the ‘ 


where. andsome, sturdy, positive action. 
Profitable to sell and install. Used with 
Cooper Motor Testing Valves and Heaters, also 
with Radiator Shutters, Chokes, Primers, etc. 
List Price $2.00 
Clamp-on Dash Attachment illustrated 
25 Cents extra 





Cooper Manufacturing Co. 
The Automotive Trade has long 
waited for better heaters—for 
all cars. Watch for the big 
Cooper Announcement in this 
publication. You will see it 
soon. 


‘Outlet Valve 


ey, 







ey 

.. *: 

= Ge The New Demand for Cooper Valves 

eye : Modern cars—with almost noiseless motor operation, have 

ay increased the car-owner demand for Cooper Motor Testing Valves. 
he simple suggestion of better engine performance with more power 

and speed accomplished by the installation of a Cooper Valve, will lead 


to a surprising number of profitable sales. Try it for a week or two and 
watch your business on Cooper Valves climb. 


You are absolutely safe in selling and installing the Cooper. 
They are backed by years of success in making motor testing valves. 





Why Car Owners Are Easily Interested in Cooper Valves 


1. It is the one scientifically designed 6. 
engine Tester. . 
2. Blows out loosened carbon. 8. 
3. Easily and quickly installed. 
4. Made with extra heavy flapper and 9. 
0. 
5 


Increases power of motor. 

ves gasoline. 
Self-cleaning. Mud, water and 
dust proof. 
Relieves all motor back pressure. 
A combination engine tester and 
carbon outlet valve. 


List Prices of Cooper Valves from $2.50 for Fords to $5.00 for larger cars. 


COOPER MANUFACTURING COMPANY 
Marshalltown, Iowa, U. S. A. 


Exclusive Sales Representatives 


THE FULTON COMPANY, Milwaukee, Wisc., U.S. A. 


spring. 
hatterproof. Silent when closed. 





ATTENDANCE AT THE A, E, A. DEALER MERCHANDISING MEETINGS—PAYS 
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SIOUX ROUGHING REAMER 





~Tan TAWA VTA WV AWA YA VAVTAWVWAVAVAVTAVTAVTAVTAVTAVTAVTAY 


Just a few turns with the Sioux Roughing Reamer and 
you have a clean valve seat with a smooth, even surface. All hard and 
crystallized deposits removed easily and quickly. The trick is done by 
an ingenious arrangement of tough, sharp teeth. The cut made by one 
row overlaps the cut made by the next row, thus leaving no ridges. Made 
in 30, 45, 50 and 60-degree angles. Used with regular Sioux Pilot Stems. 


“Sioux” Reamers make valve seating jobs easier, faster and more 
profitable. 


ALBERTSON & CO. 
Your Jobber SelisThen, sice« city, towa,u.s.a. 
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MEANS 


GILMER RETAILERS 


PROFIT 


pres sales and profits will multi- 
ply in direct proportion to the con- 
sumers’ acceptance of a product. 


Every fan belt user knows the GILMER 
Fan Belt of moulded rubber and cord, 
and knows it favorably. This knowl- 
edge eliminates the need of sales effort 
on your part, it means quick turn-over, 
it means profits. 


On this foundation of sales acceptance, 
sales volume is accomplished by the 
GILMER Fan Belt Cabinet as never 
before in fan belt history. 

Your wholesaler can furnish GILMER Fan 


Belt Cabinets in different sizes in accordance 
with the quantities you can profitably stock. 


L. H. GILMER CO., Tacony, Phila., Pa. 














‘Makers of theWorld’s 
Best Known Fan Belts 
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RED TO ATTRACT ATTENTION 
READY TO INCREASE YOUR SALES 


Built like a slot machine—releases one box at a time—holds all your 
Schrader Gauges and valve parts—takes up but six inches of counter 
space—that’s the new Schrader “Reddy Seller”! 

Send for this red metal display cabinet today. It’s FREE with the 
fast-selling assortment listed below. Sign and send the coupon NOW. 


This is the fast-moving assortment 


3 No. 4996-A Balloon Tire Gauges 
1 No. 1561 Tire Gauge (for high 
pressure tires) 
1 No. 5186 Tire Gauge (for truck 
or bus tires) ; 
150 No. 4000 Valve Insides 5.93 
75 No. 880 Valve Caps (for straight valves) 3.00 
25 No. 935 Valve Caps (for bent valves)... 1.00 


Regular dealer’s price of contents purchased 
separately 


Dealer’s price of the Schrader “Reddy Seller” 
$ 


packed with above assortment 
*Subject to 2% Cash Discount. This assortment retails at $22.60. 


A. SCHRADER’S SON, Inc., BROOKLYN 
Chicago Toronto London 


hrader 








ica 
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he new Schrader 
“Reddy Seller” is a 
constant booster for 
the popular Schrader 
roducts motorists 
now they need, but 
sometimes neglect to 
ask for. 


A. Schrader’s Son, Inc., Brooklyn, New York 


Please have my Supply House send me the new $15.00 
assortment of fast-moving Schrader items, packed in the new 
Schrader “Reddy Seller” cabinet, which is to be included 
FREE. 
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Did You Enjoy This Copy? 


UW) «- can get one like it every 


week for only $3.00 a year— 
than six cents each. 














positive help it offers in the solution 
of daily problems and the valuable 
ideas it gathers for its readers. 


Your competitor reads MOTOR 
AGE, and you need to read it also 
if you want to keep up with the 
leaders of the automotive field. 








1 an average cost of a little less 





Each and every man in the trade 


needs MOTOR AGE — needs the — 








Here’s How MOTOR AGE Will Help You 





SERVICING =, a 


will show you how 
to make flat rates—How to sell Service— 
How to make customers permanent—How 
to organize a workshop—How to handle 
knotty problems—How to select Machinery 
—How to test electrical systems—How to 
make quick repairs—How to route shop 


SELLING —How otter men do it 


—How to keep down 
overhead — How to advertise— How to 
make Salesmen produce — How to create 
a market—How to find prospects—How to 
make every sale pay—How to avoid losses 
—How to write letters that build business. ‘ 


work. 


HIRING —How to get the right men 


—How to train them — 
How to pay them—How to get their co- 


AND THEN --.-- 


Whatever else you need to know to make 
your business run smoothly MOTOR AGE 
will tell you if you only ask—All personal 


inquiries receive personal attention from 
our editors. Every subscriber is encour- 
aged to come to us with his problems, 
whether mechanical, legal, architectural or 


financial. Try us, and we will give you 
“Service you will like.” 


operation—How to keep them enthusiastic. 


BUYING —How to select an ac- 


cessory stock — How to 
judge merchandise—How to get a fast 
turnover—How to avoid dead items. 








THE COUPON is here for your convenience. If you are already a subscriber, pass it 
on to some friend in the trade who is not. When he starts getting MOTOR AGE he'll 


appreciate the favor. 


MOTOR AGE 
Chestnut and 56th Streets 
| Philadelphia, Pa. 





IMPORTANT-—MOTOR AGE is published exclusively for 
the trade. Subscriptions are accepted only from those 
actively engaged in our field—so please don’t forget to 
include your business card or letter head with this order. 





Gentlemen: Enclosed find $3.00 to pay for a year’s subscription to MOTOR AGE, including all special issues 
published during the life of my subscription. 


TTT OO CEOS EEE OSCE CCE TOE EE ee eee 


City PhO 0G0S 005000600 008s556885bnb00008008066005600000060060bens600e0Keennr se 


Firm Name 


NOTE: If you are already subscribing to MOTOR AGE, please hand this coupon to a 
¢ dealer who is not. He'll become a better competitor from reading MOTOR AGE. 
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How’s the “backbone of your business”? 


HE PARTS DEPARTMENT can be 

the backbone of your business by 
keeping owners satisfied and by show- 
ing a profit at the same time. 






















ae! § | APS Systems put backbone into your 
J iis parts department. They are planned 
a merchandising systems which balance 
your parts stock with your volume of 
business, display the stock to increase 
sales, and at the same time save 30% 
to 50% floor space and improve the 
appearance of the showroom. 


a ee 


10,000 satisfied users endorse Lupton 
Auto Parts Storage—LAPS. You, 
too, can profit by this approved equip- 
ment. Let us give you full details. 


DAVID LUPTON’S SONS COMPANY 
Sales Office: General Motors Bldg.. DETROIT 
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The Right Bearing 
For Clutch Pilot Use 


The B. C. A. Angular Contact Radial Bear- 
ing serves a double purpose in the clutch 
pilot. It keeps the shaft perfectly aligned 
and reduces friction to a minimum. 
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The B. C. A. standard of precision guaran- 
tees the dependability of every B. C. A. Bear- 
ing. Accuracy is our specialty. 
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Angular Contact Detroit, Michigan, Office 
Radial Bearing 1012 Ford Bldg. 
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| ie THE BEARINGS CO} PANY°/AMERICA| | 
| _LANCAS ER. PA. 
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| worth-while profits with 
| 
| NORTH EAST Products 
NORTHEASTERS  NortTHEASTER “75” $750 
Ideal for All Cars _ 
NORTHEASTER “50” $ 500 | 
Without equal for the price —_ 5 
NORTHEASTER “50-S” | 
Short projector for outside $500 | 
mounting on Motorcycles, _— | 
abs, Trucks | 
The horn with the smart NORTHEASTER “50-M” | 
vibrant tone that makes Motor driven horn for all $500 | 
driving safe. around use _ 








NORTH EAST 
Magneto-Base 
Ignition Unit 


Efficient ignition—hot spark for start- | 
ing; right spark at all speeds. Depend- | 
ability—mechanically superior; long | 
life. Ball Bearings—all wear reduced to | 
a minimum. Automatic sparkadvance— || 
far better acceleration than with set | 
spark. North East Battery Ignition 
means better performance and lower 
maintenance cost. 6 and 12 volt types— 


4-cyl. $45.00—6 cyl. $48.00. 


NORTH EAST Speedometers for Fords 











A real speedometer for Fords. Dependable, 
accurate, good-looking—up to the North 
East feandiid in every respect. New pat- 
ented rear-wheel drive with enclosed gears 
—no clogging with mud or grit— no | 
troublesome swivels or shaft strains. Accur- | 
ate at all speeds. Fully compensated for 
temperature changes. Easily read day or | 
night. Dashlight can be mounted on speed- | 
# ometer itself. | 





Complete with application parts $15% 
Genuine North East service parts always come in Yellow Boxes | 





Jhe Equipment That {Lasts 
Nearn Easy Erecraic Ca. Norarn East Seavice inc. 





Manufacturers of Automotive Equipment Official Service and Sales Distribution | 

and Electrical Appliances For NORTH EAST Products | 
Starters -- Generators -- Ignition -- Horns Rochester --Atlanta -- Chicago -- Detroit. 
Speedometers -- Fract. HP Motors KansasCity -- NewYork -- SanFrancisco | 
Electric Drives for Typewriters London .. Paris -- Toronto | 


Rochester, N. Y. Authorized Service Stations the world over | 
— —- 
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Are your customers 
your friends? 


Make your customers your 
friends. It’s the easiest way 
to make a living. 


A smile, a polite ‘“Good 
morning,” a small service 
that costs you nothing but a 
moment’s time — dozens of 
things in the course of a day 
will make your customers 
like you. 


That is your best fortifica- 
tion against competition. It 
is often better than price. 
It is frequently better than 
anything except quality, or 
a more sincere brand of 
courtesy. 


Make your customers your 
friends—and they will keep 
themselves your customers. 


/*\OTOR AGE 


Chestnut & 56th Sts. 
PHILADELPHIA, PA. 
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Order It Now 


Crane Packing Co. or Your Jobber 


; DO. « w sin spools “John Crane’”’ 
1805 Cuyler Ave., Chicago Geen te a le 
109 Broad St., New York PP ge $2.50 
Junior Size 15 ft. length, 
Met, GRE. ccccescescoes 
Owner’s Size 5 ft. length, 
i Se awhsetecasebns< .50 


f. o. b. Chicago. 


ee GEE GEE GEtES Gu qee=s Gee qe que que Gee ae aoe 
Leading automotive engineers 
are specitying “John Crane.” It is 
fast replacing asbestos. Frictional 
load on the motor is reduced. No 
more pump leakage or scored 
troublesome pump shafts. 


The Pump Packing 
The Motor Builders 


a 


Buick, Nash, Studebaker, Knights, Dodge, 
in fact all automobile water pumps can 
be packed with this one size. No more 
obsolete stocks. Makes a packing job 
worth more money. 












——~ Metallic 
Pump Packing 











Here’s a 
Fitting Companion to 
the Truly Fine Car! 


The new MoToTRUNK DeLuxe is so beautiful 
of design and finish that it not only sells itself on 
sight, but is a competent aid in the sale of the 
car itself, 

It is constructed of high grade steel with a one- 
piece drawn steel crown-cover mounted with full 
length piano hinges. Rubber weather strips make 
it water-and-dust tight. Nickeled brass clasp-locks 
and leather straps and handles in contrasting colors 
lend a smart appearance. Finished in Duco or 
lacquer to exactly match every car—or in black 
enamel. 


The MoToTRUNK line includes all 
necessary fittings. Write for information. 


THE MOTOR TRUNK CO. 
5950 2nd Boulevard Detroit, Mich. 


MoToT RUNK 

















aa always - 


something new just 
at hand for the - 


regular reader of 


JAoTOoR AGE 

















INCREASE YOUR 
ACCESSORY PROFITS! 


Cash in on the Latest Trend 


Car owners everywhere want the added Beauty and 
Utility of an Automobile Trunk. 


Get Your Share of this Business with 


AMERICAS FINESTAUTOMOBILE IRUNKS 
—The Lorenz TUKAWAY and BIG CHIEF. 


== 2° : Dustproof 
Easy to sell—easy 
to install. You 
can sell complete 
units, consisting of 
Lorenz Trunk, 
Bumperets, Trunk 
Carrier, for 
cars. 






or 
Trufit Racks de- 
signed to fit all 
>> BE oS 5 makes of cars. No 
The Tukaway —— ‘ey drilling of holes 
necessary. 


Every Lorenz Trunk equipped with portable tool compartment 
at no extra cost. You make both money and friends selling this 
trunk. 


— 





tones 
There is no substitute for Lorenz Quality. 


LORENZ TRUNK WORKS, INC. 
Main Office and Factory, Automotive Division 
211-213 First Ave., North Minneapolis, Minn. 


WE SELL THROUGH JOBBERS ONLY—WRITE US FOR 
NAME OF JOBBER IN YOUR TERRITORY 
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“‘That’s What 
IMPLEX They All Say!” 


- * Panyard piston ring men 
Piston Rings often hear that remark from 
the garage man—But only 

before he uses them! After 


Kellogg Air Compressors he installs a set he knows 


that Panyard piston rings 








are standard 
equipment in 











ae 4 : : ‘ > ; ’ 
because they give better compression and use less power. In any worn motor really do the job as we claim! 
Simplex Piston Rings stop oil pumping, piston slap and compression loss We guarantee for 15,000 miles to 
without resizing cylinders and installing new pistons. Give perfect compression Stop oil pumping 
Send fer the Simplex Method of reconditioning motors without cylinder Increase speed Stop oil dilution 
machinery, and make more money. Give better pickup Lessen carbon 
. ‘ : . Without resizing cylinders and installing new pistons! 
The Simplex Piston Ring Co. of America, Inc. Order a set! Make more profit! 
1971 East 66th Street CLEVELAND, OHIO ees Cay 











Panyard Machine & Manufacturing Co., Muskegon, Michigan 























New DOVER FLEXO SERVICE CAN 


Saves Your Time i ' 
The New Dover Flexo Serv- he most successful 


ice can speeds up sales, and 
makes your time produc- 


oo merchandisers keep 


Customers like the service . 
it gives because it is clean at it every week 
as well as quick and con- 

venient for you. 

Flexible pouring tube stores 
away inside can when not 





































































In 3 capacities: 2 and 5- ° 
gal. Prices $3.1 50 “ena $5. in use. OTOR Giz 
Dover Stamping & Mfg. Co. I I\ 
385 Putman Ave. Cambridge, A, Mass. 
e 
Shop Equipment motor BETT UILT rRunks 
for Battery and Electrical Service ee aa Sas tee 5 cotinine Ten. “Gon” 
4358 Roosevelt Road, Chicago, Ill. | cniprews -BIGLER MANUFACTURING CO. cin 
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WELEVER)|) STA ir 


“OIL CONTROL” PISTON RINGS 














The Motor Necessity That Has Made Good Damageproof against repeated .boilings and freezings. Built to last the full 
Backed by Seven Years’ Satisfactory Service hy a the car. yo ge poy --# =. Chevrolets, oar — 
axwells. Cores for all cars and TRUCKS. If not at your jobber’s, write 
THE WEL-EVER PISTON RING CO., TOLEDO, OHIO direct. : 
Sold most everywhere, If your dealer cannot supply you write us. J. C. Black Mfg. Co., Inc., Oil City, Pa. 









































Portable Electric 


DRILLS 











GRINDERS—POLISHERS 
Ask for Catalog 105 
The United States Electric Tool Co. Cincinazati, Ohio, U. S. A. 
Oldest Builder: of Electric Drilis and Grinders in the World 























OODRICH-LENHAR 


CABLE KIT 


Displays six starting, lighting, ignition, and radio 
cables. Puts them right where they sell with lit- 
tle effort. On spools—no loose ends. Also dis- 
plays actual samples of full G-L line. 
Kits are supplied throuch all G-I Jobbers. Write 
for price and name Of nearest jobber! 


Goodrich-Lenhart Mfg. Co. Hamburg, Penna. 






WHEEL COMPANY 
Philadelphia - Detroit 


Every year more motorists 
are em cae 
@) Ga) od bye lS BUDD 
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FREDERICKS 


Rewinds 


New low prices: Rewinding or exchanging any 
two unit type of automobile generator or 
starter armature, $2.50. Any type of Ford 
armature $1.50. Special prices on Ford 
armatures in quantities, 


H. M. FREDERICKS CO., Lock Haven, Pa. 








The tire with the Gum Weld Cushion has 
become the most favorably talked about 
heavy-duty tire in America. 


So it pays to be an INDIA dealer. 








INDIA TIRE & RUBBER CO., 3 AKRON, OHIO 


























Here Is Something to Sell! 


A piston ring 
remarkable 


on the principle of a packing ring, that gives 
results in service, is used in thousands by auto 
mobile factory branches for replacement 
worth while. WRITE FOR DETAILS. 


THE CORK-SEALED PISTON RING CORP. 
2332 Michigan Avenue, Chicago 
Factory: Denver, Colo. 


Canadian Distributors: Purser, Bull & Co., Ltd. 
Toronto, Canada. 


and have a prolit 











ALU NETH") 


Every Johnson Quality Bronze Bushing produced 


today must safeguard a mast enviahle reputation 


gained thru a quarter century of successful operation. 
Johnson Bronze Co., New Castle, Pa. 


BUSHINGS -BARS 
-BEARINGS 


























Orrville Spring Governors 
Make Smooth-Running Profits 


Among the foremost popular sellers for easier riding. 
Simple in operation and easy to install. Check the 
rebound and control the springs against ‘‘galloping’’. 
Ask for illustrated literature and discounts worth while. 


ORRVILLE SPRING GOVERNOR CO., INC. 
500 Brant Bldg. Canton, Ohio 

















TRADE MARK REG. 


Gas Gauge for Ford 


Chevrolet—Overland—Star 
Sells quick at $1.25 retail. Types 
“K” and “J” for 1926 Chevrolets 
and all Stars sell at $1.50. 


THE AKRON-SELLE CO. 





AKRON, 


OHIO || 




















WE MAKE 


RADIATOR CORE MACHINERY 


Write for Catalog and Prices 


RADIATOR ENGINEERING CO. 
FACTORIES BLDG. TOLEDO, OHIO 




















BELLEVUE 


Trunks, Trunk Carriers, Pumps, Bumpers, Jacks 
See our combination trunk, trunk carrier, spare tire 
carrier and bumperette. COMPLETE line for all 
cars. Write for prices and nearest jobber. 


THE BELLEVUE MFG. CO. Bellevue, Ohio 




















WIRE OR WRITE US FOR NEW OR USED 


TIRES—PARTS—ACCESSORIES 


IF IT’S FOR AN AUTOMOBILE WE HAVE IT! 
SEE OUR NEXT DISPLAY IN MOTOR AGE 


STATE AUTO PARTS CORPORATION 
2011-13-15 S. State Street, Chicago, Ill. 

















Simplicity 


Pp Ss. PAT. OF F. 
<5. AND GRINDER 


A big money-maker in any automobile repair shop or garage. Ask for free 
demonstration in your own shop. 

SIMPLICITY MANUFACTURING COMPANY 
Port Washington 











Wisconsin 



































A *9° Sale in 30 Seconds 


Simplex Shock Absorbers are prac- 
tical. The retail price provides a 
generous profit for you. Fits any 
car, put on in a moment by customer. 


Simplex Shock Absorber Co. 


Sharon, Penna. 
































Now--5 Different Oversizes 


to every standard size and type of 
Piston Pin—in stock, waiting for 
your telegraphic order. 


THOMPSON 
PISTON PINS 


Defiance 





Ohio 
































It’s a Permanent Repair! 


Have can of CONNEAUT PLASTIC 
METALL IC PACKING in your garage and 
be ready for the fellow who says he ania 
keep his water-pump from leaking. 

All sizes in one can. Stocked with your 








Jobber. 
1 lb. can $1.75 per Ib. 
5 lb. can ..... 1.60 per Ib. 


Manufac tured by 


prevent tHe CONNEAUT PACKING COMPANY 
This! Conneaut Ohio 

















Jo. 


Spring and Solid Pressure in one Hone” 


ber’s 














PATENTS AND PAT. ATTORNEYS 
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CLASSIFIED ADVERTISING 





CLASSIFIED ADVERTISING 





RATES 


C. L. PARKER 
Ex-Examiner U. S. Patent Office 
Attorney-at-Law and Solicitor of Patents 


McGill Building, Washington, D. C. 
Patent, Trade Mark and Copyright Law 


"“SERCREEEEEREEReeeeeEES 





An opportunity to buy half or all of an auto- 
mobile business, retail and wholesale. Iowa. 
Box No. 6302, MOTOR AGE. 








To locate business opportunities 
To sell, rent, exchange or buy 
To find men or employment 


THE CLASSIFIED DEPARTMENT 
WILL HELP YOU 





Ten cents a word is the rate for all 
undisplayed advertisements set solid, 
regular want ad style; minimum 
charge $1 an insertion. All capitals, 
12c a word; all capitals, leaded, 15c a 
word. Payable in advance. 
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THE STANDARD 
=p OF QUALITY —. 
Fn ys 
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Touring Time is 
Tuthill Spring Time 


Summer vacation-land is calling 
to the traveling motorist. Soon 
the boulevards of Chicago and 
the streets of New York will 
see many out-of-town visitors. 
Around the mountain lakes and 
seashore resorts, both East and 
West, clusters of cars will con- 
gregate with license plates repre- 
sentative of many states. 


Nearly every tourist has his car 
gone over before he starts away. 
Then is your chance to talk 
Tuthill Titanics to him. Point 
out the hump center construction 
with its added strength. Tell him 
of the unlimited guarantee against 
center breakage. 


In short, sell your customers a set 
of Tuthill Titanics. 


Tuthill Titanic Springs for high 


quality and satisfaction. 


Tuthill Equipment Springs for 
good quality at a low price. 


TUTHILL SPRING CO. 
760 Polk St., Dept. 679, Chicago, IIL. 


Quality Spring Makers for Nearly 
Half a Century 


< 
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The Advertisers’ Index is published as a convenience, and not as a part 
of the advertising contract. Every care will be taken to index correctly. 
No allowance will be made for errors or failure to insert. 
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BUILT FOR THOSE 
WHO WANT THE BEST 


SILENT CHAINS 








Advancing with the art of the motor designer 
toward ever greater durability and quieter oper- 
ation, the “WHITNEY” line now offers TWO 
wonderful silent chains for the replacement 
parts trade. 


No chain ever produced has shown the rugged 
endurance of the original “WHITNEY” 
DOUBLE BEARING 
PIN AND BUSHING 
TYPE. The bearing 
‘a Y7\ within and without the 
bushing is practically 
double the joint bearing 
area in other chains. 











For many of the newer motors, exceedingly 
quiet timing is essential, and without sacrificing 


durability the “WHIT- x 
CONVEX, een 





NEY” ROLLING 
JOINT TYPE meets 
the demand. The co- {VY 
operating surfaces of | (5 
the two joint pintles are Yea 
in contact over a sub- [CONCAVE PIN) 
stantial area when the chain is carrying its load 

















between sprockets, thus affording resistance to 
the wear common to other chains of this type. 


Ask our distributor in any 
city, or mail coupon for spe- 
cification list 





The Whitney Mfg. Co. 
Hartford, Conn. 


I want that book on chain specifications 


Name 


Address 


[1] Service Station [)] Fleet Owner [J Parts Jobber 
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This popular demand 
for Knight-engined cars 





The rapidly spreading popularity of Knight- 
engined cars 1s a natural trend toward better 
motor performance, longer life, freedom from car- 
bon annoyance and mechanical trouble. Through- 
out the next five years, demand for cars powered 
by this type of engine, will continue to grow at 
a rapid rate. 


The greatest profits in the automobile business 
come to dealers, who, having the foresight to 
visualize the trend of industry, act on their 
judgment at the opportune time. 


The Falcon-Knight is the only six-cylinder Knight- 
engined car in the $1,000 price group. 


Falcon-Knight dealers are now enjoying a prof- 
itable business which will continue to grow 
each year. 


FALCON MOTORS CORPORATION, - DETROIT 


Falcon-Knight 






















































APRESS THAT WILL TAKE CARE 
OF ALL YOUR REQUIREMENTS 


Long or short pieces for straight pressing or straightening up to 30 tons. 
Combined with a sensitive arbor press for lighter work up to 3 tons. 


The Manley 30-Ton Hydraulic Press will meet practically every press requirement (up 
to 30 tons) in the automotive service station. 





a * < 
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Shows actual tonman being 
exerted azar 































Hydraulic 
Principle 


Easier and faster 
than a screw press 





3-Ton 
Arbor Press 
Takes care of 
the entire range 
of starter and 
generator work 
and other work 
requiring sensi- 


Ball Bearing 
4 Ee Hand Wheel 

“\. Quickly spins 
— mose down to 
work or away 


tive press | 
4 Fal from work 
OMnen Sin, 
JP aii att oe © 
Construction instan- 
Can be used for taneous 


straightening pieces 
of any length ms 


Release 


Merely turn 
hand valve to 
release pres- 
sure 


Test Centers 

Attached to 

press table. 

Convenient for 

straightening 
work 





Depth Gauge 


The vertical rod at the 
front of the ram is 
marked in inches and is 
used as a depth gauge 
when pressing in bush- 

ings, etc. 


iremendous 
strength 

You need never 

fear to oper- 


ate press to its full rated | . 
capacity to any height in fifteen seconds. 





Winch Operated Table 
One man can easily adjust press table 


SS ei we 


’ o 
; 
, 
_- a s 
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This is the Manley 30-Ton Hydraulic Press. 
Catalog No. 29-49 


Complete as illustrated $175. 


Allowance of $25 for Rack and Pinion Press and $15 for Test Centers if these attachments not required 
—making price of plain Press, without Arbor Press or Test Centers, $135. 


MANLEY MEG. CO., YORK, PA. 














One indication of the value of 
the Buick franchise is the 
prestige every Buick dealer 
enjoys in hiscommunity. This 
esteem from people not con- 
nected with the industry is a 
definite asset to the dealer in 
building asuccessful business. 


WHEN BETTER ag > ~maremgs ARE BUILT 





